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State of the Nation’s Economy: 
Up 

CorPoraATION Prorirs — Net profits 
after taxes in first quarter were 11 
percent higher than a year ago, ac- 
cording to Securities & Exchange 
Commission. Sales amounted to 
$66 billion, or 9 percent above the 
first quarter of 1952. 

ConsuMER Crepit—Reached $26.7 
billion at the end of May, or $5 
billion above last year. 

Stee, Propuction—Totaled 9,419,- 
000 net tons in June, compared with 
1,639,789 a year ago. Production for 
the first six months totaled 57,960,- 
457 tons, topping by more than five 
million. the previous six-month 


record 52,895,863 in the second 
half of 1951. 
Price INpEX — A rise in farm 


prices pushed the wholesale price/ 
index up \0.3 percent last week, 
bringing it to 109.7 percent of the 
1947-49 average. é 
Automotive OutpuT—Last week 
totaled 163,771 units, or 7,689 
above the \ 156,082 figure iz the 
preceding ‘week, accordiftg to 
AUTOMOTIVE } News estimaté: tes. 
INSTALLMENT CREDIT — 
owed $9.4 billion in 
credit at the \end of 
million above a monfh earlier. 
Orver Backiocs~ Totaled $71.6 
million at end of May, or $2.4 
billion more than a year earlier. 
InpivipuaL Savines — Totaled $2.5 
billion in the first quarter, the 
highest for any quarter since the 
end of the war. 3 
* * 


Down 

GasoLINe Stocks— Dropped last 
week by 2,468,000 barrels from 
previous week’s supply of 146,965,- 
000, according to American Pe- 
troleum Institute. 

Raw Loapincs— Totaled last 
week 670,232 cars, a decrease of 
148,218 from the preceding week. 
Business INpEx—Physical volume 

of business in week ended July 4 
declined to 112.3 from 113.9 the 
preceding week, according to Bar- 
ron’s. 

Exectric Output — Energy distri- 
buted last week totaled 7,970,000,000 
kilowatt-hours, compared with 8,- 
446,193,000 the previous week. 

Sree, OperaTions—Were 92.8 per- 
cent of capacity last week, against 
96.8 percent a month ago. 







ay, or $306 








Stable Summer U. Cy 


By Bob Finlay 
Managing Editor 
HILE the used-car market 
traditionally turns downward 
following July 4, dealers in several 
areas report ah improvement in 
sales, according to a cross-country 
survey by AytTomotTive News. 


It appeared that the improve- 
ment was one of contrast to the 
dull market which held through 
what is usually the best selling 
season, 

Nonetheless, there were brighter 
reports from Dallas, where dealers 
reported the market stabilizing 





Pentagon Fete...GM Style 


Officials to Wear Name Plates, Draw for Seats; 
‘No Cronies Under Shade Trees’ 


ASHINGTON.W—This week’s 
four-day “get acquainted” 
party for 116 top Pentagon officials 
is being referred 






ters as a “Gener- 
al Motors sales 
executives’ party.” 


at Quantico, 
Va., from Thurs- 





Top Cars 
New-car registrations for five 
months, plus 3 states for June: 


1953 Pos. Make 1952 Pos. 
1—547,074 Chev. 368,527— 1 
2—409,467 Ford 292,376— 2 
3—250,435 Plym. 193,100— 3 
4—194,906 Buick 133,808— 4 
5—165,243 Pontiac 109,642— 5 
6—137,052 Olds. 94,020— 7 
7—131,340 Dodge 102,475— 6 
8—103,594 Mercury 74,409— 9 
9— 74,455 Nash 56,996—10 
10— 68,694 Stude. 75,392— 8 
11— 67,986 Chrysler 50,712—I11 
12— 52,131 DeSoto 39,388—12 
13— 47,302 Cadillac 34,517—13 
14— 37,723 Packard 28,353—15 
15— 32,239 Hudson 33,005—14 
16— 23,753 Willys 13,608—18 
17— 17,132 Lincoln 9,882—19 
18— 13,021 Kaiser 16,163—16 
19— 5,994 Henry J 13,743—17 
20— 3,281 MG 2,434—20 
21— 1,665 Austin 2,119—21 
22— 325 Allstate 577—22 
Total All Makes 
2,394,968 1,753,545 


For further details see page 
44, today’s issue. 








day (July 23) through Sunday, is 
the idea of Defense Secretary 
Charles E. Wilson, who discovered 
that many officials work side by 


to around the mil-| side in the Pentagon but don’t even 
itary headquar-| know one another. 


* * * 


ight ne ag secretaries and military 
chiefs of the Army, Navy and 


// / g , “ . 
ye if The get-togeth-| Air Force will be called upon to 
er 


make short presentations explain- 
ing what they are doing, what they 
have in mind for 
the future and 
their problems. 

There will be 
speeches by Wil- 
son, Gen. Omar 
Bradley and Adm. 
Arthur Radford, 
who succeeds 
Bradley as chair- 
man of the Joint 
Chiefs of Staff 
next month. 

To make sure 
that old and new hands get ac- 
quainted, each guest will be re- 
quired to make a blind selection 
of a seat number from a “jumbled” 
basket for each meal. 

Wilson said he is determined not 
to let old cronies just sit around 
together under the shade of a tree, 
although the Quantico Marine base 
offers golf, sailing, swimming and 
fishing. Everyone present will be 
required to wear a name plate 
throughout the meeting. 


The first news of the affair said 
it would be something like a civic 
club convention. Most of those in- 
vited to the “GM Party” feel they 
will have an enjoyable time and 
learn a lot. 


C. E. Wilson 


—WILLIAM ULLMAN 





The Newspaper of the Industry 


aftr six months of deterioration. | 


after a sluggish May and June. 
* + * 


IRMINGHAM (Ala.) dealers 
look for improvement, while 
Minneapolis dealers said June was 
the best month in a s long” time. Chi- 


Auto News-Reel 





100,000th Student— 


Cecil Hardwick, service manager of 
Goodwin Brothers (Dodge-Plymouth), Lex- 
ington, Ky., congratulates Elwood Father- 
gill on being the 100,000th man to enroll 
in Chrysler Corp.'s master technicians’ 
service conference, a program for helping 
dealers to train mechanics and other serv- 
ice personnel. 





Top ‘Rebel'— 

H. F. Davis (right) receives a bonus 
check for $1,000 as the top Kaiser sales- 
man in the south at the close of a “Rebel 


Sweepstakes” new-car sales contest. Davis, 
who is with K-F Mobile Motors, Inc., Mo- 
bile, Ala., receives the award from J. L. 
Hendrickson, Kaiser district manager. 








Week’s Car Output (94% Big 3) Rises to 138,174 


week were 133,169 cars and 22,913 | 36,866 cars, as against a turnout of, with Buick’s increase being of the 


oe and truck production 
schedules moved up slightly in 
the U. S. last week, with Big Three 
plants furnishing most of the im- 
petus in both categories. 
According to Automotive News’ 
estimates, the week’s yield was 
made up of 138,174 cars and 25,- 
597 trucks—a total of 163,771 
vehicles. Built in the previous 


ee 


Production 


Automotive News Estimates 
U. 8. Cars, Trucks 


163,771 156,082 


26,726 


Last Prev. 1952 
Week Week Week 


For complete production totals 
by makes, see table, page 59. 





trucks—a total of 156,082 units. 

With Studebaker production 
rapidly gaining normal stature and 
Nash due to resume final assembly 
today (July 20) after two weeks’ 
idleness, this week’s car and truck 
production should reach even 
higher levels, although somewhat 
below the 1953-record heights at- 
tained in April. 

” 


OWEVER., final assembly is 

headed for the lowest point of 
the year at Hudson, while Kaiser 
output is still blacked out, pointing 
up the prospect that General 
Motors, Chrysler Corp. and Ford 
Motor will garner a lion’s share of 
July car production volume. 

Despite increased output at 

Studebaker and Nash last week, 

the Big Three—for the second 

week in a row—accounted for 94 
percent of all the cars built in 
this country. 

Continuing to program overtime 
and Saturday assembly at several 
of its Ford divisions, Ford Motor 
last week turned out an estimated 


37,213 cars the week before. 


* x * 


ORD is apparently trying to 

make up this month for all the 
production it lost during May and 
June to strikes at the Borg-Warner 
plant in Muncie, Ind., and at its 
own forge plant in Canton, O. 


Chrysler Corp. plants built an 
estimated 27,460 cars last week, 
as compared with 25,043 the week 
before when Dodge was down for 
two days due to a trim shortage 
and heat walkouts restricted 
Plymouth assembly. Even last 
week’s 27,460 car total reflected 
Dodge being idle on Monday due 
a continuing shortage of trim 
items. 


All GM divisions posted higher 
car production totals last week, 


In This Issue 


Registrations, 
Used-Car Auctions 
Production by Makes 


Prices 





| greatest proportion. The estimated 


64,413 cars built in GM plants last 
week compared with 62,444 the 
week before. 

The July outlook in all U. S. 
plants is for something like 600,000 
cars and 103,000 trucks, a total of 
703,000 vehicles. Car makers had 
been eyeing 620,000 units for the 
best month’s total in that de- 
partment this year. 

” * ” 

OWEVER, spoiling prospects 

for 620,000 cars this month was 
Chrysler Corp.’s decision to spread 
out 1953-model runs at Chrysler 
division and DeSoto in order to 
ease the effects of a tool and die 
makers strike. 

Chrysler Corp.’s decision on 1953- 
model output seems likely also to 
force it to yield to Ford Motor the 
ranking as this year’s second 
largest car producer. At the end of 
June, Chrysler had built about 
40,000 more cars than Ford this 
year. 

However, by last weekend, 

(Continued on Page 59, Lol. 1) 
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also had a slight 


cago dealers 
Seattle reported some improvement | pickup in June which appears to 


be continuing, while New York 
City reports were spotty—some up, 
some down. 

Oklahoma City reported a re- 
cent pickup with cooling rains 
following a long dry spell, Oddly 
enough, Seattle’s pickup came 
with sunshine following a wet 
spell, 

Dealers in Portland, Ore., charac- 





City-by-City Reports 
See story starting on page 10 
for city-by-city reports of dealer 
views on the used-car market. 





terized the market as_ poor, 
although prices there this spring 
were so high they drew used cars 
from as far away as Los Angeles 
and Omaha. 
* * + 
[pve saw a fair outlook, with 
profits off and some slowing. 
The Detroit market was reported 
as fairly good, with some ups and 
downs due to the closing of Kaiser’s 
Willow Run plant and cancellation 
of a jet engine contract. 
However, while dealers in some 
areas look for a stable market 
until Labor Day, most are cautious 





Auction Prices Up 
DETROIT.—Prices were up $25 
to $50 at the Aptco Auto Auction 
here last Wednesday. See listing 
on Page 6. 





to pessimistic on the long-term out- 

look. They point to high new-car 

production and what they term 

hard credit money. Others are 

philosophical; they say the auto 
(See SURVEY, Page 57, Col. 2) 


Finance Firms, 
NADA to Meet 
On Wednesday 


ASHINGTON. — Representa- 

tives of NADA and heads of 
leading automobile finance organi- 
zations will meet here Wednesday 
(July 22) to discuss the conflicting 
opinions that are current regarding 
automobile installment credit. 

The meeting was called by 
NADA through its executive vice- 
president, Frederick J. Bell. Al- 
though no formal announcement 
of the meeting was made until 
today, arrangements for it had 
been under discussion since May. 
The increase in automobile install- 
ment credit, viewed by some ob- 
servers as extraordinary and by 
others as normal, has been of con- 
cern to many economists and to 
some Government officials. 

o ” ” 


| CALLING the meeting for 
Wednesday, Bell stated that au- 
tomobile installment credit is one 
of the most important factors in 
the nation’s economy and pros- 
perity. 

“We have arranged this meet- 
ing,” Bell said, “for the purpose 
of exploring every phase of auto- 
mobile installment credit as it is 
related to the economic stability 
of the country. 

“New-car dealers and automobile 
finance companies, as the principal 
selling and lending units in auto- 
mobile retailing, have a vital inter- 
est in the subject and will seek to 
find the true status of installment 

(See CREDIT, Page 58, Col. 3) 
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One Vehicle in Every 6 Needs Attention... 


Safety Inspection Puts 


Spotlight on Brakes 


By Jack Weed 
Service Editor 

ORE cars than ever are af- 

flicted with bad brakes—No. 1 
safety menace on the highway—ac- 
cording to dealers reporting results 
of last May’s “Safety Check” 
program, 

“One vehicle in every six 
checked was found to have 
brakes in a poor to dangerous 
condition,” said W. F. Hufstader, 
chairman of the Inter-Industry 
Highway Safety Committee and 
vice-president of General Motors, 
in announcing results of the 
annual program. 

“The condition of brakes this 
year,” Hufstader added, “is far 
worse than reported in any previ- 
ous Safety Check.” 

Brakes headed the list of unsafe 
items last year on 24.4 percent of 
all vehicles. This year’s check 
shows an increase to 26.8 percent. 
Numbers of vehicles with unsafe 
brakes jumped from 54,469 last year 
to 71,006 this year. 

+ a” * 
SAFE tires were found less 
frequently this year, Last year 
unsafe tires were found on 7.9 per- 
cent of all vehicles, but only 6.7 per- 
cent failed on that point this year. 

The biggest increase in faulty 
brakes was found on cars. Bad 
brakes jumped from 25.7 percent 
last year to 28.3 percent this year. 


Packard Increases 
Dealer Handling 
Charge $5 to $10 


DETROIT. — Packard has _ in- 
creased its suggested dealer de- 
livery and handling charge on all 
models by $5 to $10, it was dis- 
closed last week. 

Factory officials said that the 
boost, first of its kind since the 
war, was designed to offset rising 
labor and materials costs en- 
countered by dealers in makeready 
operations on new cars, 

The suggested handling charge 
on all Clipper and Clipper Deluxe 
models was raised to $30 from $20; 
that on the Cavalier, Mayfair, con- 
vertible and Caribbean, to $40 from 
$30; and that on the Patrician, 
formal sedan, corporation limou- 
sine and executive sedan, to $40 
from $35. 


Auto Inspection 


Starts in Akron 


AKRON. — Voluntary safety in- 
spection of all motor vehicles has 
started in Summit County. 

The Akron Automobile Dealers 
Association, the Safety Council of 
the Chamber of Commerce and As- 
sociated Garages, Inc., will cooper- 
ate with Akron police in the cam- 
paign to make all cars in the city 
and county as mechanically safe 
as possible. 





pe 
3 
ee. 


Faulty truck brakes increased from 
17.2 percent to 18 percent, 

This indicates that the in- 
creased use of cars with auto- 
matic transmissions and over- 
drive may be responsible in some 
measure for the increased 
number of faulty brakes. Engi- 
neers agree that the automatic 
transmission, with its free-wheel- 
ing, puts more work and more 
dependence on brakes, 

For this reason it is more im- 
portant than ever that brakes 

always be kept in first-class oper- 
ating condition. This year’s check 
should be a “red flag” indication to 
both factory and dealer that much 
more attention must be given to 
brake service to keep our highways 
and streets as safe as possible. 


* * * 

N ADDITION to the lack of 

proper maintenance attention, as 
brought out in the Safety Check 
program, there is also the added 
serious hazard of spurious brake 
lining beginning to flood the 
country. Some of this lining, made 
to a price, is so bad that it will not 
stand up in one “panic” stop. 

Most of this lining is being used 
by small shops which rebond 
brake shoes for the replacement 
trade. There is no legislation to 
control its sale nor is there a 
quality standard set by any 
recognized body. 

Added to this substandard lining 
is brake fluid which does not meet 
even the lowest SAE standard. A 
recent series of tests by two out- 
standing authorities indicated that 
one of every three brands of brake 
fluid on the market today is really 
dangerous to use in modern cars. 

Hufstader pointed out that 
although the overall condition of 
vehicles is slightly better than 
shown in the 1952 Safety Check re- 
port, one of every four checked 
was in need of maintenance on one 
or more parts. 

* * 


* 

™ ITH more than 53 million 

vehicles crowding inade- 

quate streets and highways, and 

traffic accidents and deaths run- 

ning ahead of last year,” he said, 

“every driver must assume indi- 

vidual responsibility to maintain 

his vehicle in safe operating con- 
dition at all times.” 

The Safety Check program was 
conducted during May by the 
Inter-Industry Highway Safety 
Committee in cooperation with 
the National Safety Council. Re- 
sults were obtained on the basis 
of Safety Checks made by 1,755 
automobile, truck and tire dealers 
in all states, the District of 
Columbia and Hawaii. Ten items 
affecting safe operation were in- 
cluded in the spot check of 423,- 
533 vehicles. 

Heading the list of items checked 
and needing maintenance attention 
or replacement for safe operation 
were: brakes—one of every six; 
front lights—one of 11; rear lights 
—one of 13; steering—one out of 13, 
and exhaust systems—one of 14. 





Firestone's Nylon Tubeless Tire— 


The first nylon tubeless tire to be developed by the tire industry is exhibited by Lee 


R. Jackson (left), President of The Firestone Tire & Rubber Company, and Raymond C. 
Firestone, Vice-President in Charge of Research and Development. The tire was engi- 


neered to incorporate new rubber compounds and construction features which this 


year proved themselves capable of withstanding the hottest and one of the fastest 
500-mile races ever run at the Indianapolis Motor Speedway and has been named 


the “Firestone 500." 


| 


AUTOMOTIVE NEWS, JULY 20, 1953 








Safety Condition of Cars, Trucks—1953 vs. 1952 


CARS TRUCKS TOTAL VEHICLES 
1953 1952 1953 1952 1953 1952 

ITEMS CHECKED 
eee 64,003 — 28.3% 47A21 — 25.7% 7,003 — 18% 7,048 — 17.9% 71,006 — 26.8% 54,469 — 24.4%, | 
Front lights .. 33,187 — 14.7 27,373 — 14.9 4,459 — 11.4 4,096 — 10.4 37,646 — 14.2 31,469 — 14.1 
Rear lights ... 24,894 — 11.0 20,110 — 10.9 7,811 — 20.0 7 A29 — 18.9 32,705 — 12.3 27 539 — 12.3 
Steering ..... 27,193 — 12.0 22,264 — 12.1 4,214 — 10.8 3,825— 9.7 31,407 — 11.8 26,089 — 11.7 
Exhaust system 24,889 — 11.0 21,359 — 11.6 4,202 — 10.8 4,446 — 11.3 29,091 — 11.0 25,805 — 11.5 
Windshield 

wipers ..... 14,939 — 6.6 11,293 — 6.1 2,716— 7.0 2,742 — 7.0 17,655 — 6.7 14,035 — 6.3 
i 15,699 — 6.9 15,615— 8.5 1,720— 4.4 2,141 — 5.4 17419— 6.6 17,756 — 7.9 
Oe 11661— 5.2 9910— 5.4 2,770 — 7.1 3,098 — 7.9 14,431— 5.4 13,008 — 5.8 
PN sestecee 6,238 — 2.8 5,975 — 3.2 1,709 — 4.3 2,051 — 5.2 7,947 — 3.0 8,026— 3.6 
Rear-view 

mirror .... 3,513— 1.5 2,958 — 1.6 2,408 — 6.2 2,489 — 6.3 5,921 — 2.2 5,447 — 2.4 ' 
TOTAL j 

CHECKED . 375,804 335,016 47,729 46,704 423,533 381,720 | 
TOTAL | 

UNSAFE .. 100,900 105,195 14,940 18,541 115,840 123,736 | 
PERCENTAGE 26.8% 31.4% 31.3% 39.7% 27.4% 32.6% 

—Source: Inter-Industry Highway Safety Committee 





To Prepare for Future... 








Dallas Dealers Start Sales School 


By Charles Cates 
Staff Correspondent 

DALLAS. — New -car dealers of 
Dallas are looking ahead—and they 
believe not so far into the future— 
to when they’ll have to do an in- 
tensive selling job. 

They are arming themselves with 
the new salesmanship manpower 
they know they will need by form- 
ing a “pool” of trainees. They say 
they need these men badly even 
now. 

Through their association, the 
dealers have completed plans for 
a free training course for persons 
interested in selling autos. 

The school will last eight weeks, 
with classes scheduled for two eve- 
nings each week, Fundamentals of 
new-car, truck and used-car selling 
will be stressed. 

Those who successfully complete 
the course will be available to work 
for one of the dealer members of 
the association. 

Sales managers of dealerships will 
comprise the faculty, each discuss- 
ing a special phase of the business. 
The school is being whipped into 
shape and will be directed by 
James N. Whitehurst, general man- 
ager of the Authorized New Car 
Dealers of Dallas, Inc. Some deal- 
ers will take part in the instruction. 

The course will start Aug. 3. 


Hudson Promoted 
By AP Parts 


TOLEDO.—Robert S. Hudson, of 
Detroit, has been promoted to De- 
troit industrial representative for 

: the Miracle Pow- 
er division of AP 
Parts Corp., ac- 
cording to John 
Nopper, industrial 
sales manager. 

Before joining 
AP, Hudson was 
with H & R Dis- 
tributors in 
Washington, D.C. 
Prior to that he 
was Washington 
representative for 
Great American Industries. He 
joined AP as territory representa- 
tive in 1952. 

As sales engineer, Hudson will be 
in charge of covering industrial ac- 
counts, car manufacturers and en- 
gine manufacturers in the Detroit 
area. His office is at the Oldberg 
Muffler Research Laboratory, 24831 
W. MeNichols Rd., Detroit. 





R. S. Hudson 


Lady's Day 
Woman Driver ‘Thriftiest’ 


In Dodge Contest 

HARDIN, Mo.—A woman driver 
topped two farmers, a State police- 
man, a mechanical engineer and 25 
other finalists to win first place in 
the Northwest Missouri Dodge 
Economy Run recently held here. 

Mrs. Laurine Owens, of Sedalia, 
Mo., recorded 24.7 miles per gallon 
in the contest to win first prize of 
$500. Second and thrid places were 
awarded to Lloyd Hamel, of Prince- 
ton, Mo., and Carl Howell, of Al- 
bany, Mo., netting them $200 and 
$150, respectively. 

Average mileage during the finals 
was 23.4 miles per gallon. This 
mileage is the same as that at- 
tained by a Dodge in this year’s 
Mobilgas Economy Run, 


Whitehurst said some 150 per- 
sons have enrolled. That number 
may grow before classes begin, 
Whitehurst believes, because in- 
terest in the program is keen. 
The course is attracting persons 
from all walks of life—from experi- 
enced salesmen to promising young 
persons without much sales experi- 
ence but who desire to better them- 
selves by entering the selling field. 
“We will try to show those at- 
tending the classes that the purpose 
of the training course is to make it 
possible for them to prepare them- 
selves for positions as salesmen 


SAE Chief to Talk 
At Truck-Trailer 
Parley This Week 


WASHINGTON.—W. E. Grace, 
president of the Truck-Trailer Man- 
ufacturers Assn., has announced 
that plans are complete for the 
summer membership meeting which 
will begin Thursday (July 23) in 
the Edgewater Beach Hotel, Chi- 
cago. He said advance registra- 
tions indicate a large attendance. 

Keynoting the gathering will be 
Robert Cass, president of the So- 
ciety of Automotive Engineers. 
Speakers will include Dr. Leo Wol- 
man, professor of economics, Colum- 
bia University, New York; Morris 
Pickus, president, Personnel Insti- 
tute, Inc, New York, and Harry 
E. Boot, of the law department of 
the American Trucking Assns., 
Washington. 


Directors of the association are 
slated to meet at 10 a.m. Thursday. 

Group meetings will be divided 
under four subject headings. The 
engineering and design problems 
group will be presided over by 
Julius L. Glick, chairman of the 
TTMA engineering committee. Har- 
rison Rogers, chairman of the low 
bed conference, will head that 
group’s meeting. Financing trailer 
sales will be another grouping. 
Grace will preside over the live- 
stock conservation and design 
group. 

Through their respective chair- 
men, the groups will report back 
to the session as a whole. 


without going through the awk- 
ward break-in period,” Whitehurst 
explained. 

“We intend to furnish them 
with sufficient training in basic 
selling to enable them to start 
right off producing and making 
sales as soon as qualifying enroll- 
ees are selected for employment 
by one of the dealers.” 

The first class session will be de- 
voted to the background of the 
automobile business. Two sessions 
will be devoted to basic selling. 
Other subjects include: Organiza- 
tion to sell, prospecting, demonstra- 
tion (including actual demonstra- 
tions), closing, delivery and follow- 
up, and a final general summary in 
which all possible steps in an actual 
sale will be carried all the way 
through. 

The applicants were enlisted 
through a news announcement of 
the school in an automotive column 
in one of the newspapers. 


Insurance Firm 
Buys Body Shop 
To Do Own Work 


MADISON, Wis.—The Rural 
Mutual Casualty Insurance Co., an 
affiliate of the Wisconsin Farm 
Bureau, has announced it will open 
its own body shop here to repair 
cars it has insured. 

Costs of repairing cars has 
risen to such an extent that the 

company decided to do its own 
repairing. 

A body shop has been bought by 
the company in Madison and is ex- 
pected to be put into operation 
shortly. Costs of repair work will 
be watched to determine the sav- 
ings involved in having the work 
done in the company’s own shop. 

At the start only part of the re- 
pair work will be done. The rates 
per hour will be the same as 
charged by garages, but the length 
of time on a job is expected to be 
cut down considerably. 

It is expected that later the shop 
will repair cars insured by other 
companies. 





Dealers See What Chrysler Is Doing— 


An elaborate relief map gives Chrysler Corp. dealers in Omaha a look at the ne’ 
proving grounds now being built near Chelsea, Mich. The exhibit is a feature of Chry: 
ler's “New Worlds in Motion’’ show. From left are Robert Anderson, Plymouth chic 
engineer; Bert Murphy, chairman of the board of Andrew Murphy & Son (Chrysle: 
Plymouth), Omaha; O. A. Wilson, dealership president; W. P. Balthrop, Chrysler 
engineer; N. R. Wolke, dealership secretary-treasurer, and John Czentnar, Chrysle: 


regional sales manager. 
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F' YR the past few years the auto- | 


mobile industry and various 
makers have been celebrating their 
fiftieth anniversaries. It is a grand 
thing and has a favorable effect on 
the nation. It makes us all proud 
that we have been a part of it. It 
is fabulous to think that, in these 
first 50 years, the industry has de- 
veloped from nothing to a point 
where one out of every seven pay- 
checks comes from this industry. 

It is almost beyond comprehen- 
sion that, while then there were no 
automobile dealers, now there are 
more than 44,000 who employ nearly 
800,000 workers with a payroll hug- 
ing two billion dollars a year. 

The impact of this industry on 
the nation has been covered 
pretty thoroughly elsewhere. But 
there have been many changes in 
other ramifications of life. It was 
50 years ago that the New York 
Subway was opened, the Panama 
Canal was being built and the 
Wright Brothers flew at Kitty 
Hawk, The wonders of 50 years 
ago were shown at the St. Louis 
World’s Fair in 1903, where this 
columnist worked as a _ photog- 
rapher. 

Then there were no laundries or 
bakeries, as we know them now. 

Laundry was a weekly family chore, 
and mother baked the bread. There 
were no dry cleaners, no soft drink 
bottlers, no gasoline stations or 
roadside hamburger stands. 
* x * 


Never Paralleled 


| D groserniid these 50 years we have 
transcended from agriculture to 
manufacturing and then to the age 
of the small businessman, This is 
all to the good. Seventeen million 
of our people are employed by 
small businessmen, This is slightly 
more than those employed in manu- 
facturing. 

Agriculture employment has 
shrunk to less than seven million 
persons. It took 17 farmers to sup- 
ply the needs of one city resident 
when this nation was being de- 
veloped. Now, due to mechanization, 
one farmer supplies the needs of 
seven city persons. 


This growth of small business 
has never been paralleled in all 
past history. At present, as well 


Jacksonville Group 
Elects Officers 


JACKSONVILLE, Fla.—The 
Jacksonville Automobile Dealers 
Assn, has elected the following of- 
ficers: 

President, H. A. Moshell, North 
Florida Motor Co. (Lincoln-Mer- 
cury); vice-president, John Diehl, 
Burwell Motor Co. (Chevrolet), and 
secretary-treasurer, William Catlin 
sr., William Catlin & Sons (Stude- 
baker). 
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By John O. Munn 








as in the past, in nations abroad, 
people are either real rich or real 
poor. But now in the U. S. A. the 
great middle class is in prepond- 


erance and is the backbone of 
this nation. This class now holds 
our nation in balance. It is the 
strongest antidote against com- 
munism, This group is politically 
strong, and it is growing. 

Due to the growth of this class of 
population, our wealth has been 
levelized. Now less than 6 percent 
of our people have an income of 
$25,000 a year or more. If we would 
wipe out that wealth and divide it 
among the rest of the population, it 
would be but $500 for each man, 
woman and child. So the people 
who advocate, “Soak the rich,” or 
“Share the wealth,” have no firm 
foundation for their contention. 

* * cd 


Retailers Hold Own 


_ people today have greater 
purchasing power than at any 
time in the past. Even during the 
last 15 years there has been a great 
change in the distribution of in- 
come in the United States. In terms 
of 1951 dollars, this great middle 
income group—those American 
families earning between $3,000 and 
$7,500 a year—has doubled in size. 
In 1951, the latest figures available, 
this income group made up 47 per- 
cent of our population as compared 
with only 23 percent in 1935, This 
change has been brought about by 
the development of retail and serv- 
ice trades. 


Seventy-five percent of all firms 
in America have fewer than four 
employes and only 5 percent have 
more than 20. We often think 
that selling groceries has become 
big business. It is not so. Small 
retailers are holding their own 
even in the grocery field, Ninety- 
two percent of the stores are in- 
dividually owned, and they do 61 
percent of the business. Small 
business is flexible. It can follow 
trends quickly. It can change 
locations. It can cash in on new 
developments without loss of 
time. 

Even in automobile retailing, we 
are in the middle class. Eighty per- 
cent of the dealers sell less than 
100 cars a year. The influence of 
this group is important because 

they live and operate in all the 
communities in America. They are 
close to the people. They have much 
to do with the advancement of our 
social and moral progress. It is 
through small business influence 
that we can hope to develop our 
human relationship to match our 
mastery of the physical success. 

We in automobile retailing go to 
conventions. We hear many talks 
about business management, sales 
and service, but too few, I think, 
about public relations. We of this 
great middle class deal with people 
rather than things, It is how our 
business lives in the hearts and 
minds of people that will determine 
its position and influence. There- 
fore, small business must always 
take the fullest advantage of its 
position. We must cash in on the 
fact that we are so numerous. We 
are located in every community. 
Our influence is extensive. 

* * * 


How to Sell Ourselves 


T SEEMS to me that to advance 
we must continually keep selling 
our business to the public. I 


would like to make six recom-|} 


mendations for the consideration of 
not only every automobile dealer 
but every merchant and small busi- 
nessman as well: 

1. We must like people, all people, 
not just particular groups. We must 
show that we like them by our at- 
titudes and actions. 

2. We must always run our busi- 
ness in a way that meets public 
approval. 

3. Our manner in providing goods 
and services must always promote 
social and economic progress. 

4. Every business policy must 

(See MUNN, Pave 49. Col. 5) 
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Ford and Cadillac in Shortest Supply .. . 





U.C. Sales Top Stocks in Capital 


WASHINGTON.-—The used-car} 
market in the National Capital area | 
appears to be in healthy balance, 
according to figures reported in 
“Used Car Recapitulation,” a serv-| 
ice revived last week by the Wash- 
ington Automotive Trade Assn. | 

The report showed monthly | 
sales of 3,082 units and a total 
stock of 2,727 units, or a 26-day 
supply. The report details opera- 
tions of 70 new-car dealers in 


Washington and parts of Vir- | 
It covers | 
June used-car sales by make and | 


ginia and Maryland, 





model year and the number of 
such cars, on a similar basis, left 

in stock on July 1. 

Although Chevrolet was the larg- 
est seller in sheer volume, used 
Fords were in shortest supply. Ford 
sales in June totaled 478, but there 
were only 274 left in stock, for a 
17-day supply. Chevrolet sales to- 
taled 514 units, but a 21-day supply 
of 357 was left in stock. The ’50 
model was most popular for both 
Ford and Chevrolet. 

Slowest moving car was the 





z 


Putting Used 


Chrysler. The dealers sold 78 dur- 
ing June, but had 134—a 51-day 
supply — still on hand July 1. 
Breaking down the figures accord- 
ing to model year, the dealers found 
themselves with more than a 90-day 
supply of '52 and ’53 Chryslers, 

Ranking second to Ford in pop- 
ularity was Cadillac, with sales 
of 28 and a stock of 18, approxi- 
mately an 18-day supply. Chevro- 
rolet and Pontiac had the next 
most favorable sales-stock ratios, 
both with a 21-day supply. 

Next to Chrysler, the car most 
seriously overstocked was Hudson, 
with 78 sold and 117 left over, form- 
ing a 45-day backlog. Lincoln and 
Oldsmobile ranked in descending 
order as next most heavily over- 
stocked. 


Although Oldsmobile was in sixth 
place in number of cars sold with 
190, there were 247 on the dealers’ 
hands at the end of the month, or 
a 39-day stock. Lincolns were in 
42-day supply. 

Publication of the recapitulation 


Cars in High Class— 
Seeking a different approach to announcing cars on a television program, Herb |2Uto dealers will be a feature of 


Stevens, general manager of Lincoln-Mercury Phoenix, Inc., outfitted his used-car man- 
ager with top hat and tails and let him tell the audience about the firm's high-class | ASSN. 
“safe-buy” used cars. According to Stevens, the idea worked. 





DETROIT.—NADA expects a 12,- 
000 attendance at its Jan. 9-13 con- 
vention in Miami Beach, Fla., which 
will feature for the first time an 
exhibition of special truck equip- 
ment. 

“The special truck equipment ex- 
hibit is a 95 percent sure thing,” 
Ray Chamberlain, NADA conven- 
tion manager, told a meeting of 
factory officials and newspapermen 
here last week. 

In addition to truck equipment, 
Chamberlain forecast that NADA’s 
regular service equipment show 
would be larger than any previous 
NADA annual gathering. 

Tentative plans call for the vari- 
ous manufacturers to furnish about 
150 chassis to truck special equip- 





Advisory Group 
Tied to ‘Makes’ 
Elected in N. J. 


NEWARK.—The New Jersey Au- 
tomotive Trade Assn. has 
| announced its national “make” ad- 
visory committee, directly elected 
| by the membership. 

The association says it believes 
it is the first in the nation to hold 
a regular election for members to 
serve on such a committee. 

Elected were: 

Buick — Walter W. Stillman, of 
Englewood; Cadillac —C. T. Wells, 
of South Orange; Chevrolet — 
Courtenay S. Whitman sr., of New- 
ark; Chrysler-Plymouth — John M. 
Kramer, of Bayonne; DeSoto-Plym- 
outh—Malcolm Konner, of Caldwell. 

Dodge-Plymouth—James R. 
Boyle, of Bloomfield; Ford—Reuben 
R. Bennett, of Bayonne; Hudson— 
Pat A. Long, of Newark; Kaiser 
—Charles F. Straub, of Keyport; 
Lincoln-Mercury—Joseph A. 
Byrnes, 
Thomas H. Lawley, of Atlantic 








City; Oldsmobile — T. Irving John- 


of Hackensack; Nash—| 





ston, of Trenton. 

Packard—David Sigrist, of Mont- 
clair; Pontiac—Robert L. Edwards, 
of Ridgefield Park; Studebaker— 
J. Arthur Applegate, of Perth Am- 
boy, and Willys—Mortimer Glaso- 
fer, of Elizabeth. 


Truck Equipment Exhibit 
Set for NADA Parley 


ment firms for mounting their prod- 
ucts on. There will also be booth 
displays. 

Saying that interest is high for 
the 1954 NADA convention, Cham- 
berlain noted all vehicle manufac- 
turers had already made arrange- 
ments for headquarters suites, 


Williams Renamed 


To Safety Post 


RALEIGH, N. C.—T. A. Williams, 
of Greensboro, has been reap- 
pointed chairman of the North 
Carolina Automobile Dealers Assn. 
highway safety committee. 

Williams has served as head of 
the safety program for two years. 
Continued expansion of driver 
training in high schools is one of 
the association’s major aims. 

F. J. DeTamble, of Winston- 
Salem, has resigned his director- 
ship in the association. He has sold 
his dealership to Hull-Dobbs Co., 
of Memphis. 


On the House . 


was abandoned during World War 
II, as was the detailed report of 
new-car sales in the area. The issu- 
ing of the first postwar report was 
hailed by dealers and factory repre- 
sentatives in the area as one of the 
| most complete and helpful ever put 
| out. 

In bare sales figures, Chevrolet 
led and Ford was second, Third 
in preference was Buick, with 366 
units, Its stock position, second 
highest in actual number, was 
299. That, however, was only a 
25-day supply. Fastest selling 
models were ’46s and older, 
Fourth in total sales was Plym- 
outh, with 287, about matched by 
its stock volume of 245. Hottest on 
the local market were ’46s and 
older. 

Other makes ranked as follows 
in total sales: Pontiac, 233 sales, 167 
in stock; Oldsmobile, 190 sales, 247 
in stock; Dodge, 179 sales, 144 in 
stock; Nash, 154 sales, 187 in stock; 
Studebaker, 129 sales, 175 in stock: 
Mercury, 86 sales, 73 in stock; Hud- 
son, 78 sales, 117 in stock; Chrysler, 
78 sales, 134 in stock; DeSoto, 65 
sales, 86 in stock; Kaiser-Fraser, 
64 sales, 53 in stock; Packard, 57 
sales, 66 in stock; Cadillac, 28 sales, 
18 in stock; Lincoln, 18 sales, 25 in 
stock; Henry J, 15 sales, 19 in 
stock, and Willys, 12 sales, 12 in 
stock. 


Kentucky Dealers 
Plan Legislative 


Forum at Parley 


LOUISVILLE, Ky. — A forum 
covering legislation applying to 


the Kentucky Automobile Dealers 
convention Sept. 20-22 at 
Lexington. 

State officials invited to parti- 
cipate in the forum include R. H. 
Allphin, commissioner of revenue; 
S. H. Goebel, commissioner of in- 
surance; W. P. Curlin, commission- 
er of highways; J. M. Kinnaird, 
commissioner of motor transpor- 
tation, and C. C. Oldham, commis- 
sioner of State police. 

Orville R. Harrod, chairman of 
KADA’s board of directors and 
legislative committee, will be 
moderator of the forum. 

Other speakers scheduled for the 
convention include M. R. Darling- 
ton, managing director of the Inter- 
Industry Highway Safety Commit- 
tee, of Washington, and Clive 
Bradford, of the Automobile Manu- 
facturers Assn., Detroit. Bradford 
will discuss “Production Fore- 
casts.” 


Cleveland Dealers to Hold 
Awards Dinner Sept. 22 


CLEVELAND.—The Cleveland 
Automobile Dealers Assn. will hold 
its second annual awards dinner 
Sept. 22, with Paul Hoffman, board 
|chairman of Studebaker, as fea- 
tured speaker. 

Nat Howard, editor of the Cleve- 
|land News, will serve as toast- 
|master. The event will be held at 
the Hotel Carter. 





Hats off to the fine job Pennsylvania dealers did in blocking a 
proposed 2 percent state sales tax on new and used cars and trucks. 
After flood of protests, state legislature enacted instead a one per- 

cent general sales tax and even exempted traceins, 





Wemhoff 


ton, succeeds Leo P. McEleney 


with the tax being paid only on the cash difference 
... Vaughn R. Walker has been named to succeed 
the late B. B. Burns as state safety chairman of 
Illinois dealer association .. . 

Clayton Hart (Dodge-Plymouth), Mason City, 
new member of Iowa association’s executive com- 


mittee, is celebrating his 50th anniversary in auto 
biz, having first handled the Pope-Hartford in 
Connecticut in 1903 ... Detroit dealers will stage 
their 32nd annual golf tourney July 28; dealer 
managers’ tourney will be held Aug. 18... 

R. E. Bickelhaupt (International-Packard), Clin- 


(Oldsmobile) on 


Iowa association’s executive board; McEleney’s moving to California 
but son, Warren, will operate Clinton dealership ... Henry C. Rech- 
tien and Will Puckett are new directors of Illinois association .. . 
Chicago Ford dealers report 36 percent still charging $3.50 per hour 


for mechanical labor; 38 percent 
from $3 to $3.85. 


charge $4, while 26 percent charge 


—Pertre Wemuorr, Editor, 
Automotive News 
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OUR PLATFORM: |. Fair and onsite contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
™ the dealers on every used vehicle accepted in partial payment for a new 
A car or truck. §3. Every dollar of gasoline tax collected by state or federal 

governments applied to the building and maintenance of highways. 
€ 7.4. The elimination of government and bureaucratic controls over this 

industry. J 5. A return to the precepts of independence and the rewards of 
R applied energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 


AUTOMOTiVe 


aanrrvago 


Capsule Comment 


Are high government officials attempting to amend the 
Federal Reserve Act of 1912, thereby giving the FRB per- 
manent authority to regulate consumer credit? asks the 
National Foundation for Consumer Credit. 


Is the will of Congress, as exemplified in the recent 
turning down of credit-control powers for FRB, to be 


thwarted ? 
oe ” * 


Auto owners and shippers are contributing $8.5 million 
a day to the federal government in special transport excise 
taxes, most of which are discriminatory, charges the U. S. 
Chamber of Commerce. 


This is in addition, too, to millions paid daily in local 
and state taxes. How long can essential auto vehicles stand 
this luxury treatment? 

* * ¥ 


Leading financial institutions are now painting a rosier | 
picture of the nation’s business for the rest of 1953. 
An about-face from a few months ago. 


* * * 
Noting that overcrowded and unsafe roads are costing 
the public $3 billion yearly, the Automobile Manufacturers 


Assn. has urged Congress to adopt a 10-year road moderni- 
zation program. 


If the needed improvements were made, the AMA study 
showed, 15,000 lives could be saved annually. 


* * » 





Irresponsible union leaders are spouting off around the 
country that “the auto business is sick,” “the outlook isn’t 
good,” and similar untruths. 


Certainly not a way to build jobs for their dues-paying 


members. 
* * 


New Jersey dealer association is urging NADA to take 
action on a junking plan under which factories and dealers 
would cooperate to remove unsafe cars from the road. 
Meanwhile, Chevrolet dealers in Detroit have undertaken 
their own junk-the-jalopy program on a local basis. 


A nationwide plan would serve a dual purpose: Elimi- 
nate unsafe vehicles and open up a bigger market for used 
cars. 
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Tip to Salesmen 


One of the toughest things a_ | 


‘ Train up a Aild in the 
salesman ever has to learn is | Should 


Way he Shou and 
When he 1s Old he , 
Will Rot depart from rt 


—fRovVERES XI, vO 


when to stop selling and as- 
sume that the sale is made. I 
suppose it is a safe guess to 
say that about as many sales 
are lost through overselling as 





through underselling. — C. B. 
Larrabee, publisher, Printers’ 
Ink. 

+ * * 


Consumers Hailed 


The consumer, rarely a heroic 
figure in economic affairs, scored 
a modest but noteworthy success 
in the struggle against inflation 
during the past year. He had 
numerous allies — an array of 
price and wage controls, credit 
restrictions, regulations concern- 
ing the use of raw materials, 
and a battery of stiff taxes. 

Yet the consumers’ role trans- 
cended all the others .. . Large- 
ly as a result of the lull in con- 
sumer buying, the past year was 
characterized by a degree of 
overall stability that few econo- 
mists had anticipated.”—William 
Mc Chesney Martin jr., Federal 
Reserve Board chairman. 

* : . 


Road to What? 


A St. Louis psychiatrist says 
America is well on its way to 
schizophrenia. Worse still, the 







blame is put on travel posters. 3 

Posters have become a “dis- — THIS YEAK; KID; 
turbing feature of modern 85% "IN 
life,” it is claimed, since their THE LiL OL' 
seductive invitations to get FAMILY BUS *, 


away from where you are 
leads to a total lack of agree- 
ment as to where you should 
be,” the doctor says.—Tide 
Magazine. 

* * * 


On Growing Old 


The idea that old people want 
or deserve leisure is_ stupid. 
Work is the miracle drug of the 
aged. — Dr. Martin Gumpert, 
New York Medical College. 


. . - and Killed? 


We are killing too many 
people. We have got to stop it. 
If we were the members of a 
board of directors of a cor- 
poration, we would be indicted 
for criminal negligence.—Rep. 
John J. Dempsey, (D), New 
Mexico, a member of the 
House subcommittee on roads, 

* * x 


Where goods cross borders, 
rarely do soldiers cross 
borders.—Eric JOHNSTON, pres- 
ident of Motion Picture Assn. 
of America. 

” - * 


No Pause That Refreshes? 


Government workers in 
Washington are drinking 23 
percent less coffee than they 
did under the Democratic Ad- 
ministration, according to 
Government Services, Inc., 
which runs most of the Fed- 
eral cafeterias and snack bars. 

It reported that it used 44,- 
000 pounds of coffee last Sep- 
tember and again in January, 
but only 34,000 pounds in May, 
a drop of 330 pounds a day.— 
United Press. 


—— Letterbox 





Watch for This One 


We have been the victim of a 
worthless check operator whom we 
would like to locate. It is also our 
thinking that by writing you this 
letter that other dealers will be 
protected against this individual. 

On June 20, a party representing 
himself as Jack C. Parker pur- 
chased a used 1951 Ford V-8 Tudor 
sedan from us, giving us a check 
for $1,396.50. Upon presenting the 
check, it developed that this party 
had no account at the bank. The 
motor number of our car was BICH 
103685. The car was painted black 
and bore a 1953 Florida license tag 
No. 14-991. 

This deal took place on a Satur- 
day afternoon when the check 
could not be verified and the party 
left a 1950 Ford coupe with us to 
be repaired and picked up the next 
week. Upon checking ownership on 
the 1950 Ford, we found that it 
had been acquired in Stilwell, 
Okla., in April, 1953, under almost 
identical circumstances. It had been 


10 Years Ago... 


The Big Story 


With 365,399 new cars released under OPA regulations since March, 
1942, the nation’s stockpile of new vehicles is now less than 135,000, 
OPA Auto Rationing Chief Hubert Larson reported ... At least 12 
states have lowered age limits for driver’s licenses, though in general 
the new statutes prohibit teen-age boys from operating vehicles 
loaded with explosive materials and cars carrying public passengers 

. Used tires in stock average 50.3 per auto dealer, it is shown in 
a spot check being made by NADA. . . UAW-CIO Local 594, Yellow 
Truck & Coach, fined 179 of its own members for engaging in an 
unauthorized strike, the first such self-disciplinary action in UAW 
annals. Each “wildcatter” was assessed $5... Considering conditions, 
prices of used cars remain fair and equitable, George A. Leukhart, 
general manager of National Used Car Market Report, reported 


following a survey. 
—From the files of Automotive News. 
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‘Bouncing Check . . . . 


This is an open forum tor the discussion of any suDject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurange that it will not be 
used, if you so request. 
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Address Editor, Automotive News, Detroit 26, Mich. 





purchased with a worthless check 
signed by one Jack C. Parr and this 
individual had left another car 
with that dealer for repairs. 

If there is any one who has had 
dealings with a Jack Parr or Jack 
C. Parker, or a dealer who has sold | 
a car under circumstances similar 
to the case outlined above, we will 
appreciate hearing from them, giv- 
ing us all the information available. 
—I. C. Srarunc, sales manager, 
Turnipseed Motor (Chevrolet), 
Ocala, Fla. 


* 


For Safer dates 


I have followed Jack Weed’s 
articles for some time. The first 
editorial he wrote in reference to 
brake 
piece of work and, without ques- 
tion, contributed a great deal to 
calling the attention of manufac- 
turers, suppliers and installers of 
brake linings the lethal character- 
istics of inferior merchandise. 

I have just read his June 15 edi- 
torial in reference to brake fluid. 
This is an excellent article, also, 
and will assist in reducing the over- 
all highway toll in some measure. 

I am enclosing some photo- 
graphs and a release on brake 
fluids. The particular case out- 
lined in this investigation proved 
beyond a shadow of doubt that 
safety engineering is lagging far 
behind styling and horsepower in 
our present automobiles. Our ex- 
perience over a three-year period 
with brakes on relatively new 
automobiles, has brought oui 
some very interesting facts in 
reference to safety. 

We may say that the average 
man never uses his brakes to the 
full capacity in a panic stop durin 
the life of his car. Such things : 
axle windup and the tendency 
the car to rotate around the fro: 
spindles in a panic stop is som«- 

(See LETTERBOX, Page 52, Col. 4) 
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Columbus, Georgia. 


22 YEARS AGO Mr. John A. Pope decided to 
drop financing arrangements with local banks and 
start using the CoMMERCIAL CREDIT PLAN exclu- 
sively. And it’s been that way ever since. 


The reason is simple enough. For in Mr. Pope’s 
opinion, business is good with the CoMMERCIAL 
Crepit Pian. He believes COMMERCIAL CREDIT 
affords better collections and he likes the fact that 
no money is lost. Mr. Pope also likes the fast 
service and kindness to customers. 


Yes, no matter where you go, you'll find dealer 
after dealer who has been using COMMERCIAL 


“Commercial Credit Plan gives 
customer good coverage of 
insurance, financing, courtesy” 


says Mr. Joun A. Pops, Sr., Pres. of Jno. 
A. Pope Motor Co., enterprising Dodge Dealer of 


Crepit PLAN successfully for 5, 10, 15, 20 years 
or longer. Why? Because they know they can 
count on COMMERCIAL CRepiIT for “financing as 
usual” regardless of the times. And they know 
they can rely on CommerciAL Crepit’s “know 
how,” ample resources and complete facilities 
to meet all their financing needs. 


Find out how this Plan can help you increase 
sales and profits, too. Just write or phone your 
nearest COMMERCIAL CREDIT office today for the 
complete story. Ask about “The Salesman’s 
Angle,” too. 


COMMERCIAL CREDIT DEALERS ARE Successfi ul deAcers 






COMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore 
. .- Capital and Surplus over $125,000,000 
. . . Offices in principal cities of the United 
States and Canada. 
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Threat to New Models Is Eased .. . 





Tool Shops Scurry to Catch Up 


By Bob Lienert 
Staff Writer 
UTOMOTIVE work was given 
top priority last week as tool 
and die shops in the Detroit area 
went all out to prevent any delay 
in the introduction of 1954 models. 

Som2 72 shops in the Detroit 
area had been tied up for six 
weeks by a labor dispute. During 
the down period work on new 
models had halted and fears had 
grown among auto makers that 
schedules for production and 
national showings would have to 
be revised. 

Chrysler had tapered off pro- 
duction of ’53 models at two Chrys- 
ler and two DeSoto plants, saying 

that the introduction of ’54 models 
had been delayed by the tool and 
die tieup. 
+ * * 
 orteees shut down three days in 
another move aimed at stretch- 
ing out production of ’53s, blaming 
the tool tieup for a delay in its '54 
line. 

With the announcement that 
the shops had settled with UAW- 
CIO Locals 155 and 157, most 
manufacturers believed they 
would be able to stick to their 
original target dates. Chrysler, 
however, said it could see no im- 
mediate recall of laid-off workers 
because it would be impossible to 
make up the lost work. 

Packard, ampliying an earlier 
statement that new models would 
be delayed “partially” because of 

the tool tieup, said last week that 
many “undecided elements” will de- 
termine the date for the debut of 
54s. 

Work in the shops was resumed 
last Wednesday after members of 
the unions ratified the settlement 
with the Automotive Tool & Die 
Manufacturers Assn. The agree- 
ment provides for a 15-cent hourly 
wage hike and fringe benefits esti- 
mated by an association spokesman 
to cost 5 to 7 cents an hour. 

* * ca 

. dispute began June 1 when 

labor contracts expired. The 
union staged a series of “quickie” 
walkouts; then the men returned 
to their jobs. Shops affiliated with 
the association, however, accused 
the workers of a “slowdown” and 
closed their doors. The period of 
anxiety over new-model work 
followed. 

The new contracts will expire 
June 1, 1955. They provide—in ad- 
dition to the 15-cent straight in- 
crease — health and accident in- 
surance, a boost in the night dif- 
ferential from 10 to 15 cents an 


Jet Sales Help Up 
Hudson Volume 


26.9% for Month 


DETROIT. — Hudson retail sales 
during June showed a 26.9 percent 
increase over the preceding month, 
presaging heavy volume sales for 
the summer and fall, N. K. Van- 
Derzee, sales vice-president, de- 
clared last week. 

“Despite shortages due to strikes 
in supplier plants, we have been 
able to maintain a steady flow of 








| 


| 


Hornets, Wasps and Jets to our | 
dealers, and have substantially in- | 


creased our production of the Jet,” 
Van Derzee said. 
While sales gains were registered 


by the Hornet and Wasp, it was the | 


31.3 percent increase in the sale of 
Jets that swung the Hudson sales 
curve sharply upward during June, 
he said. 

He attributed the increase in Jet 
sales to Hudson’s “Teacup Test” 
campaign, a national program to 
demonstrate Jet performance and 
economy which began June 1 and is 
continuing through July. 

VanDerzee said the increase in 
Hudson sales was accomplished in 
the face of unfavorable conditions 
in the used-car market which have 
plagued the industry. 


Berea (O.) Association 


Elects Toth President 
BEREA, O.—Edward T. Toth has 


been elected president of the Berea 


auto dealers’ association. 
Allan Lang was chosen 


vice- | 


president and A. H. Williams secre- 
| 


tary-treasurer. 


hour and an automatic 5- cent 
hourly hike next June. 

Some 43 tool and die shops had 
signed earlier agreements with the 
union. All agreed to the 15-cent 
hourly hike, but fringe benefits 
varied. 

- * * 

ROUBLE, meanwhile, appeared 

to be brewing for International 
Harvester Co. as the 
Harvester Council in Indianapolis 
announced it had authorized a 
strike vote by locals at all Harvest- 
er plants. 

The Indianapolis local, it said, 
had already voted in favor of a 
strike. 

The UAW is seeking from 
Harvester the same wage modi- 
fications it won from the Big Three 
in the auto industry. Harvester has 
said it will not meet the demands. 

The present contract does not ex- 
pire until Aug. 30, 1955. 
- + * 


OmnsnELiS were dropped last 


week by two prominent labor | 


leaders. CIO President Walter P. 
Reuther, 
charged that AFL raids on CIO 
locals were endangering current 
merger discussions between top of- 
ficials of the two giant organi- 
zations. Carl Stellato, president of 
the UAW’s sprawling Ford Local 





Illinois Dealers Warned 


Not to Misuse Plates 

CHICAGO. — Charles F. Car- 
pentier, Illinois secretary of 
state, last week warned auto 
dealers against misusing dealer 
license plates, Continuance of 
such abuses might lead to re- 
strictive measures affecting the 
innocent as well as the guilty, 
he said, in a letter to the Chi- 
cago Automobile Trade Assn. 

Under Section 17 of the State 
Motor Vehicle Law, dealer plates 
are to be displayed on the front 
and back of each vehicle of the 
dealer when it is operated or 
driven on a public highway, but 
are not to be used on any vehicle 
rented to another person, or 
used on vehicles engaged in 
transporting persons or property 
for hire. 








duly 15 
(Prices appeared to be up $25 to 
$50. Sale fast. Sold 97 cars out of 


126 entries.) 
BUICK—'51 RM conv., $1,550*; 4-dr., 
$1,450*. '50 RM 4-dr., $1,145*; Super 


4-dr., $800; 2-dr.. $800. "49 Super 4- 
dr., $660, $575; 2-dr., $715. 
CHEVROLET —'52 SL Deluxe 2-dr., $1,- 
195, $1,305* 4-dr., $1,170. ‘51 Bel 
Air, $1,325; SL Deluxe 2-dr., $1,025. 


$1,010, $825; conv., $1,000. ‘49 SL 
Deluxe 2-dr., $600; conv., $415. ‘47 
%-ton panel, $215. ‘46 SM 4-dr., 


$210; FL aerosedan, $350. 
CHRYSLER—'51 Windsor club coupe, 
$1,095*. ‘50 Windsor 4-dr., $930"; 
club coupe, $885*. "48 NY 4-dr., $550. 
DeSOTO—’'51 Custom 4-dr., $1,140*. °50 
Deluxe 4-dr., $725. 


DODGE—'53 Meadowbrook 4-dr., $1,- 
685. °51 Coronet 4-dr., $980. "50 Coro- 
net 4-dr., $800; club coupe, $765. 

FORD—'52 Custom (8) 2-dr., $1,560*; 
4-dr., $1,500*, $1,380; 1-ton stake, 
$825. ‘51 Custom (8) 2-dr., $1,075, 
$1,080", $1,050; conv., $1,150; §$1,- 
200*; Victoria, $1,330*; Custom (6) 
2-dr., $800. ‘50 Custom (8) club 
coupe, $800; 2-dr., $835; Custom (6) 
2-dr., $790, $735. °49 Custom (8) 
club coupe, $435, $440; Custom (6) 
2-dr.. $490. ‘48 SD (8) 2-dr., $200 
"47 SD (8) 2-dr., $310. 

KAISER—’51 2-dr.. $865; Henry J (6) 
sedan, $605 

MERCURY—'51 4-dr., $1,250*; 2-dr., 
$1,100*; club coupe, $1,.300*; conv., 
$1,135. ‘50 4-dr., $925; club coupe. 
$960. 

NASH—'50 Statesman 2-dr., $650. 

OLDSMOBILE—’'51 (88S) 4-dr., $1.480*, 
$1,300*, "50 (98) 4-dr., $1,200*. ‘49 
(98) 4-dr., $750; (76) 4-dr., $795 
"48 (36) 2-dr.. $375 

PLYMOUTH—'53 Cranbrook 4-dr., $1, 


735. '51 Cranbrook sedan, $895, $825. 
"50 SD 4-dr., 2 at $760, $685, $720 
"49 SD sedan, $695, $500, $630. 

PONTIAC—'53 Catalina, $2,715* (p.s.) 
'50 Chieftain (8) 4-dr., $960*. ‘48 
Chieftain (6) 2-dr., $600*, '47 Chief- 
tain (8) 4-dr., $485. 


STUDEBAKER ‘50 Commander (8) 


sedan, 2 at $660, $500; Champion 
sedan, $475, $480. 
MISCELLANEOUS ‘51 English Ford 


sedan, $400. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 46-47-48 





UAW | 


in an angry statement, | 


|600, urged an immediate drive to 
|reduce the work week to 30 hours. 

Reuther’s statement was based on 
several successful raids staged by 
|the AFL Teamsters against CIO 
brewery workers’ locals. 
said: 

“Within the last few months tre- 
mendous progress has been made 
toward an agreement that would 
end such negative conflict. 

“The leaders of the AFL Teams- 
ters union have now 
these efforts. It is time these 
divide-the-rule policies of the 
Teamsters are brought to a halt. 
The CIO is prepared to protect it- 
self from such raids.” 

+ + + 

TELLATO made his _ proposal 

while speaking before members 
of Chevrolet Local 659 at Flint. He 
said the 30-hour week will be 
needed to offset unemployment in 
the near future. 

Stellato, long a foe of Reuther, 
also voiced objections to five-year 
contracts in the auto industry 
and said union members do not 
want any more of them. Because 
of these contracts, Stellato said, 
auto workers have lagged behind 





Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Aptco Auto Auction. Sales every Wednesday.) 





other industrial workers since 
1945 in gaining wage hikes. 
President Eisenhower last week 
designated Guy Farmer, District of 
Columbia attorney, as new chair- 
man of the National Labor Re- 


lations Board. 
4 * 


* * 
HE NLRB announced that in a 
representative election at Litch- 

field Truck Sales & Service, Eau 
Claire, Wis., the AFL Machinists 
had received all valid votes cast by 
parts and service employes. 

Members of the Tacoma Auto- 
mobile Dealers Assn. last week 
signed a new contract with the 
Machinists, providing for a 12- 
cent hourly increase and a health 
and welfare plan. The contract 
was made retroactive to June 1. 
Ray Ridge, chairman of the as- 
sociation’s labor committee, esti- 
mated the health and welfare plan 
would cost dealers an extra $9.50 
per month for each employe, the 
money going into a joint trustee 
fund. 

Trustees for the fund will be 
selected by the union and the as- 
sociation. 


July 8 
(Not enough cars for the buyer 
crowd today. Bidding rapid and 
spirited. Sold 96 cars out of 127 
offerings.) 
BUICK — ‘53 Super 4-dr., $2,710*. ’51 
RM 4-dr., $1,495*. '50 Special 4-dr., 


$990", $1,010*, $700, $910. °49 RM 
4-dr., $730°*. 

Se — '52 (62) club coupe, §3,- 
400°. 


CHEVROLET — '52 SL Deluxe 2-dr., 
$1,150, $1,265*. '51 SL Deluxe 2-dr., 
$990, $1,020, 2 at $1,015*; 4-dr., $1,- 
005; Bel Air, $1,200*. 50 SL Deluxe 
2-dr., $885, $665; club coupe, $775*; 
4-dr., $775; Bel Air, $1,020*. °49 SL 
Deluxe 2-dr., $600, $625, $745. 

CHRYSLER — '51 Windsor 4-dr., $1,- 
210°. '49 Windsor 4-dr., $735. 

DeSOTO—'51 Custom 4-dr., $1,110*. ’50 
Deluxe 4-dr., $750. 

DODGE—’'50 Wayfarer 2-dr., $605. °49 
Wayfarer 2-dr., 2 at $610. '48 Cus- 
tom 4-dr., business 
coupe, $230. 

FORD—'53 conv., $2,060*. °52 Custom 
(8) 2-dr., $1,050; 4-dr., $1,565*. °51 
Custom (6) 2-dr., $735, $815, $800, 
$785; Custom (8) 2-dr., $1,070, $1,- 
035; conv., $1,220, $885. '50 Deluxe 
(6) 2-dr., $600, $710, $640, $525. °49 
Custom (8) 2-dr., $620, $555, $605; 
4-dr., $565, $520, $450. 

HUDSON—'48 Super (6) 4-dr., $230. 

KAISER—’51 2-dr., $765*, $725; Henry 
J (6) sedan, $490. 


$495; Deluxe 


LINCOLN—'52 Cosmopolitan 4-dr., $2,- 
035*. 
MERCURY—'49 2-dr., $645. 


NASH—’'52 Rambler station wagon, $1,- 
055. ‘51 Statesman 2-dr., $750. '49 
Statesman 2-dr., $400. 

OLDSMOBILE — '51 (88) 4-dr., $1,160. 
"50 (88) 2-dr., $990*. '48 (66) club 
coupe, $400. 

PACKARD—'51 4-dr., $1,350*. 

P LYM OU T H—'51 Cambridge 4-dr., 
$935. '50 Deluxe club coupe, $650. °49 
SD club coupe, $615, $475; 4-dr., 
$590. 47 club coupe, $240. 

PONTIAC — '52 Catalina, $1,850*, $1,- 
810°. '51 Chieftain (8) 2-dr., $1,140. 
‘50 Chieftain conv., $1,000*. '49 4-dr., 
$725. 


STUDEBAKER — '50 Champion 2-dr., 
$550, $610; 4-dr., $400. ‘48 Champion 
4-dr., $300. 

WILLYS — '52 Aerolark 2-dr., 
"49 station wagon, $490. 


$1,195. 


Reuther | 


repudiated | 














Latest Paris Creation Unveiled— 


This six-passenger Dyna 54 has been introduced by Panhard & Levassor, of Paris. 
Its two-cylinder, four-cycle engine develops 42 horsepower and is said to have a 


top speed of 92 miles per hour. The car, which weighs 620 kilograms, has a body of 





Buffalo Dealers Cited 


In Clothing Drive 

BUFFALO.—A citation for co- 
operation in providing trucks and 
drivers for a clothing pickup by 
Goodwill Industries, Inc., was 
presented to the Buffalo Automo- 
bile Dealers Assn. at a luncheon 
meeting. 

The citation was accepted on 
behalf of the association by Miss 
Marjorie Baker, executive secre- 
tary. 





aluminum alloy. To American tourists, the car will sell for 
— _ O 


$1,400 to $1,500. 


x * * 





Easy Service— 


All dashboard instruments on the Dyna 
54 are mounted together and can be re- 
moved for service by lifting the hood and 
removing a plate in the firewall. 





Sales to Ark. Snagged 


Chevrolet, Tax Bureau Balk over Dealer’s Swap 
Of New for Used Cars to State 


By Inez McDuff 
Staff Correspondent 

LITTLE ROCK, Ark.—The sec- 
ond phase of the Arkansas High- 
way Department’s new-for-used car 
swap of last spring has not been 
completed, and Ernest Bailey, the 
Cabot (Ark.) Chevrolet dealer who 
originated the unique idea which 
has spread to other state and city 
offices, has disclosed that the Chev- 
rolet division in balking on the 
deal. 

Bailey created nationwide atten- 
tion when he traded 78 new Chev- 
rolets to the Highway Department 
last March, with the provision that 
he would again trade new cars for 
the same automobiles July 1. 

The cars sold to the State last 
spring were exempt from Federal 
taxes amounting to about $120 
each, and it was presumed at that 
time that the second set of cars 
to be traded on July 1 also would 
be tax-exempt, giving Bailey a 
group of low-mileage cars that 
could be sold on the used-car 
market to advantage in compari- 
son with cars on which the tax 
hai been paid. 

Other State departments and the 
City of Little Rock hastened to 
make similar deals after Bailey had 
announced he would extend the of- 
fer to any government agency eligi- 
ble to buy automobiles without pay- 
ing the Federal excise tax. 

Several other dealers in the state 
then bid against Bailey on a com- 
petitive basis in an effort to make 
similar trades of new cars for used 
cars, usually on an even-money 
basis. A total of about 135 cars were 
involved in trades to seven State 


Cleaveland Heads 
Plymouth Region 


DETROIT. — Appointment of A. 
E. Cleaveland as regional manager 
at Boston for Plymouth has been 
announced by 
William J. Bird, 
general sales 
manager. 

Cleaveland’s 
territory is made 
up of Massachu- 
setts, Maine, Ver- 
mont, New Hamp- 
shire, Rhode Is- 
land and part of 
Connecticut. He 
joined Plymouth 
in 1949 and served 
| as district manager in Philadelphia 
| and Washington, D. C. 








A. E. Cleaveland 


agencies and the City of Little 
Rock, most of them from Bailey. 

About three weeks ago the Fed- 
eral Bureau of Internal Revenue 
notified Arkansas State Purchas- 
ing Director E. A. Walker that 
it would not accept excise tax 
exemption certificates for the sec- 
ond set of cars involved in Bail- 
ey’s two-exchange “swap” offer. 

Bailey declared last week that he 

was ready to complete the deal with 
the Highway Department if he 
could get the cars. However, he 
added, “the Chevrolet folks say that 
the other cars are too new to be 
traded in and that the State is in 
no need of the cars right now.” 
None of the new cars, which were 
to have been delivered by Bailey on 
July 1, had reached the Highway 
Department on July 11, although 
purchase orders were issued when 
the original deals were made in 
March. 

The purchase orders will expire 
Aug. 15 under the State’s fiscal 
laws, because they were issued 
against the last fiscal year’s ap- 
propriations. State appropriations 
are based on a fiscal year starting 
July 1, 

Bailey said he has a letter from 
the Bureau of Internal Revenue 
containing statements exactly op- 
posite to those made in the bu- 
reau’s letter to the State purchas- 
ing director. He also said “the 
legal department of Chevrolet 
says the excise taxes don’t have 
to be paid, either. But even if 
they did, I would go through with 
the deal if I could get the cars.” 

Excise taxes on the group of cars 
would total about $16,000 with the 
tax on some individual cars rising 
as high as $168. Bailey explained 
at the time of the first deal that 
his profit would come from the 
volume of late-model used cars 
which he would obtain for market- 
ing in local and West Coast trade. 

He said at that time that he ex- 
vected to “just about break even” 
on the first trade and make a small 
vrofit on the second. 

Cars sold to government agencies 
are not charged against the dealer’s 
quota at the factory. 





Ohio Legislature OK’s 


Dealer Insurance Bill 


COLUMBUS, O. — The Ohio 
Senate has passed a House bill 
which provides for the licensing. 
regulation and qualification of 
auto dealers, also selling auto in- 
surance, who insure themselves. 
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Inducements from Coast to Coast... 


Looking at Dealer Ad Bait 


By Bob Lienert 
Staff Writer 


With deals growing longer, dealer 
ads are growing louder in the na- 
tion’s newspapers. 

Special inducements of many 
kinds are being used to lure cus- 
tomers into the salesrooms. 
startling ads were run by Kaiser 
dealers in widely separated loca- 
tions. Both offered schemes to pro- 
vide a customer with a new car and 
cash beside—if he would only trade 
in his old auto. 

In the Los Angeles Times, Kaiser 
Downtown advertised: 

“Cash to you and a new car, 
too! Kaiser Downtown will give 
you up to $600 OVER BLUE 
BOOK on your present car when 
you get your new Kaiser . . .” 
The ad cites a “typical deal: $600 
is added to the book value of $800 
on a car, giving the customer 
$1,400 to deal with. A “sample” 
downpayment of $1,000, the ad 
says, gives the fortunate fellow 





Two| 


| $400 to put in his pocket as he 
| drives away in his new Kaiser. 

Sti-Rod Motors, in the New Or- 
leans Times-Picayune, didn’t go 
| quite so far. 

“MONEY back to you when you 
buy a ’53 Kaiser,” the ad shouts in 
extra- bold type. “Here’s how it 
works,” the ad continues. “If your 
present car exceeds required down- 
payment, we pay you the difference 





Tit for Tat? 


DECATUR, Il—Dodge last 
week announced the signing of 
John and William Kilborn, oper- 
ators of a Packard dealership 
here for the past 26 years, as the 





new Dodge-Plymouth dealership 
to succeed B. B. Burns, who died 
Apr. 29. 

(Last February Packard signed 
up John Ramp, Inc., Indianapolis, 
reputed to be Dodge’s biggest 
dealer in Indiana.) 





in cash. In other words, you'll have 








| cash in hand for that summer vaca- 


tion plus a beautiful '53 Kaiser.” 
* * * 


‘Fishing Car’ 

Karl Johnston (Nash), of Tulsa, 
offers “a fishing car” free with 
used-car purchases. A typical 
offering is a’49 Nash Ambassador 
at $945, with a 1939 Chevrolet 
“fishing car” thrown into the bar- ‘ 
gain. wee 


Easy Terms Aces Admire Plymouth Contest Entry— 


Many dealers are featuring easy Four of the Air Force's Korean jet aces inspect a jet model during a visit to the 
terms in their ads. One Denver} Plymouth plant in Detroit. The model, held by William J. Bird, general sales manage 
used-car dealer advertises: ‘“Don’t| of Plymouth, has been entered in Plymouth's forthcoming Seventh International Mode! 
let the fact that you owe money ON| Plane Contest. From left are Cpt. Ralph D. Gibson, Col. Royal N. Baker, Bird, Mrs 
your present car bother you, as We! Joseph McConnell, Cpt. McConnell, and Cpt. Emmanuel J. Fernandez. The jet pilots were 
know how to overcome this with| in Detroit for the International Aviation Exposition. 
payments to suit you. It’s really 


easy! Let us put you in a better,|tingent on the customer having an| guaranteed postwar automobile 
newer car and take your old car in} oxcelilent credit rating. Auto City| at a rock-bottom price for as 
trade, regardless of age. Motors, St. Louis, is willing to go| little as $95 down.” 
i ee ee all the way on a risk. In an ad| Auto City has been in business 
Even Bad Risks featuring the single phrase “Bad|30 years, the ad says. 
While many dealers say no down-| Credit,” Auto City says: * 
|}payment is needed to buy a car “Yes, even if your credit is bad, 


h his i 1 ‘e will still deliver you a clean Other Gimmicks 
em, * 2 = —— y scl ee ee ee A Milwaukee used-car dealer 














HYDRA-MATIC 
TRUCKS 


A General Motors Value 


Greatest advance 
in truck history 


Truck Hydra-Matic Drive” gives the new 


GMC’s greater driving convenience than 


76% of all passenger cars! 


| Fe dream of a 
ox—sprint like 
handle itself? 


truck that could pull like an 
an antelope—and practically 


Here it is! With Dual-Range Truck Hydra-Matic 
Drive, the new light-duty GMC’s are more than 


great trucks—they’re 


terrific! 


You’ll feel it instantly. Step on the gas pedal and 
you're off —sweeping automatically through 
gear changes without your touching a clutch 


or gearshift. 


Meet a tough hill—and Truck Hydra-Matic adjusts 
itself instantly for the pull, just as it does for a load. 
Pull out to pass, and it slips into the gear for flashing 
acceleration. 





And economical? You’ re free of clutch troubles and 
expenses for good. You can’t strain engine, drive 
line or rear axle, so maintenance costs are slashed. 
You can’t waste gas with the wrong gear selection. 
Fact is, in severe operations, Truck Hydra-Matic pays 
for itself in a matter of months. 

Truck Hydra-Matic, teamed with the highest- 
powered six in its field, and with the highest com- 
pression gasoline truck engine ever used, opens up 
brand-new possibilities for light-truck users. 


And it opens up new sales possibilities for truck dealers, 
too. With the GMC franchise, you’d be in a top spot. 
If there’s no GMC dealer in your neighborhood, we’d 
like to talk turkey with you! 


*Standard equipment on Package Delivery; optional at moderate cost on 18 
other light-duty models. 


GMC Truck & Coach Division of General Motors 


Sell a real muck! 


offers cheaper used cars at no 
money down, with monthly pay- 
ments as low as $2.70. 


One dealer in New Orleans offers 
a 90-day written guarantee, $10,000 
liability insurance policy, brake in- 
spection, license plate, paid title 
and one-year free lubrication with 
the sale of all models of 1949 and 
later. 


And a Hartford dealer offers a 
license, registration, four new 
tires and a 60-day supply of gaso- 
line with the purchase of any ’50, 
561 or ’52 used car. 


A Portland (Ore.) dealer offers 
installment deals free of interest 


or finance charges. 
2 om * 


Ole Pappy Says 
Whimsy is the weapon in Miami. 
Pappy Pete, “the pore man’s 

friend,” says: “I'll just double-dog 
dare any whippersnapper in South 
Florida to sell clean little ole cars 
like I got as cheap as your ole 
Pappv will. If you ain’t got much 
monev, don’t worry if vou’re a 
honest feller. Ole Pappy Pete will 
make the downpayment to suit you 
and give vou up to 36 months to 
nav the balance.” 

He describes his cars in such 
terms as these: “Clean as a 
hound’s tooth.” “Slick as a tide- 
water eel.” “Purrs like a meat- 
market pussy cat.” “As gorgeous 
to look at as that thar Marilyn 
Monroe.” 


Must have two headlights. 
. ~ = 


Service Ad 
Out-of-the-ordinary service ad is 
utilized by Joe Simkins (Ford), St. 
Touis. 


Running on sports pages of the 
Post-Dispatch, it features a shot of 
a four-car smashup in hot-rod race 
at St. Louis’ Oakland Stadium. 
Purpose of the ad is concealed until 
reader begins copy (set as a picture 
caption). Type reads: 

“Although you don’t drive as 
dangerously, vou should keep 
your Ford in top running condi- 
tion bv giving it the best in 
service.” 

The dealer’s name and location 
are set in regular body type as part 
of the cutline. 


Boston Jobbers 
Eye ‘Care’ Drive 


BOSTON.—More than 75 jobbers 
and members of Booster Club B-1, 
Boston, met here recently to hear 
an outline of a trade expansion 
program based on the Automotive 
Adverstisers Council’s “Get It from 
Your Jobber” and “Care Will Save 
Your Car” campaign. 

Various wavs these two programs 
could be used were presented by 
Lou Blumenthal, Auto Save Yard, 
Inec., Hyde Park, Mass., president 
of the Greater Boston Jobber 
Group; Ed V. Engle, of Milton, 
Mass., president of Booster Club 
B-1, and A. H. Moran, of Waltham, 
Mass., of B-1. 

Tentative plans were made for 
another meeting in the fall to give 
the trade tested advertising plans. 
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Any common wax or ordinary polish can give a 
car a temporary here-today-gone-tomorrow shine that looks 
handsome for the moment. 

But there is only one car finishing treatment that not only 
cleans and burnishes the finish, but actually fortifies it against 
all weather, dirt and driving conditions for months to come. 

That is the unique and wonderful two-way Blue Coral treatment. 
You see the Blue Coral liquid and the Blue Coral Preservative Sealer 
were created to work as a team—and it takes both to do the job. 

First the Blue Coral liquid quickly whisks off dirt, removing accumulated 
scum and burnishing the immaculate surface to a hard, mirror-like finish. 
Then the amazing Blue Coral Sealer is applied. In a matter of minutes, the 
entire car is completely protected against dirt, erosion and weather wear for 
an entire season. 

No wonder the Blue Coral combination has been endorsed by Amer- 
ica’s leading car manufacturers and dealers for over twenty-five years. 


H. D. T. COMPANY FACTORS, INC. o Creafors of the Blue Coral Treatment 
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City-by-City Reports . . . 


Dealer Views of Used-Car Market | 


Chicago 
OST Chicago dealers report the 
used-car market picked up a 
bit in June. They are hopeful that 
it will be stable until Labor Day, 
when they expect it to take another 
seasonal decline. 
dependent dealers are pessimistic; 
say best they can hope for is to 
cut losses in a dormant market. 
The going has been rough. All 
dealers agre> that mortality of 
used-car dealers has been higher 
than at any time since World 
War II, One estimate by a lead- 
ing dealer is 25 percent. 


Used-car dealers are buying very 
conservatively, although one new- 
ear dealer reports he is able to 
wholesale all his used cars. He says 
he adopted the wholesale policy a 
year and a half ago when he de- 
cided the market would break and 
that he had better get on a whole- 


However, some in- | 


sale basis in order to know where | 


he stood. 


Most new-car dealers report 
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they are breaking even or making 
a small profit on used cars. 
None of the dealers look for any 


real improvement in the market in | 


the face of high new-car production | 
and tighter credit policies. They | 
gay loose advertising on television 
and radio is confusing buyers, 
causing them to wait. 

Shoppers on the lots are few, but 
they are getting extra attention 





Allstate Tops Henry J 


In 3 Texas Areas 


HOUSTON. — Allstate outsold 
Henry J during June in the three 
Texas areas where both cars are 
merchandised, according to re- 
ports received here last week. 

Figures showed 49 Alistates 
sold in Dallas, Houston and San 
Antonio, as against 23 Henry Js. 
A breakdown listed 28 Allistates 
sold in Dallas, nine in Houston 
and 12 in San Antonio, Five Hen- 
ry Js were sold in Dallas, 16 in 
Houston, and two in San Antonio. 








| June was good, also, but a defi- | 


these days, which, for some par 
is paying off.—(George Barclay.) 


* * * 


Wamego, Kans. 


AJORITY of used-car dealers in 

the Wamego and Manhattan, 
(Kans.) areas report retail sales 
much slower than a month ago and | 
not 2s good as last year. Nearly all | 
dealers contacted said they saw} 
no change since the Fourth of July, | 
although one dealer in the medium 
price field said he could see a defi- 
nite slackening of sales since July | 
4th. He also reported that a lot) 
of repossessions are taking place. 


In some cases used-car stocks | 
are lower now than a year ago, | 
although some dealers reported | 
ample stocks on hand. | 

| 


About 90 percent of dealers con- 
tacted said profit margins were dif- | 
ficult to maintain. Nearly 100 per- | 
cent said there are fewer shoppers | 
on lots than even a few weeks ago. 

The used-car market during 
May was good in most instances. 


| price bracket, 








nite slackening of sales are being | price field said his business was & 


reported in July. 
Only one dealer, 


| “Anes his business was good. 
Another dealer in the medium-'! 


| percent 
in the upper} | the used-car department. Used car 
reported that he/at this dealership are selling $1: 
| could see no change in sales. He | less than last month on 1950, 195 
}and 1952 models. Used cars unde 


less than a year ago 


(Continued on Page 50, Col. 1) 


Letter to Salesmen 
By John O. Munn 


Dear Son: 

PROSPECTS CAN be di- 
vided into two classes— 
those who buy cars and 

those who are 


NO. 8 sold. The former 
series Predominate. 


Those who buy 
are influenced by advertis- 
ing, friends, or product rep- 
utation. They seek a dealer 
and buy. Prospects who 
are sold are the type who 
are developed by salesmen 
who influence them toward 





TOUGH AS A BULLDOG 
. BUT OH, SO STYLISH 








NO WONDER LUMITE* SARAN PLASTIC 
OUTSELLS ALL OTHER SEAT COVER FABRICS 


a gracile, profits to you | 


FOR FREE SALES AIDS and further information, write: 
Dept. AN-34, Lumite Division, Chicopee Mills, Inc., 


47 Worth Street, New York 13, New York. 


LUMITE™ 


woven SARAN fabric 


*Registered Trade-mark 


a particular make by care- 
ful handling. 

The type of salesman, who 
is able to locate and influence 
buyers, represents the highest 
type of man, and he works in 
one of the best paid profes- 
sions in the world. The pro- 
fessional salesman is unlike 
other professionals. He doesn’t 
have to wait for business, and 
it is not violating any ethics 
to go after it, Most salesmen 
are familiar with methods of 
locating prospects. 

Between 85 percent and 
90 percent of the new cars 
to be sold this year will be 
sold to present automobile 
owners, all of whom can 
be located in registration 
lists. All automobile own- 
ers are not new-car pros- 
pects—probably not more 
than one-third of them 
bought new cars. But any 
automobile salesman worth 
his salt is interested in 
prospects both for new and 
used cars. Unless he helps 
move used cars, his firm 
will not be in a position to 
sell any cars. 

- * * 

IN ADDITION to regis- 
tration lists, all automobile 
owners tip off their need 
for cars by the merchan- 
dise they are driving. It is 
certain, if it is an old or 
dilapidated car, that the 
owner is a prospect for a 


new or better used car. 

Dealers locate, by the regis- 
tration method, prospects for 
cars but any salesman, him- 
self, with a system properly 
set up with government post- 
cards, can also effectively lo- 
cate his own. He can develop 
this list for himself, and it will 
be a much better list than he 
can buy. 


The daily habit of taking 
at least 10 license numbers 
from cars that run on the 
streets, whose appearance 
indicates the owner needs 
a better car, can soon de- 
velop a prospect list that 
will pay real dividends. 

on * . 


MOST PEOPLE respect 
the salesman, who is ag- 
gressive, recognizes 
people’s needs and has 
knowledge of his own prod- 
uct. There is a distinct ad- 
vantage in locating your 
own prospect because you 
get to the customer first. 

Every salesman knows 
that he can close a deal 
better when the prospect is 
hot and competing sales- 


men are not in on the deal. 

When the prospect comes 
voluntarily into the market, 
he has time to think it over 
and he usually can think of 
more reasons for not buying 
rather than why he should buy 
now. 


An automobile sales- 
man’s earning power is at 
a maximum when he learns 
to locate prospects; when 
he has full knowledge of 
his own product—and has 
the ability to sell a fair 
used-car allowance. 


Cordially yours, 


Dad 





iz 
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British Chariot for Miss Universe— 


A group of international beauties poses around Sunbeam-Talbot convertible which 
will be first prize in the Miss Universe contest to be held at Long Beach, Calif. From 
left are Jyvette Olsen, Miss Denmark; Ulla Sandklev, Miss Sweden; Teija Sopanen, 
Miss Finland; Ingrid Rita Mills, Miss South Africa; Ayten Akyol, Miss Turkey, and 
Elayne Cortois, Miss Belgium. 








Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





Canadian Sales Taper Off 


New-V ehicle Deals Still Rise but at Slower Pace; 
52,850 Units Moved in Month 


By M. L. Schwartz 

Staff Correspondent 
| OTTAWA. — Sales of new motor 
vehicles continued upward in May 
but the rate of increase over 1952 
|}was much lower than in earlier 
|months of 1953, the Canadian gov- 
| erment reports. 
| There were 52,850 new motor ve- 
hicles sold in May, against 50,143 
|} in the same month last year, a gain 
of 5.4 percent. This brought the 
cumulative total for the first five 
months to 227,590 vehicles, com- 
pared with 169,395 last year. 


In May, 40,700 new cars were | 


sold, a gain of 8 percent over a 

year ago. In the first five months, 

177,041 cars were retailed, com- 
pared with 122,477 a year ago. 

However, commercial vehicle 
sales dropped to 12,150 units in 
May, down 2.4 percent from a year 
|}ago. This brought the five-month 
|total to 50,549 units, against 46,918 
last year. 

May sales of new buses in Can- 





| $1,504.37 per sale. 


ada dropped to 31 units, compared 

with 46 units last year. 
Dealers in New Brunswick 

the 


‘Top $149 Million 


INDIANAPOLIS.—Used-car 


transactions topped the list of in-| 


stallment purchases in Indiana in 
the year since the removal of Fed- 
eral credit controls, according to 
| the State Department of Financial 
Instiutions, with new cars placing 
| second. 

| Credit buying increased 8.8 per- 
|cent in the year. Used-car credit 
|purchases totaled $149,368,055.72, 
| with an average of $975 per credit 
| contract. New-car credit purchases 
| totaled $76,595,116.59, an average of 


BUILDS CONFIDENCE 








OUR MESSAGE IS SIMPLE and straightforward: 
When you sell products the public trusts, the public 
trusts you. And Quaker State Motor Oil has won 
this trust, thanks to nearly 50 years of uniform 
high quality and proved performance. When you 
sell Quaker State Motor Oil and other Quaker 
State lubricants, you profit from this confidence. 
Quaker State customers are satisfied customers— 
they come back again for all your services. 






QUAKER STATE 


MOTOR OIL AND 


SUPERFINE LU 


BRICANTS 


QUAKER STATE Oil REFINING CORPORATION, OIL CITY, PA. @ MEMBER PENNSYLVANIA GRADE CRUDE Oll ASSOCIATION 


led | 
rest of Canada’s dealers in in- | 
creased sales of new vehicles dur- 


‘Indiana U. C. Loans| 


jing May by selling 16.4 percer 
|more units than a year ago. 
During May, 19,816 new vehic 
| sales were financed for $36,699,56+ 
|a decline of 2 percent in numbe 
| but a gain of 8.5 percent in valu: 
| bringing five-month financing t 
| 82,966 units at $147,617,168 again 
/63,811 financed for $102,471,580 
| the like 1952 period. 

There were 48,382 used vehicles 
financed in May for $41,906,993, 
down 11.6 percent in number and 
0.4 percent in amount. In the five 
month period, 191,264 used vehick 
| sales were financed for $165,012,- 

333, against 176,444 financed for 
$126,887,088 last year. 

Government statistics reveal tha: 
financing of retail installment sales 
|advanced to an alltime high of 
$281,599,000 last year from $141,488, - 
000 in 1951 for used cars, and ros: 
to $195,185,000 from $113,660,000 fo 
new cars. 

Financing of sales of new com- 
mercial vehicles climbed to $98,007,- 
|000 in 1952 from $81,545,000 in 1951, 
and used commercial vehicles to 
$64,120,000 from $46,549,000. 

Used-car financing in 1952 
formed the largest single item in 
consumers’ goods section, being 
34 percent of the total paper 
purchased and 99 percent higher 
than in the preceding year, New- 
car financing formed 24 percent 
of total financing and increased 
72 percent. 

Balances outstanding for new 

cars were 61.7 percent higher at 
the end of 1952 than in 1951, and 
| 110.1 percent higher for used cars, 
| finance companies and acceptance 
| corporations reported. 
New commercial vehicles showed 
a gain in this respect of 20.2 per- 
| cent, and used commercial vehicles, 
|37.5 percent. 









Pontiac Offers 
Special Options 
For Disabled 


PONTIAC. —A new manually 
operated accelerator and brake 
control for handicapped drivers is 
now available for installation on 
1953 Pontiacs, J. H. Otis, accessory 
sales manager of Pontiac, an- 
nounced last week. 

The control, along with a hand 
dimmer switch, left foot accelerator 
and three different steering wheel 
grips, is available as either factory 
or dealer-installed, Otis said. 

The hand-operated accelerator 
and brake control replaces the 
former vacuum - operated type, is 
cheaper and is simpler to install, 
it was stated. It is not applicable 
to 1952 or earlier models, but is 
interchangeable in 1953 models and 
is expected to be adaptable to later 
models. 


Defense Contract 


Hiked at Ingersoll 


KALAMAZOO, — The Ingersoll 
Products division of Borg-Warner 
Corp. here has received an addi- 
tional $3 million contract for manu- 
facturing a radically new amphi- 
bious landing craft for the Marine 
Corps. 

The company started production 
in 1951 on an original $25 million 
contract for this type of vehicle 
Several large contracts have been 
obtained since. 














Gem of a Salesman— 


A member of Chevrolet's 100-Car Club 
for 22 years, J. P. McGrath (right), of 
Winslow B. Felix Co., Los Angeles, receives 
a pin with 22 diamonds from J. W. Steele, 
Los Angeles zone manager. Nearly 6,500 
Chevrolet salesmen recently have received 
pins for membership in either the 50-Car 
Club or the 100-Car Club. One has been 
a member for 27 years. 
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Dealer Business Counsel 


Retailing of Used Units Grows in Importance 
4s New-Car Profit Margin Dips 


By J. B. Van Tassel 


Dealer Business Counsel 


\ EW-CAR dealers have done a 
swell job of putting used-car 
lers in business during the past 

several lush-profit 

years by whole- 
saling most of 
their used cars. 

It is not un- 
common these 
days to read 
about new-car 
dealers starting 
to set up used-car 
retail operations 
of their own—and 
: some are very ex- 

J. B. Van Tassel pensive, They are 

doing it to compete with the very 
same used-car dealers they have 
put in business during recent years 
because they can no longer afford 
to continue to wholesale used cars 
on the basis of the reduced profit 
margin on new Cars. 

Now, however, more than ever, 
profit and loss on the merchan- | 
dising of used cars is not the only | 
factor to consider when you are) 


Chevrolet Unveils 
On-Off Switch for 


Power Steering 


DETROIT. — A manually con- | 
trolled device that will switch on | 
and off the application of power | 
steering has been announced by 
Chevrolet. 

The unit is to be installed on 
selected Chevrolet dealer cars in a 
nationwide demonstration of power 
steering. 

“Chief merit of the device,” said 
W. E. Fish, general sales manager, 
“is that a salesman can conclusive- 
ly prove in the same car the les- 
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Demonstrator Unit— 


Stephen G. Johnston, of Steve Johnston | 
Chevrolet, Dumas, Tex., introduces Mar- 
jorie Zuppner to Chevrolet's new method 
of domonsirating power steering. 

= = 


sened driving effort made possible 
by power steering. The demon- 
Stration can be conducted while the 
car is in motion.” 

The unit consists of a solenoid- 
Operated valve in the hydraulic 
power steering system and an 
electric switch mounted below the 
instrument panel at the left of the 
Steering wheel. Position of the 
Switch determines whether the oil 
flow which causes power steering 
to function is circulating normally 
or by-passed back of the pump. 


Travel Service Added 


To Incentive Package 


DAYTON. —Cappel, MacDonald 
& Co. announced last week it will 
offer a worldwide travel service as 
part of its sales-incentive program 
for industry. 

Cappel, MacDonald, working with 
the T. J. McGuire Travel Co., of 
Chicago, will arrange all details 
for individual or group tours under 
its new service. The firm supplies 
industry with merchandise awards 
in connection with promotional 
campaigns, Gifts are awarded on a 
Point system for achieving sales or 
other business objectives. 


deciding whether to retail 
wholesale used-car tradeins. 


or 


The element of customer contact | 


for sales of new cars, trucks, serv- 
ice, parts and accessories should 


be taken into consideration as well | 


as the monetary aspect. 
- + * 


Few Can Wholesale 


eee my prewar experience in 
dealer business management 
nationally, I have found only a 
few new-car retail operations that 
could do a successful new-car re- 
tail job, both performance and 
profitwise, and at the same time 
wholesale the bulk of tradeins. 
When a new-car dealer sells a 
used car to a wholesaler, he just 
naturally passes up the differ- 
ence between the retail and 
wholesale price. This difference 
he could perhaps well afford to 
lose up till now. But from now 
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| Jet Aces Try Out a Fire Dome— 


The nation’s top Korean aces ride in a DeSoto convertible during the parade honor- 
ing them at the International Aviation Exposition in Detroit. From left, the jet fliers, 
and the number of enemy MIGs each has downed, are: Maj. Fred C. Blesse, 10; | 
Lt.-Col. Richard D. Creighton, five; Capt. Ralph Gibson, five; Capt. Emanuel J. Fernan- 





dez jr., 14%; Ist Lt. James F. Low, nine; Capt. Joseph McConnell, 16, and Col. Royal 


N. Baker, 13. 


on in, every dealer—in order to 

stay in business and make 

money—will have to-cash in on 
| every possible opportunity. 

From now on, the comparatively 
| small difference in the amount of 
iselling profit on a used car sold 


at retail and one sold at wholesale 
will count for a very important 
part of that profit opportunity. 

I realize that the average new- | 
car dealer has every right to fear | 
the used-car business because it 
is this phase of a new-car oper- 


! 


_|ly turning over used cars. 


13 


ation that has caused more dealers 
to go broke or be replaced by the 
factory than any I know of. 

* * * 


How to Lose Out 


F COURSE, business analysts, 

including myself, usually at- 
tribute the most popular cause of 
a dealer’s going broke as being a 
lack of liquid working capital or 
too much frozen working capital. 

However, in the auto business, 
it is the piling up of used cars 
taken in as trades on new cars 
and not moving the _ tradeins 
rapidly which freezes liquid capi- 
tal and puts dealers out of 
business, 

There are other financial and 
operating investments on your 
balance sheet that have to be con- 
stantly controlled, but the used-car 
inventory is the greatest hazard of 
them all. 

Never neglect moving and quick- 
Don’t 
take it for granted that they will 
eventually sell and bring a greater 
profit. 

(Any questions you may have 
concerning dealer business 
management will be gladl 
answered by J. B. Van Tassel, 
care of AuTomoTivE News.) 


Which of these 4 cars is your best buy? 


AAS ' 


~ 


ah 
ae 


NOW YOU 


conditions . . 









BUY THIS BARGAI 


i} 
4 Books For CS | ee 


Sy ane) 







$6.00 FOR $5.00. 
NAME 


CAN BE SURE OF GETTING 
THE MOST VALUE FOR YOUR MONEY! 


Andy White does it again! In his new book . . . without fear 
or favor . . . he shows you exactly what you can expect 
from your choice of the Chevrolet, Ford, Plymouth or Willys. 


TESTS WERE IMPARTIAL! 


Cars were purchased from dealers. They were tested under identical 
. in laboratories, on a private race track, on apen 
highways. All tests were conducted by the skilled staff of Motor 
Vehicle Research, Inc. of Boston. They were witnessed by impartial 
experts from the automotive field. Tests were devised and super- 
vised by Andy White himself. 


GET ALL THE FACTS! 


The impartial answers to these and other important questions can 
save you time, trouble and money. Yet, you get all of this valuable 
information for only $2.00. That's right! You get this authoritative 
book .. . all the facts about all four cars . . . for only $2.00. This 
book bargain is too good to miss. Get your copy right away. Fill 
in and mail the coupon now. 
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Test findings . . . as reported in this book 


and test drivers’ observations . . . give you the answers to these 


vital questions: 


Q. How many miles doés each deliver per gallon of gasoline at 


various speeds? 


Q. How many seconds does each take to reach speeds of 50 and 
60 miles per hour? : 

Q. What are their true top speeds . . . as contrasted with speed- 
ometer readings? : 

Q. Which has the greatest horsepower per pound of weight? 

Q. Which is best on hills and curves? ; 

Q. Which has the most efficient brakes for fast, safe stopping? — 

Q. How do their centers of gravity compare and how does this 
affect roadability and comfort? 

Q. How do they compare in exterior, interior and luggage-space 
dimensions? 

Q. Which offers the best visibility? we 

Q. What are the good and bad features of their instruments and 
accessories? 


Q. Which offers the greatest protection to life and limb in the 


event of a serious collision? 


WHO IS ANDY WHITE? 


Noted inventor and manufacturer of automobile accessories, fearless 
crusader for automobile safety, valued consultant to car designers 


and builders, outspoken critic of “miracle 


widely-read author on many automobile subjects, Andy White is 


president of Motor Vehicle Research, Inc. 


known and respected by hot-rodders and motor magnates alike. In 
his latest book, “The Big 3 And One More — Make It 4,” he sweeps 


aside advertising claims to reveal the 
Chevrolet, Ford, Plymouth and Willys. It 


YOUR QUESTIONS ANSWERED! 


anybody who wants to get the most for his automobile dollar. 
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As seen from a balcony, here is a small arc of the vast circular interior 
showing how visitors crowded around the current car models to admire 
them in leisurely fashion . . . to comment enthusiastically on the many 
“Worth More” features which Ford advertising has emphasized. 





Ford’s “City of the Future” diorama is the attraction which leads a steady 
line of visitors up the ramp to view this unique animated display. In 
miniature, but with every detail reproduced to exact scale, here is a sec- 
tion of a future metropolis as municipal planning experts visualize it. 





A portion of the “City of the Future,” showing a delightful park in the foreground, 
the two-level highway for automobiles running beneath arches which 
support an overhead track for monorail trains. In rear center is a circular 
parking structure of many levels with helicopter landing area on roof. 








FORD ROTUNDA... 
Master Showroom 


To FORD DEALERS EVERYWHERE: You should have been here 
for the opening of the redesigned Ford Rotunda at Dearborn 


which was a fitting climax to our 50th Anniversary Celebration. 


Young and old, the people came in droves . . . many in family 
groups. In fact, from the moment the doors opened, we had a real 


problem trying to keep them moving from one display to another. 


This amazing interest made us realize more strongly than ever that 
our unique Ford Rotunda . . . providing the world’s largest indus 
trial exhibition . . . is as much yours as ours. We say this because 
not only has the Rotunda been a “‘tourists’ Mecca” over the past 
generation but, judging from this first day’s reaction, it will 
surely continue to attract thousands daily in the months and 


years to come. 


No one can enter the Rotunda without catching the spirit of 
progress in designing and manufacturing ever-better vehicles for 
the American Road. This favorable impression should send 
every visitor back home ... to you... with renewed confidence 
in Ford products and a firm conviction that our °53 cars and 


trucks are the “‘hottest’’ line in the industry. 


In a very real sense, the job this Rotunda is doing makes it a 


‘“‘Master Showroom”. . . definitely a part of your dealership. 





That’s another reason why — 


It’s GREAT to be a FORD Dealer! 


FORD Division of FORD MOTOR COMPANY 













Some idea of the detail with 
which the “City of the 
Future” is portrayed may 
be gained from this close- 
up view of the countless 
miniature articles, made 
to accurate scale, that add 
to its realism. 


Especially attractive to the 
younger generation is the 
*X-100” ...a “Car of the 
Future” that is in no sense 
a mere display model. 
With its streamlined 
design and revolutionary 
accessories, the ““X-100” 
is considered a prediction 
of ‘‘things to come.” 
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(Above) Great crowds encircled the huge gear-shaped structure to 
witness the lighting of the 50 huge birthday candles atop the 
building. The candles were dramatically illuminated by waving a 
radio-active wand over a Geiger counter to give the spectators a 
““foretaste”’ of the miracles of modern science within the building. 





At left is an actual photograph 
of the “geodesic” dome 
of the Ford Rotunda as 
seen from the air. Already 
widely discussed in archi- 
tectural circles, this is the 
first commercial applica- 
tion of a revolutionary de- 
velopment in structural 
design and materials. 


This view of a section of the 
Rotunda’s interior takes 
in a group of exhibits por- 
traying steps in Ford re- 
search. The open door in 
background leads to out- 
door replicas of famous 
“Roads of the World.” 













Miller Honored— 


Herman W. Miller, 
dealer in Mankato, Minn., receives a 30- 
year pin from L. G. Fairbank, Firestone's 
assistant general sales manager. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS k 


DeSoto - Plymouth 
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| transportation methods that it 


Highways & Safety... 


Truck-Trailer Group 
Backs Federal Aid 


By Gerhardt Neumann 
Staff Writer 


HE transportation industry 
under fire from many quarters 
in recent years in the dispute over 


the influence of trucks on road| 
-has come out with a| ments. 


conditions 
call for a Federal 
roads program 





celerate state 





and lead to 
greater uniform- 
ity in state regu- 
lations of vehicle 











which would ac- | 


highway building} 


John B. Hulse, managing director 
of the Truck-Trailer Manufacturers 
Assn., recently told the House sub- 
committee on roads that, without 
Federal aid, the states will not be 
able to meet the expansion require- 


He emphasized that the use of 
truck-trailers has greatly in- 
creased in recent years in both 
intercity and interstate trans- 
portation. 


serves as a brake to the further 
development of this kind of trans- 
portation, rather than stimulate it. 


Hulse cited many instances of 
contradicting regulations which 
hamper truck transport. In Michi- 
gan, for instance, he said, the total 
gross load may exceed 100,000 
pounds, while in Kentucky it can- 
not go beyond 42,000 pounds. 


+ +” y 


‘ITING a report of the Highway 

4 Research Board, Hulse declared 
that “up to a point the greater the 
gross weight of the vehicle the 
greater the economy in the ton- 
mile cost of transportation.” 

He urged that roads and bridges 


| be built or strengthened to “permit 


the economical transportation of 


| commodities without the hamper- 


He recognized the necessity to|ing crazyquilt of patchwork legis- 
regulate the movement of these ve-| lation.” 


hicles, but pointed out that state | 


He also envisioned vehicles 


legislation was lagging so far be-| weighing up to 80,000 pounds on 


it 


r mance in Today's Cars 
Will be Tomorrow's 
‘Strongest Selling Point! 


e Service Sales: South Bend, Ind. 


sizes and weights.| hind present advances in highway! five axles comprising a significant 





Today, more than ever, new car buyers are looking for features 
that assure long, satisfactory performance. Engine components 
that contribute to this accomplishment now assume even 
greater importance as they not only influence today’s sales, 
but become tomorrow’s strongest selling point. 

For owner loyalty as well as immediate sales, it pays to specify 
Stromberg* — the carburetor built for lasting performance. 


*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION OF > 
@ Standard Equipment Sales: Elmira, N. Y. 


AVIATION CORPORATION 


Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N. Y. 















portion of total traffic volume in 
the future, Current tests, he 
added, may prove that the opti- 
mum point is even higher. 

Enlarging on his recommende- 
tions for a Federal roads progran, 
Hulse stated that his association 
favored a repeal of Federal aut» 
excise taxes, but that this in no 
way should affect continued Fec- 
eral aid to highways. This aid, he 
said, is a constitutional responsi- 
bility in furthering interstate com- 
merce. 

* * * 
——— his group had no 
position on the question 

whether Federal gas taxes should 
be deposited in a trust fund, he 
said it is a better idea than co- 
mingling them with regular funds. 
A trust fund, he declared, might 
guarantee that the gas tax would 
be earmarked for highway con- 
struction, 


Hulse stated that his associa- 
tion is opposed to toll roads, un- 
less exceptional circumstances 
demanded them for adequate 
highway facilities. 


He urged continuation of the 
Bureau of Public Roads so it could 
give leadership to the states in 
providing highways for interstate 
traffic, and he questioned whether 
presently allowable vehicles have 
any appreciable effect on highway 
specifications or construction costs 

* + o 


Make Minnesota 
Safest State, 


Governor Urges 


Although safety is progressing in 
Minnesota, a dangerous careless- 
ness still exists, Gov. C. Elmer 
Anderson said at the Minnesota 
Safety Council’s awards dinner in 
St. Paul. 

Anderson told the more than 400 
guests that “despite our solid ac- 
complishment in the preservation 
of life in the face of increasing 
hazards, we must not rest until 
Minnesota is the safest state in the 
nation.” 

Mayor Eric Hoyer, of Minne- 
apolis, received the state’s top traf- 
fic safety award for cities. The city 
of Two Harbors won its 11th award 
|in its population class. Rochester 
| and International Falls won awards 
|in their classes. County traffic win- 
ners were Ramsey, Martin, Bel- 
trami, Yellow Medicine, Pennington 
and Cook. 

Four dealers received safety 
|}awards from Anderson for their 
| outstanding records during 1952. 
They are Berry Chevrolet, St. Paul; 
| Owl Motor Co., Winona; Red Wing 
| Motor Co., Red Wing, and Warren- 
| Cadillac, Minneapolis. Ford Motor 
Co. also received a recognition 
plaque. 


| Ability Test 
Massachusetts Devotes July 


To Driver Education 


July has been designated as Adult 
| Driver Education month in Mass- 
| achusetts. 


According to Registrar of Motor 
| Vehicles Rudolph F. King, the 
program will afford drivers an op- 
portunity to check their motoring 
abilities. All tests will be strictly 
for educational purposes and are 
offered without cost. 

Road tests will be conducted by 
members of the driver education 
staff of Atlantic Refining Co. 

Psycho-physical tests will be con- 
ducted in the Driver Education 
Clinic, which is lent annually to 
the registrar by the Massachusetts 
Bonding & Insurance Co. Trained 
engineers will administer the tests 


H&S Shorts. 


Pennsylvania State College will 
hold a motor fleet supervisor train- 
ing course Sept. 14-18 ... The 41st 
National Safety Congress and Ex- 
position will take place in Chicago 
Oct. 19-23 under the auspices of the 
National Safety Council . . . New 
York University will offer courses 
in industrial and traffic safety dur- 
ing the fall term. 

The Chicago Automobile Trade 
Assn. has endorsed “in principle” 
the proposed amendment to Chi- 
cago’s zoning ordinance, providing 
more off-street parking facilities. 
Under the proposal, all new apart- 
ment buildings, hotels, clubs, etc. 
would have to provide parking 
space on their lots. 
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For Half a century | 








crc nN wv ur wv 2 ow 


~~ ' OC et dee 


— FQ 


oO 


curb protection of the only Scuff Guard* rib. 


PROFT fiom MILEAGE 


Up to 58% More Safe Miles with extra- 
deep tread, twice fully renewable without retreading. 
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Permanent Whitewalls with the complete 





PROFIT ftom SAFETY 
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e Up to 51% Quicker Stops with the 3,000 
y gripping edges of the only Safety-Slotted Tread. | 


; NVION BLOWOUT PROTECTION 55% more tire 





strength, 40% cooler running. New shock resistance ~~ a ” 
y —rupture and blowout protection impossible before! , 4 L P 
st } 
. *Trademark of Fisk Division of United States Rubber Company } ® 
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Virtually all the teoling tech- 
niques now in use are still very 
much in the experimental stage. 
Many of the methods in use to- 
day may disappear within the 
next year or two. It’s too early to 
tell much about tooling costs or 
tooling methods. Much of the ef- 
fective work being done is secret 
and the development of satisfac- 
tory production techniques is 
still months and possibly years in 
the future. 

The body designer, of course, 
looks at reinforced plastics with 
an eager eye. Here is a brand new 
material with many possibilities for 
shaping and finishing. Stylists can 
hardly wait to see what comes of 
this new stuff—while the produc- 
tion man often takes a dim view 
of the entire development. He has 


good reason to do so. 
*% ” ” 


lem say there are many attractive 
FORB F ACTORY | aspects in plastic car bodies. To 
—_e——o—oOoOo | name only a few: 
. A pound of glass-reinforced plas- 
romise an TO ems itics is equivalent in strength to} ——wae- 
| three or four pounds of steel; large ape 
parts can be made in one piece;| = 
= : | properly made plastic material | Gegipegypree 
n astic O 1eS |presents no problem from the 
standpoint of corrosion, frost or| Used-Car Center Has Bandstand, Too— 
i. ian sioaite yong oa Pierce Auto Bargain Center has opened its new building at 840 W. Main St 
wa the sudden Detroit interest in plastic car bodies?|easy to repair, and the higher Beck tak oe sauiline oh tetas. ae Co. (Ford), wis planned ‘to vse hill 
Is the plastic body the Uz S. auto industry’s answer to ao = the ane i billy bands in connection with special sales, said Jim Dean, manager of the center 
the foreign-car threat? Or, is this a broad new venture in a a sleatics eunerter to an A 21-foot umbrella has been installed atop an outside building, which will serv: 
new field of basic materials and manufacturing methods | case of an accident. 0 se 
that may ultimately yield many new possibilities in car * * * tential savings in tooling have yet 
j ¢ ° lized. Esti d f 
— and ah aa something big in the future is un-| kconomy Potential on ‘asian mks math tor s 
tooling cost: 1g NOW, | doubtedly the thing that keeps the ANOTHER promising prospect | reinforced plastic car body is about 
neither the production meth- | auto industry interested in plastic with plastic car bodies is lower | $100,000. Based on production of 
ods nor the basic plastic materials | cars. tooling cost. It should be empha-|5,000 units per year, this would 
are available. ‘The promise of | _ Engineers working on the prob- | sized, however, that the large po-! amount to $20 per car. 
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Techniques Inadequate 


ABRICATION techniques pub- 

licly disclosed up to this time 
have been generally inadequate, 
even for limited production. The 
amount of handwork on the bodies 
has beén out of line. Ability to build 
a uniform product has yet to be 
convincingly demonstrated. Per- 
haps more important, the develop- 
ment of non-destructive tests for 
the new plastic bodies has come 
along rather slowly. 

A whole new set of tools and 
production equipment must come 
into existence before plastic 
bodies earn a prominent place. 
This will take time. Millions must 
be spent to develop equipment to 
test the product before it gets to 
the consumer, The barriers are 
not unsurmountable but they are 
formidable, 

Finally, suppliers of plastic ma- 
| terials have a lot of work ahead of 
|them. Fabricators must get their 
materials in more usable shape and 
form, The present method—supply- 
ing materials as glass fiber mat, 
glass cloth and resin—won’t do. 
Better material and methods must 
be found. 

It all adds up to a pretty long 
wait before plastic cars will be 
available in quantity. In the mean- 
time, a large share of industry’s 
research efforts is going into plas- 
tic body fabrication, testing and 
research, 


lron Powder 
|Republic Steel to Build Plant 
For Mass Output 
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It’s gentle because the Steel-Vent 
spacer has extra wide vents that let oil 
flow through freely for extra cylinder 
wall lubrication. 


It’s gentile because Steel-Vent’s two 
wall-contacting steel sections have 
rounded edges which provide hairline 
contact and reduce drag to a minimum. 





Result: maximum life, minimum wear. Count 
on Hastings for complete coverage—in regular 
and chrome sets, Motor Engineered for each 
make and type of engine, for each engine con- 
dition and operating need. 
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It’s gentle because Steel-Vent’s flex- 
ible, low-tension inner-spring works 
only against the steel sections—holds 
them on the cylinder wall with soft 
pressure. 
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CLEVELAND. — A new patented 
process for the production of 
powdered iron has been perfected 
by Republic Steel Corp., the com- 
pany has announced, and will be | 
utilized for commercial production 
in a new plant to be built in Toledo. 

The plant will have a capacity 
of 50,000 pounds per day, a sub- 
stantial part of the nation’s present 
market for iron powder, Republic 
said. 

In entering the field of iron 
powder, Republic becomes the first 
of the major steel companies to 
start its production on a com- 
mercial scale. 

* * * 


Reynolds Fabricating Service 


Lists Its Parts Facilities 

LOUISVILLE. — More manufac- 
turers are upping their production 
by increasing their purchases of 
fabricated parts and subassemblies, 
according to a new booklet, “Cata- 
log of Facilities,” published by Rey- 
nolds Fabricating Service, 2001 §. 
Ninth St., Louisville 1, Ky. 





The 24-page booklet says that 
such purchases leave the manufac- 
turer free to concentrate his own 
production facilities on assembly 
and finishing operations, as well as 
freeing him from the necessity of 
installing expensive parts - making 
equipment. 

Reynolds is producing door 
frames, wheels and trailer bodies 
for the automotive industry. 
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NET PAID ABC — 807,099 


Nation’s Business Sells Trucks. Its 800,000 subscribers own and operate 2,000,000 trucks—4 out of 
every 10 commercial trucks you see on the streets. Of these, 718,000 are more than four years old; 
ripe for replacement right now. You can get a big share of this replacement business if you offer 
your line to these truck buyers through Nation’s Business, the only mass coverage management 
magazine. A page a month in NB delivers 9,600,000 mass sales impressions on your biggest truck 
market. It can help you sell more trucks, tires and accessories. If you want to know how and why, 


ask your advertising department to check with the nearest Nation’s Business office: Detroit, Cleve- = wr 
land, Chicago, New York, Washington, D. C. ese 


4 out of every 10 commercial trucks you see on the streets are operated by the readers of... N ATI O N "Ss B U SI N E SS 
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market makes him wary of gam- 
bling. 

But he plans to continue playing 
|the odds. “Things will pick up in 
1955 when we hope to get a com- 


pletely new car,” he said. 
* * * 





With the Staff... 
ALONG DETROIT’'S AUTO ROW 


Too Many Dealers? , three new dealerships in his area, He also said the 1953 models in his 
There’s a very unhappy inde-| Within the last year. | line require too much service. — 
pendent dealer on Detroit's west| These new dealerships have lower | smu ae ae ae pT 
side. He blames his troubles on| Overhead because of their location; *~** : i A 
- | and size of their buildings, yet take pe are filled with warranty 
away some of his business, He said ¥ 
He sold 100 new cars from Jan. 


he favors more dealers, but feels 
‘ : 1 through June 30, compared with 
the factory put in too many too | 93 in the like period of 1952, but 
soon. he made less money because he had 
He added that these new dealers|to give better deals to sell. This 
often send their warranty service; prompted him to move only 10 cars 
used-car market. jobs to him, telling their customers|in June, compared with 30 last| had ever sold automobiles. 
He says the factory has added! they don’t have adequate facilities. | June. He said the current used-car Of the 18 that began the 10-week 


Hunt Trains Salesmen 
Plagued by a loss of salesmen to 
the “easier-selling lines,” Carl Hunt, 
owner of Hunt Motor Sales (Pack- 
}ard), East Detroit, has set out to 
train new salesmen by means of his 
own private school. 


these points: Renting a room in a local hall, 


1. His factory has added too 
many new dealers. 

2. Too much warranty service. 

8. Lack of a “competitive car.” 

4. Small-profit deals because of 


local newspaper that brought in 
applicants from many walks of 


Some had been engaged in sales 
work previously—one in clothing, 
another in insurance — but none 
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Ernie McCoy 
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Hunt ran an advertisement in a | 


life—from a florist to a preacher. | 
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“Tl be frank with you— thi 
car was once new.” 





course, six were permitted to take 
the final oral examination. Three of 
that group passed and were per- 
mitted to go to work on a $75-a- 
week draw basis. 

Of the final three, one is still 
with Hunt. The other two have 
joined Big-Three dealerships 
“where they are doing a good job 
because they learned how to push 
cars in the independent field,’ Hunt 
said. 

The course consisted of training 
films loaned by Packard and talks 
by Packard factory men as well as 
representatives of finance compa- 
nies. Hunt and his brother, Howard, 
who is general manager of the 
firm, also instructed the class in 
how to obtain service leads, leads 
from sales associates and a com- 
plete study of the Packard itself. 

Hunt figures it cost him $500 a 
man to train—including the free 
lunch he served during the two- 
hour session each week. He also 
conducted a school back in 1951, 
when seven salesmen completed 
the course, One of them is with 
another Packard dealer, the other 
six with Big Three outlets. 

“Today’s salesmen are too soft,” 
says Hunt. “All they want to do is 
sit around in the showroom and 
expect the customer to come to 
them. 

“Those days are gone. The sales- 
man who gets out and pushes his 
car is the one that is going to be 
successful. And a man who starts 
with an independent line—where he 
really has to push—is the fellow 
that is going to be successful.” 

* = * 


Cars to Detroit 


Not so long ago Texas dealers 
were thick as flies on Detroit’s 
Auto Row, looking for cars to 
ship South. But the other day a 
leasing firm was trying to locate 
a driver to bring a leased car up 
from Houston so it could be sold 
in Detroit. Drought is wreaking 
havoc on the used-car market in 
Houston. 

~ * 


Post-Holiday Sales Up 


Post-July 4 sales have been good 
for three Detroit dealers. 

Jim Allan, owner of Allan’s Nash 
Sales, says that in the four days 
after the Fourth he sold seven new 
cars and four used cars, while in 
the three days before the holiday 
he was unable to sell a single unit. 

The sales manager of a West 
Side Buick dealership said his 
firm’s sales have been about the 
same as before the holiday. 

Roy Wood, general manager of 
St. Mary’s Packard, sold four new 
cars in the four days following In- 
dependence Day after selling only 
two in the five days before. 

All three feel business will hold 
up in the last half of this year, but 
they share the opinion that they 
will be low-profit deals. 

* + * 


Back from Korea 
Jim Allan jr., has returned to 
his post as sales manager of 
Allan’s Nash Sales, Detroit, afte’ 
service with the 45th Infantry 
Division in Korea. 





Ford Recaptures Lead 


In Wayne County Sales 
DETROIT.—Ford sold 4,797 cars 
in Wayne County during June to 
regain its sales supremacy in the 
area, according to a report of the 
Detroit Automobile Dealers Assn. 
Chevrolet sales for the month 
were 4,113, the report showed. 
Ford has long been the top-sell- 
ing car in Wayne County, but 
during April and May, lost out to 
Chevrolet by small margins. 
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Dealer-Installed Power Brakes— 

Electric Power Maintenance Co., Cleveland, has developed a kit which permits 
Bendix power steering to be installed in virtually all cars at dealer service shops, 
according to Walter H. Thoma, sales manager. Here, a power brake unit is shown! ever, was down 2.27 percent in May, 


mounted on a fire ore 


New Kit Enables 
Dealer Installation | 
Of Power Brakes | 


CLEVELAND. — Development of 
a kit to permit dealer service de- 
partment installation of Bendix 
power brakes on virtually all cars 
has been announced by Electric | 
Power Maintenance Co. 

With the new kits, according to| 
Walter H. Thoma, sales manager, 
who developed the program, power 
brakes can now be provided in 
about two hours at a cost to the 
consumer of about $60, plus instal- 
lation charges. 

Although power brakes are avail- 
able as optional equipment on cur- 
rent-model Buicks, Chryslers, De- 
Sotos, Lincolns, Mercurys, Oldsmo- 
biles and Packards, there are still 
a number of makes which do not 
include this braking system. 

According to Thoma, the new kit 
makes installation possible at any 
service department since it does 
not require any special training for 
the mechanic. 

Thoma contended that power 
braking materially increases the 
life of brake lining; provides for 
greater control of the car during 
hazardous periods, and can brake! 
the car to a stop with only about| 
one-third the physical pressure re- | 
quired with the conventional sys-| 
tem. 

Already, several major auto deal- 
erships in Cleveland have completed | 
tests with the new kit and have 
declared it to be “highly advan- 
tageous and most successful,” he | 
said. 

Thoma conducted more than a| 
year of experimental work in de-| 
veloping the kits. EPM is now dis- 
tributing the new kits, complete 
with special mounting brackets, to 
many Bendix Vacuum Power Serv- 
ice distributors throughout Ohio. | 


Blackhawk Offers | 
Business Hints 


For Body Shops 


MILWAUKEE. — Helping body 
shops boost their business is the 
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Up 1.4% in 


NEW YORK. Manufacturers’ 
| shtgpenents of passenger tires in- 
creased 1.4 percent in May, accord- 
ing to the Rubber Manufacturers 
Assn. 

A total of 7,711,909 tires was 
shipped during the month, com- 
pared with 7,599,383 in April. 
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Stocks Show Little Change .. . 


Car Tire Shipments 


Passenger tire production, how- 


| with 7,655,098 produced, compared 
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truck and bus tires made in May, 
compared with 1,429,390 in April. 
Inventories at 3,317,751 tires were 
up 3.46 percent over April when 
8,206,643 tires were on hand. 
Shipments of automotive inner 
tubes totaled 6,586,094 units in May, 
a decrease of 2.58 percent below 
on April when 6,760,232 tubes were 
shipped. Tube production was down 
| 8.01 percent in May when 6,939,880 
with 7,832,741 the previous month. | |units were produced, compared 
Inventories at the end of the month | |with April’s production of 7,544,- 
showed 13,655,727 on hand, little | 944 units. , 
change from the 13,665,786 in stock | Inventories at 12,591,578 units 
at the end of April. were 3.59 percent above the previ- 
Shipment of truck and bus tires| ous month’s stock of 12,154,854 
in May totaled 1,230,242, a decrease | tubes. 
of 6.36 percent from April when 1,- 
313,822 tires were shipped. 


Production also showed a 6.85 
percent decrease, with 1,881, 426 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 














major objective of a merchandising | 
program introduced by Blackhawk | 
Mfg. Co. and aimed at jobbers. 


Blackhawk, builder of hydraulic| 
body-jack equipment, is stressing | 
ideas which it hopes will give shop | 
owners more “dollars from 
damage.” 


The campaign is backed by a 
number of sales aids being made | 
available to body shops, including 
a series of direct-mail cards and| 
shop signs, 

Emphasized in the campaign is| 
the importance of setting up the| 
body shop as a department in firms 
offering complete service. It is as 
practical to departmentalize the 
body shop, Blackhawk says, as it is | 
to maintain separate departments | 
for lubrication, electrical and other | 
ferms of automotive service. 


Blackhawk cites cost studies 
showing car dealers often realize 
more than 43 percent of their gross | 
labor profit from body departments. 
An analysis among 500 Gealerships | 
and independent shops, it says, | 
shows the average body man pro-| 
duces $32 daily in customer labor 
per day. These figures, it says, | 


prove the wisdom of departmental- | 
izing and fully equipping the body | 
shop. 

In statistics backing its cam- 
paign, Blackhawk says collision 
damage is more than $260. 


“TI was mad—good and mad. Month after 
month I’d see a wonderful crop of poten- 
tial customers come in, take delivery on 
a new car, and drive off. Half the time 
we'd never see them again, or we’d lose 
them after their warranty expired. Well, 
we tried this and we tried that before 
we hit on the one plan that did the trick. 


“Funny thing about it was that at first 
I was skeptical of the very plan that 
solved the problem. I figured that this 
Alemite salesman was just giving me 
another sales talk, but then I began to 


— does we 8 BAY of your 


and parts 
overhead? 





Many dealers over the country 
are doing just that with the Alemite 
Magnet Plan. Want the facts? Call your 


see that it made good sense. He told me 
about the Alemite 11 Point Magnet plan 
—and, man alive—does it work! 

“He showed me how FRICTION, number 
one threat to car life, was the key that 
opened up more business. Regular, 
proper lubrication proved to be the link 
that holds the customer. 

“The beauty of the plan is that we not 
only increased our lubrication business, 
we increased our other business, too. 
You see, the Magnet Plan keeps your 
shop number one in the customer’s mind 


ACT NOW! JUDGE FOR YOURSELF! 


when he needs ANYTHING for his car. 
Tune ups, parts, accessories, wax jobs— 
our total service volume in ALL depart- 
ments is up 29%! See why I’m sold on 
the Magnet Plan? 


“There’s another thing I like, too, and 
that’s the Alemite advertising. I’ve had 
customers tell me that the ads that run 
in Post and Collier’s remind them of the 
Friction Fighters story, and the next day, 
there they are in the shop for Alemite 
lubrication or something else. That’s 
free, too—doesn’t cost me a cent!” 


See how the Alemite “Magnet Plan” can help you cover your fixed over- 
Py’ 


Alemite distributor. Or mail this coupon now! 


ALEMITE 


REG. U. S. PAT. OFF. 


Name 


Address. 


a 


head —improve your trading position. No obligation. Mail coupon today! 
Alemite, Dept. C-73, 1826 Diversey Parkway, Chicago 14, Illinois 


(] Send us complete information on the “Magnet Plan” 


Zone a 















By Bethun 


Legislative Correspondent 


AVORABLE treatment of the trucking industry on the 


EF 


size-weight issue has been 


trends in state legislative sessions this year. Measures|extension to Bay City. The bill 


changing such regulatory laws 
more types of truck operators 
states while proposals for? 


major changes damaging to/| lative approval to subsequent con-| Toll Extensions Planned 


the industry were rejected in| struction of the entire 313 - mile | 
all of the comparatively few in-| Toute. Cost of the full route, for 


| which further studies were author-| 
ized, has been variously estimated | $23,000,000 Central New Hampshire 


stances in which they appeared. 


States in which size-weight legis- | 
lation regarded as favorable was 
enacted include Arkansas, Connect- 
icut, Delaware, Florida, Idaho, In- 
diana, Iowa, Maryland, Montana, 
Nebraska, Nevada, New Mexico, 
North Carolina, Oklahoma, Tennes- 
see and Wisconsin. Similar propos- 
als are pending in Massachusetts 
and Pennsylvania. 

Beside chalking up an excellent | 
batting average 
on the size-weight | 
issue, the truck- 
ing industry also| 
succeeded in| 
blunting a threat- 
ened wave of new 
ton-mile taxes, 
despite the con- 
tinued general 
uptrend in recent 
years of highway- 
user tax rates. 
Although ton-mile 
tax bills are pending in Ohio, pro- 
posals for such taxation, based on 
weight and mileage, were rejected 
by the legislatures of at least 18 
other states—Arkansas, California, 
Colorado, Connecticut, Illinois, In- 
diana, Kansas, Maryland, Massa- 
chusetts, Minnesota, Montana, 
Nebraska, New Jersey, North Caro- 
lina, Oklahoma, South Dakota, 
Utah and West Virginia. 


Meanwhile, the legislatures of 
Idaho and Wisconsin enacted 
bills providing for replacement of 
ton-mile tax laws with new sys- | 
tems of truck taxation. Applica- 
tion of -_New York’s weight-dis- 
tance tax statute was broadened. 
Other types of truck taxes or | 
registration fees have been in- 
creased in California, Maryland, 
Montana, Nebraska, North Da- 
kota and South Dakota, and 
reduced in Illinois and New York. 
In the field of general highway- 
user taxes, California followed 
Iowa, Maryland and Nebraska in 
enacting a gasoline tax boost. 
Adopted as part of a compromise 
highway financing program to raise 
an estimated total of $692,000,000 in 
additional revenue over a 10-year! 
period, the California legislation in- 
creased the gasoline tax by 1% 
cents, effective July 1, with the 
boost reverting to one cent after 
two years. The increase brought 
the state’s total gas tax rate to 


six cents a gallon. 
* * 


Use Levy Upped 33 Pct. 


oO== parts of the California 
program included a 2%-cent 
increase in diesel fuel taxes, and a 
33 percent increase in other high- 
way-user taxes, except that the 
3 percent gross receipts tax on | 
for-hire trucks will be unaffected. 
Lost in the adjournment rush was| 
a bill which would have repealed 
the levy on for-hire trucks. 

Add Florida, Mlinois, Michigan 
and New Hampshire to the list 
of 10 other states which earlier 
this year enacted new or broad- 
ened toll road enabling or study 
legislation. A toll turnpike bill 
enacted in Florida limits initial 
construction to a 110-mile route 
between Miami and Stuart in- | 
stead of from Miami to the Jack- | 
sonville area, as originally | 
planned. The so-called “short” | 
turnpike is expected to cost about | 
$96,000,000, including $5,000,000 for | 
right of way and $46,000,000 in 
interest on 30-year revenue 
bonds, 

The Florida measure provides for | 
a five-member turnpike authority | 
to direct the program. Although 
limiting construction during the 
next two years to the 110- mile 
route, the act gives general legis- 
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Roundup from State Capitals... 


oLegisla lion Affecting Aube Industry 





for the creation of a three-member | Rochester of the present Eastern 
State Toll Road Commission, em-| New Hampshire Turnpike, which 
powered to finance, build and oper-| now runs from Portsmouth to Sea- 
ate a system of toll superhighways| prook. 

in the state. | 
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the creation of a four-member turn- 
pike authority to study and, if | 
found feasible, construct toll high- | 
ways from Detroit to Chicago and 
|from Detroit to Toledo, with an) Ges 


. 


e Jones 







one of the most significant 


in ways beneficial to one or| authorized use of $500,000 of State 


were enacted in at least 16| Highway Department funds for| 
mais studies, surveys and planning. 


x * * } ; 
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WO toll road bills enacted in| 
New Hampshire authorized bond | 


issues to finance construction of a| Stumpf Gives Engine, Transmission to School— 

The Ford dealership in Lancaster, N. Y., Stumpf Brothers, Inc., has helped Lan- 
caster High School bring up to date the equipment in its automotive shop training. At 
a presentation of a Ford six-cylinder engine and transmission are (from left) F. W. 
Henry jr., Buffalo district service manager; Milton Brown, superintendent of schools; 
Dealer Herbert Stumpf; Chester Debbins, shop instructor, and C. Stuart Albertson, 


Buffalo district service school instructor. 


rom $250,000,000 upward. _. | Turnpike from Nashua to Concord 
Bills enacted in Illinois provide|/ and a $13,500,000 extension to 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


Ohio’s Supreme Court cleared 
(Continued on Page 54, Col. 3) 


ING you 


u can put on 
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Michigan lawmakers provided for | 












COMPLETE CONTROL 


Monroe Power Steering gives you 
the “feel of the road” at all 
times, yet absorbs all road shock, 
eliminates wheel fight. This re- 
duces nervous and muscular fa- 
tigue to absolute minimum— 
leaves you relaxed and rested 
after day-long trips. 









EFFORTLESS PARKING 


Monroe Power Steering takes the 
work out of parking. Three pounds 
pressure on steering wheel ap- 
plies 750 pounds to front wheels. 
This permits turning wheels easily 
even when car is standing, gives 
you easy, effortless parking. 
























7UH know what? I’m afraid that 
when I write that book that 


publisher has been talking about, | 


there’ll be a lot of stuff in it that 
[| won’t be able to understand my- 
self. 

Of course, he (the publisher) will 
have to make up his mind or have 
Gallup make a survey to find out 
which title would have the biggest 
selling wallop in it: “The Autobi- 
ography of a Successful Failure,” 
“Birds and Animals I Have Known 
on Broadway and in the Bush,” or 
just a modest, homely title, like 
“Advice to Young Grandmothers.” 

Some time ago, the late Henry 
Ewald gave me an entirely new 
insight into my own character. 


more about what’s wrong with 
| other people than he does about 
himself. Ewald, who was head of 


know, “Advertising Well Di- 
rected”), came down to New York 
| and asked Joe Neebe, of Henry’s 
New York office, to invite me for 
lunch at the St. Regis. 


an extra hair cut ($1.25) without the 
tip) ... “just take off the edges... 
|/I used to have curls when I was 
| very young.” Then I walked around 
ifth Avenue a while to make me 
|feel spry before I walked noncha- 
lantly into the King Cole grill room 
to meet Henry and Joe. Of course, I 
needn't have been self-conscious at 
|all since I read in a Detroit paper 
that Henry, in a speech before the 
advertising girls of Detroit, said: 
“Never be afraid of a big man. If 
he’s really big, he’s full of sympathy 
and understanding.” 
* * * 


Too Modest 


fp rns I was among the better 
classes and the only reason why 
I could figure Henry wanted to 





have lunch with me was to hear me 


| Campbell-Ewald, Detroit (you | 


S-O-O-H ... I went out and got | 
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You know a guy always knows | 





| Griffith Lends Courtesy Cars to Golfers— 


A fleet of Oldsmobile courtesy cars was provided for the Professional Golfers Assn. 
championship tourney in Birmingham, Mich., by David Griffith (right, standing), presi- 
dent of Griffith Oldsmobile Co., Detroit. Trying out the Oldsmobile Fiesta are two of 
the top contestants, Chick Harbert (at wheel), Detroit, and Jim Turnesa (in rear seat), 
Briarcliff Manor, N. Y., the 1953 champion. Standing at left is Jackson Bradley, also 
a contestant. Griffith, a veteran golfer, is a member of the PGA advisory committee. 


TALK. Finally, he leaned across the 
table and said: 

“Joe, duyuh know what’s the 
matter with Ned Jordan? 

“N-o-o-h,” said Joe, who, having 
known me for 40 years, could have 
imagined a flock of hypothetical 
answers. 

“He’s too modest,” said Henry. 


I blushed (automatically), 
looked deep into Henry’s eyes and 
dropped my own into the soup. 
BUT I LOVED IT. 

Then I heard myself saying: 
“Henry, you must be right. You 
always are. But no one ever 
analyzed my successes and failures 








NOW! 








DIRECT ACTION 
HYDRAULIC 





Surest... Safest... Simplest 


Here at last is power steering that can be in- 
stalled easily, quickly, by the car dealer or 
service garage. Monroe Power Guide—compact, 
simple, efficient—is installed by replacing the 
original drag link with the valve and cylinder 
unit, and mounting the hydraulic pump and 


fittings. Because of its 


Power Guide is the ideal power steering system 


for field installation. Most 


simplicity, Monroe 


dealers and garages 


find they can install Monroe Power Guide in 


about four hours. 


Monroe Power Guide has been thoroughly 
tested and approved by several car manufac- 
turers for standard and optional equipment. 


This unit is the result of years of experience in 
designing and building over fifty million hy- 
draulic devices for the automotive industry. 

There is a wonderful profit opportunity for 
dealers and service garages in Monroe Power 
Guide. Write today for literature and full de- 
tails. Monroe Auto Equipment Company, 
Monroe, Michigan. Makers of Monroe Shock 
Absorbers and E-Z Ride Seats. 


AVAILABLE NOW FOR 1952 and 1953 
FORDS AND MERCURYS. Units for other 


makes and models available soon. 
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so accurately before. (Excuse me 
Joe, pass the salt, please.)” 

Not long ago, one of Henry’s as- 
sociates confided to me that while 
“Henry might not be the best ad- 
vertising man in the business, he 
surely was the best businessman in 
advertising.” 

“What the hell,” said I. “What is 
advertising but a job for an all- 
around businessman?” 

. + * 


‘There’s the Man...’ 

F COURSE, I'm flattered when 

someone points at me and says, 
“There’s the man who wrote ‘Some- 
where West of Laramie.’ “But they 
don’t know of all the years of 
traveling night and day, working 
with dealers and salesmen all over 
the American continent and all of 
the brains and experience of my 
associates in engineering, design- 
ing, purchasing and _ production 
which justified that inspiration. 
Nor do they know of all the door- 
bells I punched before I found out 


what the people would buy . . 
and why. 


Any intelligent man can write 
copy if he knows ALL about the 
product, believes in it with all 
his heart and feels that there is 
an honest idea behind it. Yet, it 
is only one important link in the 
chain which anchors that product 
to success, 


Take the automobile business, 
which I know something about. 
More than 2,500 names have dis- 
appeared from the roster since I 
started to promote the Rambler. 
Now you may count the real sur- 
vivors on the fingers of both hands. 

a * * 


Five Periods 


. new product, every new 
industry, every new business, 
including advertising, must pass 
through five periods: Engineering 
or planning, production, merchan- 
dising, auditing and service. And 
that last word is the LAST WORD. 

Many companies failed during 
the engineering period because 

the art was new. Constant 
changes forbade economy in pro- 
duction, increased the cost be- 
yond the possibilities of volume 
sales. 

In the second or production 
period, standardization was ap- 
proached and the _ production 
man, schooled in volume, ab- 
horred changes. 

Production increased 60 percent 
each year until the dealers found 
they couldn’t merchandise the 
second-hand trades fast enough to 
take all the new cars the factories 
could build-—-again, the law of 
diminishing returns. 

Third, the merchandising period. 
All expedients to maintain volume 
were tried. Price cuts? There was 
no bottom to that one, and each 
cut forecast another. 

Fourth, the Auditing period when 
the checkup came. 

Only a few companies may sur- 
vive and prosper in each field. The 
healthiest will qualify for survival 
through having served their 
customers or clients well. There’s 
no law of diminishing returns 


which applies to customer service. 








mes 
Trailmobile Contest— 


A series of state safety contests now 
being conducted by the American Truck- 
ing Assns. finds the active support of 


SoS ime 


Trailmobile, Inc., Cincinnati. John V. Law- 
rence (right), managing director of ATA, 
is shown receiving from Marshall N. Terry, 
Trailmobile advertising director, a framed 
poster outlining the scope of the contests. 
Winners will receive prizes from Trail- 
mobile. 
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New L-M Dealership Launched at Dallas— 


J. A. Treadaway, president of Treadaway Motors, Inc., newly appointed Lincoln- 
Mercury dealership at Dallas, signs his sales agreement in the office of J. F. Giles 
jr., L-M district sales manager. Looking on are (from left) F. R. Hodges, assistant 
district sales manager; Giles, and Ted D. Treadaway, son of the dealer. 


Wondering how used-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 
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AUTOMOTIVE WASHINGTON 


ODM Outlines Policies 
On Materials Control 


By William Ullman 


Washington Correspondent 


HER: in brief, is the basic policy on the control of mate- 
rials and facilities under authority now vested in the 
Office of Defense Mobilization, with Dr. Arthur S. Flemming 


as the executive head: 


1. Controls on the distribution and use of materials and 


facilities shall be limited to@———— 


defense priorities and the al-| 
location of scarce and critical | 
items essential to defense. 

2. Controls on the distribution 
and use of materials and facilities 
shall be used to accomplish the 
completion of defense programs on 
schedule, and the protection of the 
civilian economy from unnecessary 
dislocation and hardship. 

3. The regular allocation of steel, 
copper and aluminum shall be con- | 
fined to programs certified by the | 








William Uliman 


Atomic Energy 
Commission and 
approved by the 
Director of the 
Office of Defense 
Mobilization. Pri- 
ority shall be giv- 
en contracts for 
materials other 
than steel, copper 
and aluminum as 
needed for the di- 
rect support of 
approved military 


Department of Defense or the| and atomic energy programs. Other 
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American Brakeblok Test Trucks 
course daily. Under all conditions of load the 
lining is put through every possible test —per- 
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PROFILE OF AMERICAN BRAKEBLOK TEST ROUTE NO. 1 
ON U. S. 30 FROM LAUREL SUMMIT TO BOTTOM OF GRANDVIEW. 


best brake lining for you 


On this track... today’s brake linings 


formance, fade, recovery, moisture sensitivity, 


wear, glaze, and maximum heat resistance. Accu- 


rate instrumentation records test data for inter- 
pretation by our research staff. 

The mountains of Pennsylvania were selected 
because of their sharp grades, long descents, hair- 


pin curves and dangerous intersections, giving 


the best opportunity for testing brake lining 


through a wide range of operating conditions. 





THE SAFETY BRAKE LINING 








| 1200 
1000 


25 25.5 
MILES 


are perfected—tomorrow’s proven... for 


maximum safety, performance and life. 


Copyright 1953, American Brake Shoe Company 


AMERICAN BRAKEBLOK DIVISION 


DETROIT 9, MICHIGAN 


Plants in: Detroit, Michigan; Winchester, Virginia; Lindsay, Ontario; Git, France 


| uses of materials and facilities shall 

be controlled only where necessary 
|to accomplish military and atomic 
| energy programs or to avoid dislo- 


| cation and hardship in the civilian 
economy. 


4. The distribution of steel, cop- 
| per and aluminum for military and 
| atomic energy programs shall as- 
}sure that supplies are available to 
|those programs on tirme and in 
| proper quantity; that the demands 
|of these programs shall be distrib- 
uted among suppliers on a generally 
fair and equitable basis, and that 
allotments are not made in excess 
of actual current requirements. 
* * * 


Tax Break Proposed 


i ie House Ways and Means 
Committee last week received 
two proposals from business or- 
ganizations for giving individual 
income-tax payers a better break 
They would: 


1. Give greater attention to the 
principle of allowing individuals to 
average their incomes over a 
reasonable period of years for tax 
purposes, 


2. Provide a_ substantial credit 
for earned net income, as differ- 
entiated from other income, be- 
cause of personal activity or ex- 
ertion to get it. 


In a letter to the committee 
covering proposed revisions of 
the Internal Revenue Code, the 
U. 8. Chamber of Commerce said 
it is imperative to give regard 
to some general concept of in- 
come averaging for individuals 
under a highly progressive in- 

| come tax predicated on the 
single idea of “ability to pay.” 

The chamber said that a married 

;Mman with two children who earns 
| $10,000 in one year and then be- 
comes unemployed for a year has 
no greater tax paying canacity than 
|the man who earns $5,000 in each 
|of the years. 


| “Despite this,” the brief said, 








“the man earning his $10,000 in 
one year would pay $1,527.60 in 
tax, while his neighbor would have 
to pay a total of $932.40. 


* * * 


South of the Border 


| OTING that Central America is 
| the main obstacle, the Inter- 
;national Road Federation last 
| week reviewed the Pan American 
Highway situation as of July 1. 
According to IRF, bottlenecks 
in the Pan American Highway 
| exist in Guatemala, Costa Rica, 
| 
| 





Panama and Ecuador. Mexico, 
with three primary highway links 

to the United States, has com- 

pleted its Pan American system 

without outside assistance, It is 
| Paved to within 100 miles of 
| Guatemala. 

But for a 25-mile gap in northern 
Guatemala, through traffic on the 
highway would be possible as far 
south as Costa Rica. The road is 
open in the remainder of Guate- 
mala, and in El Salvador, Honduras 
|; and Nicaragua, although large seg- 
| ments of it are dirt or gravel. 

* nd 7 


How to Keep Track 


"@FECIAL Days, Weeks and 
Months,” a booklet formerly 
issued annually by the Department 
of Commerce to keep business firms 
informed on important calendar 
events, is to be produced hence- 
forth by the U. S. Chamber of 
Commerce. 

The 1954 edition is expected to 
be ready for distribution early 
in November. There was no 
1953 issue. The switch is in line 
with the Government’s policy of 
relinquishing those activities 
which private organizations are 
willing and equipped to handle. 
The compilation lists about 400 

leading business promotion events, 
legal holidays, religious days and 
other special occasions observed in 
the U. S. 

It is designed to help business- 
men coordinate their advertising 
and promotional plans with nation- 
al celebrations. It is of interest to 
retailers, wholesalers, manufactur- 
ers, advertising agencies and ad- 
vertising departments of all media. 


Paper on Molybdenum 


GREENWICH, Conn. — Alpha 
| Corp., 179 Hamilton Ave., Green- 
| wich, announces that reprints of 
|}a technival paper on “Properties 
}and Uses of Pure Molybdenum 
| Disulphide as a Lubricant” are now 
| available without charge. 
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Backshop 


...+ by Jack Weed 





7 oo automotive industry has 
fallen flat on its face on one of 
the most important long-range pro- 
grams that face it. 

We, as an industry, have sat back 
on our haunches and let other lines 
of business take the young fellows 
with a high scholastic record and 
a bent for mechanics, and have 
done practically nothing about it. 

I don’t mean to be disparaging 
about the time, effort and miles 
that such farsighted men as 
Merle St. Aubin and Paul Mac- 
Donald, of General Motors have 
invested in trying to get some 
action. 

It seems too bad that, regardless 
of how good or farsighted a factory 
service manager may be, he gets 
practically nowhere on a program 
that depends upon dealer coopera- 
tion, unless he has the full and 
unqualified support of the home 
office, region, zone and _ district 
managers. 

In the main, the support that 
dealers have given manpower de- 
velopment has been very meagre. 
Here and there a dealer has 
thought enough of the long-range 
aspect of his business to take the 
time and effort it takes to bring 
an inexperienced boy into his or- 
ganization and make a top ranking, 
loyal employe out of him, 

+ * * 


With a Vengeance 
ERLE and Paul first called the 
attention of the need of the in- 
dustry to develop its own men back 
in 1947 with a booklet, entitled 
“Opportunities in the Automobile 


‘“*No Sell’’ 


June was the third month in 
a row when average items per 
repair order in franchised dealer 
service shops across the nation 
were not above— 


1.25 


items per ticket. 





Starting back in January when 
items per R.O. reached an all- 
time low of 1.12 LP.R.O., the 
figures obtained from an analysis 
of over 1,500,000 repair orders per 
month, shows a definite lack of 
selling the customer on needed 
services. 

—Figures courtesy of John Wolf Co. 





Business.” They followed this in 
1949 with a booklet that got wide- 
spread circulation — “Automotive 
Jobs in Your Town, U.S.A.” 

A few dealers took heed of these 
booklets and the talks these two 
men gave on the subject, and gave 
the development of their own men 
a try. Some who had the proper 
qualifications did a good job and 
have continued to bring fresh 
young fellows into their organiza- 
tions. 

Others thought all that was 
necessary was to hire some boys 
and put them to work with little 
or no supervision or no planned 
program. After sweeping floors 
and hustling cars without learn- 
ing a trade, the boys got dis- 
couraged and quit. 

The need for bringing fresh man- 
power into the industry is with us 
today with a vengeance. We lack 
sorely in practically every job 
classification at the retail level. 

Particularly are dealers crying 
because of the dire shortage of 
men capable of doing used vehicle 
reconditioning. 

We also lack mechanics, service 
salesmen who can sell needed serv- 
ice, car and truck salesmen who 


|Shortage of Shop Help Solved on Local Level . . . 


25 





Service Management 





Dealers Train 


LTHOUGH little is being done;an agreed salary and keep the boy 
on an industry-wide basis which | away from flat rate help. Thus, the 
promises immediate results in| boy gets no bad ideas from the so- 
bringing badly needed manpower | called “fast boys” in the shop who 
into dealer shops, some notable) slide through operations. 
progress is being achieved on a| The Detroit and Cincinnati Ford 
local scale by farsighted individual | and L-M dealer groups believe 
dealers. | they are making progress in two 
Charles Freed, Freed Motor Co. directions—training their own me- 
(DeSoto - Plymouth), Salt Lake | chanics and bringing new blood 
City, hasn’t gone outside his or- | into the retail automotive picture. 
ganization for a mechanic in sev- In Cincinnati, the dealers have 
en years. Freed trains his own. _ entered into a cooperative program 
| Freed says a dealer must devote) with local vocational schools. They 
a good deal of time to the effort if|take students from automotive 
|he hopes to be successful in train-| courses and put them in their deal- 
|ing capable mechanics. And, he em-| erships on a work-study basis. 
| phasizes, the dealer should set up| Each dealer takes two boys, so 
a definite time limit in which to) that while one is working the other 
determine whether or not the boy | can be in school, and vice versa, 
is going to work out satisfactorily.| giving the dealer one boy on the 
| (For more details, see story on this| job at all times. 
| page.) + 


| ES * * j 
| FORD and Lincoln-Mercury deal-| 
er groups in Detroit and Cin- 
|cinnati have developed a pattern 
| over three years’ of experience that 
| promises to be successful in keep-| 
| ing apprentice mechanics from) 
|leaving a sponsoring dealer before 
'they have had a chance to prove | 
their worth. 
| Detroit and Cincinnati Ford and 
| L-M dealers concentrate on bring- | 
| ing boys into their organizations | 
with the proper indoctrination. 
| First, the dealer talks with a boy 


* * 


AST year, 34 boys enrolled in the 
Ford and L-M Cincinnati coop 





Specialization Is Used 


By Mabel Harmer 


Staff Correspondent 
ALT LAKE CITY.—Freed Motor 
Co. (DeSoto-Plymouth), has de- 


Freed’s Mechanic Plan 


will work at the job, parts men who | personally. He not only trys to sell 


will take an interest in their work the boy on the opportunity to be) 
and young fellows coming along to| found in the dealership, but also| 
become service managers and parts | sets a time limit for when the boy| 


department heads. 
* 4 


fe Ed 
Off the Hoist ie 
EALERS, who have taken an| A FURTHER part 
active and honest interest in trination is the dealer’s insist- 
developing their own manpower, | ence that the boy bring his parents 
have demonstrated beyond all doubt in, so that they, too, can get some 
that it can be done. insight into the kind of career the 
To site a few examples: I know a| boy is embarking upon. : 
Chevrolet dealer in Michigan who| It has been found that this pre- 
took a group of disabled ex-service |Cludes any misunderstanding on 
men several years ago and did such | the part of the boy or his parents 


|can expect to get some kind of 


| advancement. 
+ 


of the indoc-| 


a fine job of fitting them into his 
organization that today they are 


running a 2,500-car franchise for | 


him in another city. Another De- 
troit dealer has a general manager, 


who came out of his shop, and a| 
truck sales manager who came off | 


his lubrication hoist. 

Many more dealers would get 
into the swing and try to develop 
young fellows for their own or- 
ganizations, I am sure, if they 
knew how to go about it properly. 
In another story on this page, we 
have brought into a brief outline a 
program that tells how other deal- 
ers are doing this important and 
profitable job. 

But we must warn all dealers, 

(Continued on Page 35, Col, 1) 


- Wheel Work Offers 


By Bernie Thomas 
Associate Editor 
Two of the most profitable serv- 
ices for sale in franchised 
dealerships today are wheel balanc- 
ing and wheel alignment. 

They go hand in hand with 
each other, and the properly 
equipped dealer’s potential for 
such work, according to merchan- 
dising experts, is limited only by 
the amount of merchandising ef- 
fort he is willing to put forth. 

The motoring public’s need for 
Wheel balancing and alignment is 
cited by many surveys to be no 
less than 20 percent of all the cars 
on the road. Some surveys list 30 
Percent as a more accurate figure. 

* ” t 

OWEVER, the axiom that 

“service is sold —not bought” 


apparently will never be more true 
than when it is applied to getting 
wheel alignment and balancing jobs 
into a dealer’s shop. 

According to manufacturers of 
wheel alignment and balancing 
equipment, dealers should con- 
centrate on two principal sales 
appeals—safety and economy. 

And, as regards the safety ap- 
peal, it is said to be the experience 
of most successful dealers that it 
is often easiest to sell wheel align- 
ment and balancing on the basis of 
pocketbock arguments, 

x x * 

HE pocketbook argument is said 

to be best in most cases because 

almost every kind of steering 
trouble, if let go long enough, shows 
up in easy-to-see tire wear. 

A dealer who will get his serv- 


as to what the boy can expect from} 


| the dealer. 

It also lets the parents know 
that their son is starting on some- 
thing more than just a job, that 
he is there to learn a business, 


| the limit of his ability. 
| Getting back to Freed, the Salt 
Lake City dealer usually starts his 
boys on new-car preparation, grad- 
|uates them to warranty work, and 
from there to used-car recondition- 
ing. It is on used-car reconditioning 
| that a boy’s special ability will 
come out. 
* * * 

BY KEEPING a boy on internal 

work during his indoctrination 
period, a dealer can keep him on 








and that progress awaits him to | 


veloped an outstanding system of 


* * * 








Charles C. Freed, owner of Freed Motor 
Co. (DeSoto-Plymouth), Salt Lake City, is 
licking the manpower shortage by giving 
inexperienced youths a six-month training 
in auto mechanics. 





Big Field for Profit 


ice personnel into the habit of 
examining the tires on every car 
that comes into his shop is bound 
to sell a lot of wheel balancing 
and alignment jobs, 

Some dealers go a step further 
and have their men jot down the 
license numbers of cars parked on 
the street which show excessive tire 
wear. 

Selling wheel alignment or 
balancing to a car owner usually 
involves educating him about the 


need for it, and only the truth will | 


do. He should be told that his car’s 
capability of attaining speed on a 





New Products 
Page 40 





j|highway is just as dependent on 
| steering as on engine performance. 
* * * 
NY driver who reaches a certain 
speed on the highway and feels 
| his car beginning to vibrate usually 
has reached a point beyond which 
|/common sense tells him he should 
jnot go. 

But if he is an average motorist, 
he usually figures that the vibration 
is peculiar to his make of car, and 
he often lets the whole problem go 
at that. 

However, in a majority of cases, 
what has developed is a case of 
| front-end trouble that a properly 
equipped dealer could easily cor- 
| rect. The dealer’s selling job in- 
| volves convincing the driver that 


it is misalignment or unbalance 
(Continued on Page 39, Col. 1) 





Easing Manpower Shortage— 


Crews 


program. Seventeen are still with 
their dealers. 

It reportedly has been found, on 
the basis of experience gained by 
| Ford and L-M dealers in both De- 
troit and Cincinnati, that when a 
boy fails to stay with a dealer, it 
is more often the dealer’s fault 
than the boy’s. 

William Walton, of the Ford di- 
vision region, supervises the De- 
troit program, and he, along with 
the heads of the Detroit Ford 
and L-M dealer bodies, is making 
every effort to eliminate condi- 
tions that have caused boys to 
leave dealerships in the past. 


A total of 22 boys was graduated 
|out of an intensive one-week train- 
|ing course in the first year of the 
Detroit program. For a variety of 
reasons, only nine of the boys were 
| hired by dealers. However, four are 
(Continued on Page 34, Col. 1) 


| 









to Speed Development 


Of Youngsters in Shop 


training inexperienced youths into 
specialized mechanics. 

The program was developed 
seven years ago to meet the per- 
ennial mechanic shortage. 
Charles C. Freed, head of the firm 
and first vice-president of NADA, 

points out that it takes years to 
develop an all-round mechanic, but 
that a youth with aptitude and 
some background in a dealership 
can be trained in a specialized oper- 
ation in six months or so. 
* * * 

A= the system was developed 

with the idea in mind that this 
is an age of specialization. 

The company begins by adver- 
tising for young men who have 
had some service experience, such 
as lubricating cars and other gen- 
eral work as may be done in an 
ordinary service station. 

Before an applicant is accepted, 
his background is gone over care- 
fully. Furthermore, if he doesn’t 
show definite ability within a rea- 
sonable time after he starts work, 
he is weeded out so that neither his, 
nor the company’s time, is wasted. 

oe * ~ 


HE boys — usually high - school 
graduates — start their training 
in the company’s new-car condi- 
tioning department, where cars are 
serviced before delivery to custom- 
ers. Here they perform warranty 
service—the 1,000 - to - 3,000 - mile 
checkup on new cars. They work 
under skilled mechanics and are 
instructed in repair of new cars as 
the various problems come up. 

They spend an average of two 
years in the new-car department 
and, at the end of that apprentice- 
ship, are promoted to mechanical 
jebs, such as brake work, motor 
tuneup, wheel alignment, etc., ac- 
cording to their individual abilities. 

By the time they are moved 
into the regular service depart- 
ment, these lads are capable of 
doing a highly specialized opera- 
tion. Once trained, they perform 
practically the same operation day 
in and day out and within six 
months will usually prove to be 
topnotch mechanics. They operate 
on a flat-rate incentive compen- 
sation plan, 

Because of the opportunities of- 
| fered, the company has no difficulty 
attracting young men of excellent 
mechanical ability into the organi- 
zation. The plan has been in oper- 
ation seven years now and the boys 
| thus trained make up 25 percent of 
| the mechanical force. 
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Brothers Still Put Emphasis on Service .. . 


Ex-Mechaniecs Click as Dealers 


By Byron L, Troyer 
Staff Correspondent 

KALAMAZOO, Mich.—When two 
mechanics named Jerry and Jake 
DeNooyer went into the automobile 
business on June 1, 1926, by paying 
$2,000 for the service department of 
Barnhart Motor Sales, Battle 
Creek, Mich., there was little indi- 
cation that six Michigan and In- 
diana sales dealerships would grow 
out of this venture. But that’s what 
happened. 

Today, the ideas of the two} 
brothers are put into practice all 
over the U. S. among Chevrolet 
dealers and others. Operations in 
their service departments and in 
employe relations have become) 
models. 

The brothers act as instructors 
in alternate classes at the Chev- | 
rolet service school for dealers’ | 
sons. They also have been mem- | 
bers of the Chevrolet dealers’ 
planning council and the General 
Motors dealers’ council group for 
medium-sized cities. 
The most unusual facet of their| 
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In testing laboratory or manufacturing plant, 


business, though, likely is that their 
men leave to start their own 
dealerships. Why? 

“Every automobile man wants to 
own his own dealership,” says 
Jerry DeNooyer. “It makes better 
personnel in every department 
when the workers know that they 
can start as a mechanic, a sales- 
man or apprentice and work their 
way up, with the eventual prospect 
of owning their own firm.” 

It helps the firm maintain the 
excellence of its service department 
and its reconditioning program| 
which have been all-important in a| 
sound sales record. As an example 


of how it pays off, the DeNooyer | Satisfied with DeNooyer service, 


Chevrolet dealers in Battle Creek | 


Schultz Joins Cramer 
George F. Schultz, formerly dis- | 
trict manager for Chevrolet in the | 
Buffalo Zone, has been named | 
general manager of Cramer Chev- | 
rolet Sales, Cambridge Spring, Pa.,| 
according to Milvin Cramer, presi- | 
dent. 
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Hyatt’s facilities are second to none. Continued 


research in methods and materials, and exacting 


inspection with the finest in modern equipment, has 


made the Hyatt name a synonym for “highest 


quality.” That’s why Hyatt Roller Bearings are so 


widely used in car, truck and bus applications. 


Automotive design engineers know that Hyatt 


bearings have been “performance-proved” for 


smoother, trouble-free operation and longer life. 


Hyatt Bearings Division, General Motors 


Corporation, Harrison, N. J. and Detroit, Michigan. 


and Kalamazoo find their service 
departments absorbing 82 percent 
of the fixed costs. 

The service the firm gives after 
a car is sold is credited by the 
brothers with having a_lion’s 
share with their outstanding 
record in sales of both new and 
used cars. 


In the DeNooyer sales program, 


each man is expected to make 10) 


calls on owners per day. The list 
of previous buyers and service de- 
partment customers provide most 
of the leads for new sales. 


Do you like your car? Do you feel 


work? Are you interested in a new 


| 


| you had your 1,000-mile inspection? | 
These are the leading questions|selesmen. The Battle Creek sales 





Keeping Check on Progress— 

Robert DeNooyer (left) looks over the shoulder of his father, Jerry, together with his 
. | car? Do you know anyone else who | uncle, Jake, while they inspect the daily master control record of DeNooyer Brothers, 
| might be ready to buy a car? Have | Inc., at Kalamazoo, Mich. 


that salesmen have been trained to| figures are very nearly the same. 


use on these calls. 


Do they produce results? Well, in| 


May, 1953, the DeNooyer Brothers 
firm in Kalamazoo moved 110 new 
cars and 130 used cars with 12 


for 
Hyatt 





Service goes so far that every 
employe is pledged to go to the 
aid of any car bearing the 
DeNooyer emblem if he should 





FACILITIES... 


reasons 


leadership! 





Aivarr moun BEARINGS 


see it stranded on the road at 





any time of the day or night. 
The customer is told this when 
he buys his car. There are more 
than 100 employes in each of the 
Battle Creek and Kalamazoo 
dealerships. 


DeNooyer advertising stresses in- 
| spection and reconditioning of its 
used cars. This work is practically 
all done in the firm’s own shops 
and the Battle Creek deal just this 
| year completed a new $90,000 build- 
|ing expressly for reconditioning. 
|Each tradein is turned over im- 
|'mediately to a supervisor who 
|drives it, checks 50 different me- 
|chanical points on the used-car 
inspection guide and makes out 
work orders for whatever repairs 
| are indicated. 


From their start in the service 
department, Jerry and Jake bought 
out the Oldsmobile business of the 
firm with which they were associ- 
ated in 1927. In 1932, they took on 
the Chevrolet franchise as well as 
the original Battle Creek deal. 
Later they purchased Calhoun Auto 
Parts Co. and operated it for used- 
car salvage. A third partner oper- 
ates it for them and owns a third 
interest bought through a profit- 
sharing plan. 


The Battle Creek firm was op- 
erated with Jerry as head of 
| sales and Jake as head of the 
service department. However, in 
1943, they bought Brophy Chevro- 
let Sales Co. in Kalamazoo and 
Jerry became operator of this 
store, while Jake manages De- 
Nooyer Brothers Co., of Battle 
Creek. 

Starting with 13 employes in Kal- 
amazoo, the working force has 
grown to more than 100 in 10 years, 
and most of the 13 original em- 
ployes are still on the payroll. Two 
left in 1949, however. They were 
E. W. Enyart, sales manager, and 
Cc. F. Battjes, treasurer, who 
started a new dealership in Elk- 
hart, Ind., known as the Enyart- 
Battjes Co. This they were able to 
| do through the financial aid of the 
| DeNooyer brothers, who loaned 
them half the capital. 

Two years ago, John DeNooyer, 
brother of the original founders, 
who had been their truck manager 
|in Battle Creek, formed a partner- 
ship with Wayne E. Way, to or- 
| ganize Way-DeNooyer Chevrolet 
|Co. in Coldwater, Mich. 

The Kalamazoo deal lost an- 
other sales manager last Febru- 
ary when Harold E. Beebe bought 
a Chevrolet-Buick firm at Middle- 
ville, Mich., after working for the 
DeNooyers for 10 years. 

On May 18, Robert DeNooyer, son 
|of Jerry, bought Decker Chevrolet 
Co. at Holland, Mich., with the help 
of his father and uncle. It now is 
known as Robert DeNooyer Chev- 
rolet, Inc. Another son, Gerald, is 
sales manager of the Kalamazoo 
store and a third, Lee, assistant 
service manager. 

The brothers always have oper- 
ated on the theory that well-paid, 
well-informed department heads 
will be the most efficient and keep 
the profit at the highest levels. 
They are trained to work in the 
closest cooperation for the general 
good of the concern. Monthly meet- 
ings of department heads help to 
correlate their work for the com- 
mon good of the owners and em- 
ployes. The first thing stressed at 
meetings is to take good care of 
the service department. 

The course for this is charted 
in a 28-page booklet, “Working 
Together at DeNooyers,” first 

(See DeNOOYERS, Page 35, Col. 1) 
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I ERE are some views on the 
used-car situation from men 
who have been observing it as pro- 
fessionals for many years. 

Martin Bury, president of Wilkie 

Buick in Philadelphia, says: 

“The dealers who will survive 
with a profit are those who ap- 
praise their cars on a wholesale 
basis, who shoot for a 15-day 
turnover, and who move their 30- 
day cars out of inventory on the 
30th day regardless of price. 
“We are not only back at the 

trading levels of 1939-41, but we are 
in an era where for every used car 
sold today we will acquire the mate 
to it a month or so later at $50 to 
$100 less than the wholesale valu- 
ation that exists now.” 

* * + | 


Selling Plan 
BERTRAM LEWIS, whose 

* opinion is valued by many 
dealers, offers a used-car selling | 
plan. In brief, it involves this: 

1. Responsibility for moving used 
ears vested in one man, be he the 
dealer or the used-car manager. 

2. A new-car selling effort di- 
rected toward owners of desirable 
used cars. 

3. A keen knowledge of the 
market. It is as necessary to 
know where to move “dogs” as it 
is desirable to take in popular 
models, 

4. An intelligence system of bird | 
dogs to keep leads flowing into the 
dealership. 

5. A speedy reconditioning system | 
backed by a friendly policy on} 
complaints. Never overlook the} 
value of word-of-mouth boosters. 

6. Effective display to make the 
cars look desirable. You must catch 
the eye before you can catch the 
purse. 

7. Used - car advertising — con- 
tinuous, attention-getting, truth- 
ful and motivating. 

8. Well-screened, well - coached 
salesmen—honorable, interested, re- 
sourceful and personally attractive. 
(Don’t misunderstand Lewis on 
“Attractive.” We’ve known homely | 
country boys who could sell rings | 
around the handsome lads.) 

. * * 


Used-Car Teamwork 


OST important is teamwork. | 
Lewis winds up with this ad- | 
vice: 

“A used-car selling system is a 
program that gives the whole 
organization an interest in pro- 
moting used-car business, sees to 
it that used-car owners and pros- 
pects are treated with courtesy and 
interest by every employe. 

“It is one that combines all 
known selling factors in a com- 
prehensive effort to trade used cars 
at a profit, or with a minimum of 
loss, and at a rate that keeps the 
situation always fluid, with no ac-| 
cumulation of used vehicles to im-| 
pede the sale of new cars and keep 
working capital tied up.” 

* ” + 





Clinic Plan 


DEALERS in Minneapolis re- | 
cently utilized a used-car clinic | 
plan to acquaint salesmen with the 
selling points of competitive makes. 

The idea was that the clinic | 
would help, say, the Dodge dealer | 
to move more expeditiously the 
used Hudsons taken in trade. 

Don Lawrence, of the Pennsyl- 
vania Oil Co., says that the idea 
was proposed by Douglas Schmel, | 
a K-F dealer. During one period, | 
Lawrence was selling cars for Hull- 
Dobbs in Minneapolis. 

He says he had difficulty on the 
used-car end until an old-timer 
suggested that he concentrate on 
the selling points of a couple of | 
the less popular makes. | 

After that, Lawrence said, he 
found it possible to get a good 
price on used cars of these makes. 

(The merit in this is pretty ob- 
vious. Popular makes are popular 
because the public has been sold 
on them, Fewer people understand 
the merits of the less popular cars, 
but with knowledge of product, a 
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By Bob Finlay 


used cars 
because their 
the used-car 


salesman will find these 


are easier to sell 
price is lower on 
market.) 

+ * a 


16 Host Dealers 


ss this background in mind, 
Lawrence decided to try to 
promote the clinic idea to new-car 
dealers to whom he was selling 
Pennzoil. 

Sixteen host dealers were selected | 
and invitations sent to all new and | 
used-car salesmen of new-ca 
dealers, as well as to the salesmen 
of independent used-car dealers. 

Meetings were timed to run an 
hour and 15 minutes, with three 






‘ 


| Fuller, Cashman Take South Gate Deal— 


While George E. Fuller signs the franchise transferring Enoch Chevrolet Co., South 
Gate, Calif., he is watched by (from left) Mrs. Barbara E. Fuller; Joe Steele, Chevrolet 
zone manager; George F. Cashman, Fuller's partner, and Mrs. Cashman. Fuller and 
Cashman purchased the interest of Ted Enoch. The partners will continue to operate 
the dealership under its old name. 

sales points of 1946 through 


current models. At the end the | value 


service manager told in simple | panies, local banks and oil com-| 
language of basic changes in | panies) were given to maintain 
engine, transmission, and so | interest. 


forth. Average attendance was about 75. 
Coffee and doughnuts were/}Cost to the host dealer worked out 


| and a few door prizes of $10 to $15} 
(supplied by finance com-| 


2% 


| ments, rental of chairs and a loud- 


| speaker system. 

Dealers who cooperated in the 
program were Hudson Minneapolis, 
|Malkerson Olds, Holt (Chrysler), 
Dependable (Dodge), Stephens 
Buick, A-B-C (DeSoto), Motor 
|Sales (Lincoln-Mercury), Down- 
|town Chevrolet, Kay (Packard), 

Minneapolis Nash, Warren Cadillac 
/and Minneapolis Willys. 





DeVilbiss Enlarges 


Atlanta Branch 


TOLEDO. — DeVilbiss Co. is en- 
larging its Atlanta branch office to 
|improve engineering service to in- 
| dustrial customers in the southeast, 
according to Henry M. Kidd, sales 
manager of the spray painting 
equipment division. 

The expansion will also permit 
better service and _ distribution, 
Kidd said, because of a larger in- 
| ventory. 





Benas Elected by Club 


George M. Benas, president of 
Hughes-French Motor Corp., Utica, 
N. Y., has been elected to the board 
of directors of the Automobile Club 





or four speakers explaining the | served at the end of the ‘Meetings, to _about $40, including Tefresh- of Utica and Central New York. 
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BOOSTER CONTROL HANDLE 
HAS SELF-SERVICING FEATURE 
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©Self-Servicing Kit 


No lost time—no need to send th 





few minutes . . . just use this kit. 


squeeze trigger several times to bu 
—to 12,000 Ibs. 
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The Aro Equipment Corporation, Bryan, Ohio 


Aro Du-All Control Handle. 
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Why is Packard the news-story 
of this automotive year? . . . Be- 
cause—never has any manufac- 
turer undertaken a program that 
has developed so much sponta- 
neous interest and resulted in so 
much action. Everywhere .. . 


PACKARD 


PACKARDS 


a ee 


throughout America . . . the word is—Packard Is Going Places! 
Packard is returning to its traditional position in the prestige, fine-car 
market with the magnificent new Packard . . . America’s new choice in 
fine cars. Packard is set to further strengthen its position in the medium- 
price field with the beautiful new Clipper. 
Packard’s New Program has been greeted with enthusiastic acclaim by 
its old dealers—who find their profit opportunities have taken on new 





CLIPPER 


life. New Packard dealers are pleased at the manner in which 
the acceptance trend has been so suddenly re-channeled 
to Packard. These things don’t just happen .. . not today! 

Packard’s decision to re-establish Packard in the fine-car 
field has been met with gratifying response by old and loyal 
Packard customers . . . friends who remember Packard as the 
national preference when more Packards were registered 


PACKARD MOTOR CAR COMPANY « DETROIT 32, MICHIGAN 


than any other fine car in every state in the Union. They 
welcome the return of Packard’s superb craftsmanship... 
for only Packard-built cars have Packard craftsmanship. 

And now, with the introduction of the luxurious New 
Packard and its companion car, the Clipper, Packard’s New 
Program offers progressive dealers their opportunity to 
move to the front. 





Who SELLS Them! 





Pisa «him hl a a 


Dealer 


| Louis D. Arkow, Inc., last week 
*® |opened its new Studebaker facili- 
| ties at 8325 S. Ashland Ave., Chi- 
cago. The fully equipped building 
replaces the location at 7727 S. 


Ashland Ave., which the dealer- 









~ |and his brother, H. D. Arkow, is 
secretary and treasurer. 


Two Shifts 
St. Paul Dealer Keeps 
16-Hour Shop 


Ford Dealer Lends Festival Support— |. Midway Chevrolet Co., St. Paul, 
|is operating its parts and service 


Frank M. Callahan, Wellsboro (Pa.) Ford dealer, was in the forefront of activity at | department on two full shifts start- 
the 12th Annual Pennsylvania State Laurel Festival in Wellsboro. The dealer provided | ing at 8 a.m. and continuing until 
new cars, a 1910 Ford, a tractor and a gaily decorated float for the festival parade midnight, Monday through Friday. 
and other events. In addition, the building is open 24 
eT hours a day so that pickup or de- 
liveries can be made at any hour, 
according to Harold Dokmo, gen- 


scholarships awarded to outstand- 
ing high school graduates. 
Known as Fordville Foundation | eral manager. 
Franklin-Overstreet & Co.) awards, the scholarships are pre-| “The management felt that the 
(Ford), of Swainsboro, Ga.,| sented for a combination of high | addition of the night shift would 
furnished funds for two $200} grades and student leadership. 


Franklin-Overstreet Gives 
Fordville Scholarships 





|ship occupied for four years. Louis | 
| D. Arkow is president, of the firm, | 


' better serve the car or truck owner|and creeds, will come from 41 in- 


AUTOMOTIVE NEWS, JULY 20, 1953 


Doings 


who might otherwise have essential 
equipment tied up during the day,” 
Dokmo said. 

“Night service is complete in 


every detail and equal to our regu- | 


lar day service,” he said. 
¥ * * 
Liquidation Sale 
A liquidation sale of the assets 
|of County Motors, Inc. (DeSoto- 
| Plymouth), of Baltimore, has been 
held at 8101 Fort Smallwood Rd., 


Baltimore. 
& + * 


Humanitarians 


Automobile Day Assn. to Host | 


Chicago Orphans 

| More than 5,000 orphans, handi- 
| capped children and aged folks will 
| be entertained at the 1953 Outing of 
|the Orphans Automobile Day Assn. 
Aug. 19 in Lincoln Park, Chicago, it 
jis announced by William N. Har- 
grove, president. This will be the 
149th annual outing. 

| The guests, representing all races 
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>@ New Fast Drying Combination 
requires NO EXTRA EQUIPMENT! 






~@ NO ANNOYING ORANGE PEEL! 


PER DAY! 


~@ ASK YOUR R-M JOBBER! 


5935 MILFORD AVENUE, DETROIT 10, MICHIGAN 





1244 N. LEMON STREET, ANAHEIM, CALIFORNIA 
In Canada: Standard Paint & Varnish Co., Ltd., Windsor, Ont. 


Manufacturers of passenger and commercial car lacquers, enamels, primers, surfacers, tinting colors, thinners, removers, rubbing compounds, etc. 





| stitutions in Chicago. Transpor 
| tation will be furnished by volun 
|teer drivers, and lunches and gift 
| will be provided through voluntar 
;contributions. Entertainment wil 
|be provided by television, radix 
| night club and stage performers. 
A special feature of the outin 
| will be the awarding of the Melvi: 
J. Adams Memorial Trophy to th 
| winning baseball team in the elimi 
| nation contest among nines repre 
senting various Chicago orpha 
homes. The trophy, presented by; 
| the family of the late Mel Adams, 
for many years Chicago corres- 
| pondent for AuToMmoTiveE News, will 
be held by the winning team as 
|many years as it is victorious. 
| The Orphans Automobile Day 
| Assn. is made up of “50 men with a 
hobby,” whose purpose is bringing 
| joy to children and old folks on 
an outing day. 

* * * 


Nash Firm Does It Again 


Not content with placing 
fourth nationally in Nash sales 
in April, Indianapolis Nash, Inc., 
342 E. Market St., Indianapolis, 
repeated this sales achievement 
in May. 


* * * 


Myers’ Iliness Closes 
Dealership Temporarily 


F. W. Myers Motor Co. (Chrysler- 
Plymouth), Frankfort, Kans., has 
been closed temporarily due to the 
illness of the owner. 

Myers expected to go to the Mayo 
Clinic in Rochester, Minn., for an 
examination. He started his auto 
business 22 years ago. 


Custom Contest 


Baltimore Dealer Draws 
3,000 to Display 
Archway Motors, Inc. (Ford), 
Baltimore, tied in a unique promo- 
tion with the 50th anniversary of 
Ford Motor Co. The dealership 
sponsored a contest for members 
of the Maryland Timing Assn., a 
group of “customized” car enthusi- 
| asts. 

The promotion, which lasted two 
| days, attracted about 3,000 specta- 
| tors, according to Lester LaPedus, 
vice-president and general manager 

of the dealership. 
| Twenty-three “customized” cars 





} 


were displayed in front of Arch- 
| way for a day. Judges were Thomas 
| Hughes, automobile editor of the 
| Baltimore News-Post and Sunday 
| American; Robert Mayall, of the 
Baltimore Evening Sun, and L. C. 
| Brock, manager of new-car sales 
for Ford’s Washington district. 

| The contest was divided into two 
| classes. The first, the sports road- 
ster class, was won by Charles 
Crowther. In the class for modi- 
|fied larger cars, Vic Martin was 
| the winner. 


| Sixty Fords to Transport 


| Governors at Seattle Parley 
| Sixty specially painted 1953 Ford 
sedans, gifts of Ford Motor Co. 
| will be used to furnish transporta- 
| tion for the nation’s governors 
when they hold their 45th annual 
conference in Seattle Aug. 2-6. 
| L. E. Titus, of Titus Motor Co. 
| (Ford), Tacoma, Wash., has been 
named state chairman of trans- 
| portation for the conference by 
| Gov. Arthur B. Langlie, conference 
| host. Titus has named a 11-man 
| committee to work with him. 


* * * 





Atlanta Dealer 
Switches Lot 
To Expressway 


A pioneering move from Atlanta's 

“Used-Car Row” has been made by 
| the city’s oldest Ford dealer with 
| the opening of a paved lot along- 
| side the expressway leading into 
| town, 

C. M. Daniel, president of the 37- 
year-old Beaudry, Inc., said th: 
move was made to meet the rapidly 
growing competition by neighbor- 
hood dealers. The new expresswa} 
had diverted much of the traffic 
to Atlanta’s prosperous north sid: 
and neighborhood dealers wer 
“catching customers before the: 
got downtown,” he said. 

The new lot will remain ope! 
from 8 a.m. to 9 p.m., Monda: 
through Saturday. The operation is 
headed by E. M. Holman, used-ca: 

(Continued on Page 31, Col, 1) 

















(Continued from Page 


manager, and R. S. Walters, used- 
trick manager, and has a staff of 
eight salesmen, Approximately 100 
vehicles will be carried in stock. 
Budget terms offer up to 24 
months for payment. 

* + 


Big Brother 
Carnegie Clubs Honor James 


For Youth Work 


William F, James, of James 
Chevrolet Co., St. Louis, who} 
founded and developed Boys Town 
of Missouri, has received this year’s 
Human Relations Citation of the 
Dale Carnegie Club International. | 

The presentation was made dur-| 
ing the founders’ dinner of the} 
fourth international convention of | 
Dale Carnegie Clubs in Kansas 
City. 

James, a member of the St. Louis 
Board of Children’s Guardians, was 
chosen for the work he has done to 
combate juvenile delinquency and 
rehabilitate youth. | 
* * 


* 


Burlingame Dealers Elect 


Tolan as New President 


George E. Tolan, of Rector 
Motor Co., is the new president 
of the Burlingame-San Mateo 
(Calif.) Motor Car Dealers Assn., 
succeeding T. R. Schuman, gen- 
eral manager of Smallcomb Mo- 
tors. 

Other officers are Robert Mac- | 
Bride, vice-president; Harry 
Mayer, treasurer, and Arch 


Carey, reelected secretary. 


* * | 


Walker-Durant Fete 
Walker-Durant Motor Co. (Ford), | 
Augusta, Ga., celebrated the golden | 
anniversary of Ford Motor Co. with | 
an all-day open house in its show- | 
room on Broad St. 
Mayor Hugh Hamilton and Mrs. | 
Hamilton presided at a cake-cut- | 
ting ceremony. Stewart Walker,| 
dealership executive, accepted oon | 
gratulations from community 
leaders. | 
* x * | 


Estes Wins Presidency 
Of Detroit Sales Club 


The Detroit Sales Executives) 
Club has elected Herb Estes, Ford | 
dealer of Ann Arbor, as president} 

. for the 1953-54 
year, 

Other officers 
elected were: 
First vice - presi- 
dent, W. E. Mor- 
gan, sales and 
marketing vice- 
president of Bur- 
roughs Corp.; 
second vice-presi- 
dent, D. C. Craw-| 





ford, vice - presi-| 
H. Estes dent of Crawford | 
Door Co.; secretary, A. A. Beste, 


director of fuel sales for Koenig} 
Coal & Supply Co., and treasurer, 
F,. U. Webster, owner of Webster 
Advertising Agency. 

* cg * 


Dealers’ Group in Idaho 


Elects Hanigan President 

Bob Hanigan, Payette, Ida., has 
been elected president of the 
Payette - Weiser Automobile 
Dealers Assn. Other new officers 
are Steve Edwards, Weiser, vice- 
president, and J. V. Chamberlin 
jr, Weiser, secretary. Hanigan 
succeeds Herman Evans, Payette. 

* of cd 


Bates Schedules Exhibits 


At Illinois State Fair 


Bates Chevrolet Co., Springfield, 
Ill., will display cars and trucks at 
the 1953 Illinois State Fair Aug. 
14-23. Bates is the only auto dealer- 
ship among 49 local firms listed as 
having exhibits. 

* 





* * 


Keller-Koch Takes Over 


Chrysler-Plymouth Deal 

Mike Welsh, Inc. (Chrysler-Plym- 
outh), Birmingham, Mich., has been | 
replaced by a new firm, Keller- | 
Koch, Inc. 

Partners in the new dealership 
are R. W. Keller and Victor C. 
Koch, Keller is a son of K. T. Kel- 
ler, chairman of Chrysler Corp. The 
younger Keller, since the war, has | 
been a manufacturer’s agent in De- | 
troit and a partner in a machine | 


30) 


shop manufacturing auto com- 
ponents. Koch, for the past three 
years, has been a dairy manager. 


Ex-Austin Service Official 
Starts Conn. Dealership 

E. G. King, who formerly was 
service manager in the New York 
offices of Austin Motor Co., Ltd. 
(England), now is a dealer handling 
British-made cars in Danbury, 
Conn. 

Located on Lower South St. 
King’s dealership, known as King 
Motors, has been franchised for 


| Austin, MG and Morris. 


Wray Honored by Ford 


For 41 Years as Dealer 


George D. Wray, of Shreveport, 
La., was honored by Ford Motor 


in New Orleans as the oldest Ford 
dealer in the Louisiana-Mississippi- 
Alabama district. 

Wray, who began his dealership 
activities in Shreveport 41 years 


| went to Thompson as leading salesman in the contest, which covered the May 1-June 
| 30 period. 


Co. at its 50th anniversary Motor | 





of Mosby-Mack Motor Co. (Ford), 
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Savidge's Top Salesmen Receive Trophies— 

Winners in a “Gold Cup Sweepstakes'’ new-car selling contest conducted by S. L. 
Savidge, Inc. (Dodge-Plymouth), Seattle, were these five salesmen from left: Matt 
Rudolf, Guy Thompson, Esko Kuusela, Jim Arrighi and Norm Lacy. The biggest cup 





ago, was cited for distinguished 
service in the dealership field. 
* * ” 


Topeka, Kans., has purchased A. L. 
Short Motors (Ford), Arkansas 
City, Kans. Associated with Innis 
in the Arkansas City dealership 
are H. H. Mack, president of 
Mosby-Mack Motor Co., Topeka, 
and Willard Noller, vice-president. | 


Innis Buys Ford Firm 


Hal Innis, general sales manager 
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50% More Jobs Per Drum 


under U.S. Patent 2393774, 
uniformity, controlled quality. N 


—no troublesome “‘blobs’’. . . 


lost time due to lost pressure. 


jobs—you save man-hours and 


Made and guaronteed by 


LION OIL" 


EL DORADO 





FREE: Details on how to 


undercoating profit. 
LION OIL COMPANY, El D 
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with LION NOKORODE. 





FLASH-A-CALL 
STH HH) 


offers you 


UU COPA ittele lari) 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that nrust be 
taken. Train your entire 
shop personnel, guarantee 
to increase your customer 
paid labor sales or you owe 
us nothing. As manufac- 
turers, we offer you direct, 
equipment designed for 
this purpose alone, havin 
the highest known standar 
of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
—— goes beyond the 
req ents of all major 
factories. Write us today 
and we will arrange an ap- 
ent with a man that 
will not waste your time. 


FLASH-A-CALL 
SERVICE CONTROL SYSTEM, 


1112 South Wabash Avenue 
Dept. AN-54, Chicago 5, Illinois 





More 


Profit on your 
UNDERCOATING JOBS 





UNDER-CAR SEALER AND SILENCER 


Nokorode is concentrated —no excess solvent. 
You spray Nokorode to %” thickness—and it 
dries to almost 6”. It’s made entirely by Lion 


assuring controlled 
okorode goes 50% 


farther, yet costs no more than ordinary under- 
coatings. That means 50% more profit for you. 


Easier Application ...Lower Labor Cost 
# Nokorode is uniform for smooth application 


flows freely, per- 


mitting steady pressure in the gun. There’s no 


Nokorode is stable, made of highly compatible 
materials—won’t separate in storage, won’t clog 
guns or hoses. You avoid unnecessary clean-up 


money. 
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Tomorrows best sellers wont profit you now - 
but - 


The SEATS of the future are here! 
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Airfoam—T. M. The Goodyear Tire & Rubber Company, Akron, OP 


We think you'll like 
THE GOODYEAR TELEVISION PLAYHOUSE 
every other Sunday—NBC TV Network 
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OME-DAY-MAYBE’s” no longer fill order 

books—but AIRFOAM cushioned seats like 

that at left are selling cars in all price ranges 
right NOW! 


Selling BIG because such rich, luxurious styling 
is new to the popular-price field. 


Selling BIG because motorists want the last 
word in comfort. 


They want AIRFOAM in greater depth, they 


ONCE, ONLY FOR LUXURY CARS — 
NOW A SALES AID FOR ANY CAR! 


Deeply sculptured biscuit 
tufting such as this was 
once too costly for any but 
custom jobs. 


Today, AIRFOAM tech- 
niques and design-engi- 
neering have made it 
economically practical for 
cars in all price ranges — 
could help you sell any 
model on your floor! 








want it front and rear, they want it in seats, 
backs and arms—and they want the advanced 
styling that AIRFOAM is pioneering! 


What’s more, they’re getting it—on a mass- 
production, mass-cost basis made possible by 
AIRFOAM engineering. 


Are they getting it from you? 


Goodyear, Automotive Products Department, 
Akron 16, Ohio. 


AIRFOAM SELLS CARS IN MANY WAYS— 


e The only type cushioning with 
over half a million air cushions 
to each cubic inch, AIRFOAM “‘air- 
conditions” the ride—stays cool, 
fresh, inviting. 

e AIRFOAM’s deep luxury and 
gentle “‘uplift’’ make any car 
seem smoother-rolling, better 
ballasted. 


e A one-piece cushioning mate- 
rial, AIRFOAM holds its smart 
lines for the life of the car— 
protects upholstery fabrics — 
increases trade-in value. 





MORE AIRFOAM IN YOUR LINE— MEANS MORE NAMES ON THE DOTTED LINE! 


 GOODFSYEAR 
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Shortage of Personnel Solved on Local Level .. . 





Dealers Train Own Shop Crews 


(Continued from Page 25) 
still with the dealer they started 


out with. 


* * 


* 
UT at least seven of the boys 
were lost to other employers, 

for the most part because dealers 


didn’t take enough time to see that | 


they were properly oriented. The 
rest were either too young to work, 
entered military service or decided 
to continue their educations. 
Another 22 boys were gradu- 
ated out of the Detroit program 
in 1952, and of these four are 
still with their original dealer, 


and the dealers are reported en- 
thusiastic about their services. 
Nine of the boys couldn’t go to 
work for dealers for various rea- 
sons, but is estimated that at 
least three were lost to other em- 
ployers. 

This year’s Detroit Ford and L-M 
dealer program yielded 47 gradu- 
ates, and to prevent losses to other 
employers several things have been 
done. 

First, the dealers have set up an 
|apprenticeship period of 30 weeks. | 
| During that time the boy is given | 
|the opportunity to acquire a tool | 


Handle this like 


MUSKEGON “UNITIZED” 
STEEL OIL CONTROL RINGS 


Here’s a multiple-piece oil control piston ring that 
offers all the handling and installation speed and 
ease of a one-piece ring. It’s Muskegon’s new, ex- 
clusive ‘“‘UNITIZED” piston ring with rails and 
pre-assembled . . 


spacer... 
TOGETHER! 


You can dangle it from your finger—the com- 
ponents will not separate—not until the ring is in 


the engine! 


Think of the time-saving 


duction line and Service Shop installation. 


Because it’s “unitized,”’ 


there’s no fumbling with 


. and BONDED 


benefits for both Pro- 


the components—it can be inserted like a one- 
piece ring, it’s always correctly assembled assuring 
right order, and it can be compressed like a one- 
piece ring! Yes, sir! Whether it’s handling or in- 
stallation, nothing can equal the time-saving and 


convenience advantages of this ring. 


Factory Approved and 


Piston Ring Sets by Muskegon are available 
only from Factory Service Departments and 


Factory Engineered 


other authorized service outlets. 











CSR-200 with fully chrome 
plated edges assuring double to 
triple ring life. 
and non-clogging design. 
CSR-100 without chrome edges. 
Quick seating—reduces drag to 
minimum—spacer well vented for 
free oil flow. 


AVAILABLE WITH OR 
WITHOUT CHROME 


kit for payment of $5 a week, or 
a total of $150. The tool kit is worth 
$284 retail. 


* * x 


F THE boy stays with the dealer 

30 weeks he gets the tools. If 
not, any money applied to the tools 
is refunded him. 

The Detroit dealers think a talk 
with the boy’s parents most im- 
portant. They believe boys have 
been lost in the past for a few- 
cents-an-hour, simply because the 
parents did not understand what 
the boy was doing. 

Dealer experience 


in Detroit 


has been that some boys often 
turn out to be better salesmen 
than mechanics, and that the me- 
chanical knowledge they acquire 
during their apprenticeship makes 
them good salesmen. 

One Detroit dealer’s general man- 
ager came out of his service de- 
partment. Moreover, his truck sales 
manager graduated from the lubri- 


cation hoist. 
* 


* e 


T IS THE consensus of Detroit 

Ford and L-M dealers that any 
dealer can develop his own me- 
chanics if the boys are brought 
into the dealership under the prop- 
er circumstances, and are carefully 
supervised thereafter. 


However, it should be remem-| 
| bered, _that a training program 





BONDING AGENT DISAPPEARS 
DURING ENGINE RUN 


Muskegon uses a special, bonding adhesive 
that dissolves completely in the hot engine 
oil during the first engine run. The pieces 
are then free to perform as they should. 


Self cleaning 


Muskegon 


expander. 








“UNITIZED” Oil Control Ring 
consists of: spacer, two rails and heavy duty 








responsi- 
| bility on the dealer as on the boy. 
In these days, the field of au- 
tomobile mechanics does not rate 
too high in the arena of job op- 


places as much, or more, 


portunities. Too many boys have 
the picture of a “grease monkey” 
in their minds, and too few realize 
the money a good man can earn 
in an automobile dealership. 


But to attract boys away from 
aviation, radio, television and other 
activities, a dealer must do more 
than just offer a boy a job and then 
forget him. 

He must sell the boy on the op- 
portunities that may be ahead, and 
then keep the boy sold. 


‘Happy Customers 
[Bring g Others to 
‘Shop, Forum Told 


LOS ANGELES. - ‘Selling 
Through Serving” was the topic of 
a service forum held under the 
auspices of Nu Orm Plans, Inc., 
and conducted by Hank Lotz, 
former service manager of Nash 
and now connected with Nu Orm. 


Lotz pointed out that there was 
a great deal of service volume and 
profit in the $2% billion parts and 
accessories sales and $1,715,000,000 
service labor which the motorists 
of this country spent in 1952. Con- 
servative estimates, he said, indi- 
cate that these figures will increase 
by 12 percent this year. 

Lotz said service work should be 
aimed at giving the customer full 
satisfaction and creating goodwill 
and confidence. Make your custom- 
er an enthusiastic customer, was 
Lotz’s closing advice, so he will tell 
others about you, your service and 
your aren. 


Ft. Wayne Jobbers 


Start Finance Plan 


FORT WAYNE, Ind.—Nine in- 
dependent automotive parts jobbers 
here have organized the Fort 
Wayne Certified Automotive Serv- 
jice Assn., providing a financing 
'plan for franchised dealers on 
parts and services which can be 
passed along to dealers’ customers. 

Covered by the financing plan 
are automotive parts, all types of 
service work and automotive 





| supplies. 
| Officials announced the plan 
| would cover Fort Wayne and 


dealers in a 35-mile radius of the 
| city. Participating jobbers include 
|R. M. Kaough Co., S. & B. Auto 
| Service, Associated Tires, Inc., Gib- 
;}son Co., Ridge Co., Central Motors, 
|Ine., Mattes Brothers, Motor Parts 
& Equipment Co., and Mossman- 
| Yarnelle Co. 


Wholesalers Celebrate 
| HOUSTON.—The Houston Whole- 
| sale Automobile Dealers Assn. cele- 
| brated its 20th anniversary with a 
| banquet. Established in 1933 with 
1/15 members, the association now 


includes 50 wholesalers. 








Test Track Groundwork— 


An engineer checks soil density in the 
sub-base of the 4.7-mile test track at the 
Chrysler Corp. proving grounds near 
Chelsea, Mich. The density of the soil 
must conform to rigid specifications to 
give maximum support to the concrete 
which will soon be poured. The pavement 
will be laid so that within any given foot 
there will be no bumps or hollows greater 
than one-sixteenth of an inch. Construction 
is expected to be completed this fall. 





Backshop 
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who go into the program of de-| 
veloping their own men from can- | 
dijiates from outside of the in-| 
dustry, that as much or more} 
r. sponsibility for the successful re- | 
sults of their efforts falls on the} 
dealer as it does on the young fel- 
lows brought into the dealership. 


Sell the Future 
| EALERS must realize that the 
industry has let the public 
think of a mechanic as a “grease | 
monkey” and that working on the 
repair of cars does not hold the 
allure that it did some years ago. | 
To attract the high type 
fellows this industry so sorely needs 
in the service and sales depart- 
ments of the dealers, every effort 
should be made to sell the future 
to the young fellow that applies 
himself and endeavors to learn all 
angles of the business. 

However, to get relief from the 
current manpower shortage, dealers 
should also watch each young fel- 
low he takes into his employ to 
determine as early as possible what | 
the boy’s natural ability runs to. 

By doing this, he can more | 

quickly shift the boy to learning 
one particular operation that he 
likes to do and thus make a spe- 
cialist out of him. This gives the 
dealer added manpower in the | 
quickest possible time, 

Some of the Detroit dealers, who | 
are taking the vocational school | 
graduates this year, plan not only 
to give the boy the kit of tools that | 
is furnished him when he goes to 
work for the dealer but to return | 
the money that has been deducted | 
from the boy’s pay during the 30- | 
week indoctrination period. 

By this time, they hope to have 
established what line of work the 
boy can do best and will suggest | 
to the boy that he take this money 
that he has earned and go to a 
specialized school to learn all he 
ean about that particular type of 
work. 

Thus, if the boy goes to one of 
the schools run by many of the 
shop equipment manufacturers or 
a trade school, he has the feeling 
of pride that comes with having 
supplied his own money to further 


his position in business. 
* 





Building Loyalty 


ROVIDING such an incentive to 

the boy should also make for 
goodwill and loyalty to the dealer 
who made the program possible, if 
the dealer has taken sufficient in- 
terest in the boy as he progressed 
in his indoctrination period and has 
counseled him as he progressed. 

The problem of bringing young 
fellows inito this industry should be 
of interest not only to the dealers 
but to everyone who has an interest 
in the industry, even to the stock- 
hclders of the various manufactur- 
ing plants and to the owners of 
automotive vehicles. 

The very lifeblood of this most 
important transportation indus- 
try depends upon efficient and 
economical maintenance of its ve- 





DeNooyers 


(Continued te Page 26) 


brought out in 1948. It has be- 
come a model for many similar 
ones in the industry and requests 
for copies have come from all 
over the world, including India 
and Switzerland. 

The concluding paragraph is 
headed, “Helping to Keep Custom- 
ers Satisfied.” It reads: “Whether 
or not we deal with customers di- 
rectly, each of us has opportunities 
to help maintain customer goodwill. 
For instance, because of your con- 
nection with this company, you 
might have a complaint brought} 
to you by a friend or acquaintance. | 
If you are satisfied that the com-| 
plaint has merit, refer the indi- 
vidual first of all to the manager | 
of the sales or service department. 
If this does not result satisfactor- | 
ily, you should refer the customer | 
to the general manager. 

“To be first in service—you must | 
put service first,” the booklet fur- 
ther explains. | 

To this day, the DeNooyers have | 
not lost sight of its importance in} 
car sales. Nor have they failed to 
realize the importance of employes 
in making both sales and profits 


young | - 


hicles. If engineers continue to 
design improvements into our ve- 
hicles that are beyond the ability 
of our present servicemen to keep 
in economic operation, if the 
growth of automotive vehicles on 
the highways continues to be 
greater than the repair and main- 
tenance facilities and manpower 
for them, then every one will 
suffer. 


When this manpower fails, 
unconceivable 
will be able to design a machine | 
that will automatically diagnose the | 
ills of the vehicle, or a “push but- 


MANUFACTURERS and RETAILERS 
COAST TO COAST TIE-UP WITH 
BOLTAFLEX SEAT COVER FESTIVAL! 


5b, 79's 


| 
j 


j}area in 





ton” operation that will repair them 
without the aid and guidance of a 
trained mechanic. 

No one 
the dealer whe badly 
and has been trying to 
men from other dealers. 


needs men 
“pirate” 


entious service manager, who is be- 
ing driven goofy trying to take care 
of a doubled car population in his 
practically the same 
amount of space and about the 
same manpower he had at the end 


|of the war. 


| 
| 


it is | 
that any engineer |and 


Nor does any one realize the dire 
need for new blood in maintenance 
repair end of the business 


|than the dealer and service man- | 
ager who appreciate the illwill and| because he has mechanics in ‘tis work to > get more dollars by ¢ turn- 


“comebacks” 


STILL TIME TO TIE-IN AS 
MOTORISTS DRESS UP CAR INTERIORS 


IN THE BIGGEST promotion of its kind ever launched, 


Bolta of Lawrence, Mass., 


leading manufacturer of auto- 


motive plastic sheeting, has developed a program enabling 
seat cover manufacturers and dealers to successfully tap 
the vast sales potential of the automotive industry’s 
number-one accessory — auto seat covers. 


Taking full advantage of the motorist’s natural desire 


knows this better than | 


No one} 
knows this better than the consci- | 


Feeeeseeeesesanesesesaecyg 


to “‘dress up”’ the interior of his car in the Spring, Bolta 
timed the Festival to break in the period when retailers 
are making their biggest sales. The impact of this promo- 
tion is making motorists more conscious than ever before 
of seat cover beauty for their cars. 


Bolta Offers Free Promotion Kits 


Feeling that this is still a vast untapped potential of 
the seat cover market, Bolta has applied the proven 






ppbhabbbshhbhbhe 


Latta ylor hare Seat Cover 
festival = 


Abb babe bbbad 









Diess Up Your Car. a 


wane ova mane wn 


Bolla fer 


smart - washable - regged 


ALL YOURS — FOR FREE! The most complete promotion kit 
ever designed for the seat cover industry. Have you ordered yours? 














LOOK US UP AT THE CONRAD HILTON HOTEL 


... the name that identifies 
the most complete line of quality automotive plastics 


Nash Buyers Redeem an Old Friend— 


Cliff Shaffer (left), Nash dealer in Meadville, Pa., gave Mr. and Mrs. 





L. W. See a 


tradein allowance on their 1929 Nash when they bought a new Rambler Country 
Club. A few days later, however, See repurchased the antique model for sentimental 
reasons, and _Plans to keep it. 





that he must absorb, | employ 


who are slighting their|ing out jobs half done. 


0 retail promotion kits mailed out to date 





WINDOW WONDERLAND promises new interior beauty for 
vacation-bound cars. More sales begin in the window than anywhere 
else! Dress up yours today! 


formula of any successful promotion: skillful merchandis- 
ing and careful timing. 

Merchandising kits containing window streamers, 
Festival pennants, display cards and other promotional 
material supplied free of charge by Bolta, are being put 
to work in local retail outlets from Maine to California. 
Seat cover manufacturers, jobbers, retailers and trim 
shops have been quick to take advantage of the biggest 
seat cover promotion ever developed in the industry. 

Bolta officials are so overwhelmed at the success of the 
Festival that they plan to make it an annual event. 


Have You Tied In? 


If not, fill out and mail in the coupon at once. Don’t 
miss out on the sales to be made from the Boltaflex Auto 
Seat Cover Festival — the first and only promotion of its 
kind ever organized. 


BOLTA, Box 550, Lawrence, Massachusetts 


. Festival promotion materials right away. 


DURING THE AUTOMOTIVE ACCESSORIES EXPOSITION, CHICAGO 


Time is short! Please send me the Boltaflex Seat Cover 


ME So 1 Pye ea ee ES od a ig tee ate 
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Los Angeles District Ford Dealers Honored— 


Nine Los Angeles district Ford dealerships have received special Five-Year Awards 
for their continuous records of achievement as Four-Letter Award dealers since 1947. 
From left in front row are E. R. Lindt, Ben Barclay, Harry Fortner, George Fortner, 
P. H. Johnston and Maurice Buerge. Back row: Arthur S. Hatch, western regional sales 
manager; Les Kelley; A. B. Cornforth; H. H. Hageman; Howard Cook; Charles Cook; 
A. W. Carey, and Walter J. Cooper, Los Angeles district sales manager. Absent was 
Ray Sachs, Globe Ariz., the only Arizona Ford dealer to qualify for five consecutive 
years. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


1 





Auto Personnel 


Owens-Illinois’ department of 
personnel administration, succeeds 
S. J. McGiveran whose new assign- 


ment will be announced later. 
* * * 


; 
Lewis K. Silleox, vice - chairman | west coast district sales supervisor | Wright, Folsom Shifted 


of the board of New York Air 


jand L. 


C. Buckmaster has been 


Brake Co., has been nominated for|named Santa Clara branch super- 
1954 president of the American So- | visor. 


ciety of Mechanical Engineers. 

Sillcox heads a slate which in- 
cludes five regional vice-presidents 
and two directors-at-large. As the 
nominating committee presents 
only one name for each office, 
nomination is tantamount to elec- 
tion. . s 

+” 


GMAC Names Webb 


Ray B. Webb has been named as- 
sistant manager of the Los Angeles 
branch of General Motors Accept- 
ance Corp. He succeeds H, G. En- 
gomar, who recently was appointed 
manager of the new GMAC branch 
at Van Nuys, Calif. 

* * 


* 


DeVilbiss Names Bohon, 


Dayton and Buckmaster 


D. L. Bohon has been named west 
coast manager of DeVilbiss Co. and 
will assume charge of all coast 
operations. 

J. W. Dayton has been appointed 


Industrial Engineering Head 
Named by Warner Brake 


Charles Modersohn has been 
named chief engineer for the in- 
dustrial division of Warner Elec- 
tric Brake & Clutch Co., Beloit, 
Wis. He formerly was head of the 
firm’s electronic controls division. 

Modersohn joined the Warner 
organization in 1951 as a member 
of the engineering staff. He will 
be responsible for the engineer- 
ing of electric brakes and clutches 
for industrial machinery. 

* * * 


Owens-Illinois Ups Mulford 


To Manager of Subsidiary 


R, H. Mulford, a vice-president 
of Owens-Illinois Glass Co., Toledo, 
has been elected vice-president and 
general manager of Kimble Glass 
Co., a subsidiary. 

Mulford, formerly director of 





“Our Paint Shop volume 
keeps two DeVILBISS 
Spray Booths busy” _~ 


Two hundred paint jobs a month! 


body shop, reports, “Our two De- 





“Doc’’ Walters, 
Body Shop Foreman 


Twenty-five cars refinished! That’s 
the kind of volume the Jordan 
Buick Company, Grand Rapids, 
Michigan, handles in their 
DeVilbiss Paint Shop. 

It’s a highly profitable operation, 
too. Only 6 out of 37 service 
employees are in the bump and 
paint shop, yet they account for 
35% of total labor sales. It’s an- 
other case where this department 
carries a major share of service 
absorption. 


“Doc” Walters, foreman in the 


Jordan Buick Company, Grand Rapids, Michigan Painter John Williams prefers DeVilbiss spray guns 


Vilbiss spray booths are a ‘must.’ 
We turn out high quality jobs fast. 
Dust or dirt are never a problem. 
The lighting is excellent. And our 
booths passed the city fire inspec- 
tor’s rigid requirements with flying 
colors.” 


Art Jordan of Jordan Buick has 
definite proof of the profit potential 
in car refinishing. He promotes their 
facilities on radio, in newspapers 
and by direct mail, knowing their 
DeVilbiss Paint Shop can handle 
the large volume with ease. 





THE DEVILBISS COMPANY, Toledo, Ohio 


Windsor, Ontario ¢ 


London, England ¢ 
Branch Offices and Distributors in Principal Cities Throughout the United States, Canada and the World 


Santa Clara, Calif. 


If you have the same hard-hit- 
ting outlook, but lack the equip- 
ment needed to realize full profit 
possibilities, call your DeVilbiss 
jobber now for immediate help. 
He'll give you all the information 
you need on DeVilbiss spray booths, 
spray equipment, air compressors, 
drying ovens, hose and connections. 
He can help you plan your paint 
shop, too. His name and number 
are in the Yellow Pages of your 
phone book. 









Hose and 
Connections 


Spray Booths 


FOR BETTER SERVICE, BUY 


DeEVILBISS 











By Ford Division 

L. D. Crusoe, general manager of 
the Ford division, has announced 
the appointment of James 0. 
Wright as assistant general 
purchasing agent. 

W. A. Folsom was appointed to 
succeed Wright as assistant general 
manufacturing manager. He also 
was made a member of the di- 
vision’s operating committee. Fol- 
som formerly was manufacturing 
standards manager. 

* * 


Ford Promotes Four Aides 
In Charlotte (N. C.) District 


Four managerial promotions in 
the Charlotte sales district of the 
Ford division, have been an- 
nounced by J. S, Snyder, district 
sales manager. 

R. B. Kinsey, special field man- 
ager in the Charlotte district, has 
been promoted to car sales de- 
partment manager in the di- 
vision’s southeast region in Ches- 
ter, Pa.; W. P. Benton jr., car 
sales department manager, has 
been appointed special field man- 
ager of the Charlotte district; J. 
M. Paxton, business management 
department manager, has been 
promoted to car sales department 
manager, and H. H. Pharr, dis- 
trict field manager, has been 
named business management de- 


partment manager. 
* ~ . 


Ulrich Named Vice-President 


Of American Trust Co. 


Stanley D. Ulrich has been named 
a vice-president of American Trust 
Co., San Francisco. 

Ulrich, who began his banking 
career with American Trust in 
1929, has been identified with the 
bank’s automobile contract activity 
continuously since 1935, He was 
named assistant vice-president and 
manager of the automobile contract 
division in 1947. 

* * * 


Detroit Diesel Changes 
Lineup of Field Staff 

The Detroit Diesel Engine di- 
vision of General Motors has an- 
nounced reassignment of several of 
its field sales and service personnel. 

A. W. Anderson, formerly factory 
sales representative to Detroit 
Diesel distributors in the New 
Orleans sales zone, has been trans- 
ferred to the Los Angeles area in 
a similar capacity. He is succeeded 
by Ralph Pontius, former factory 
service representative in the New 
Orleans territory. 

Stanley Pillsbury, formerly with 
Detroit Diesel’s service training ac- 
tivity, has been assigned to the post 
vacated by Pontius. 

Charles Howell, former Los An- 
geles area sales representative, has 
been transferred to the Tulsa 
(Okla.) sales office as assistant to 
A. F. Campbell, manager of engine 
sales to the petroleum industry. 
Howell succeeds E. J. vanDyk, who 
has been transferred to the home 
office in Detroit as a sales engi- 


neering consultant. 
x * - 


Kennedy Succeeds Boyle 


As Permite Sales Chief 


Appointment of Scott M. Ken- 
nedy as director of sales of the 
Permite automotive service division 
of Aluminum Industries, Inc., Cin- 
cinnati, has been announced by 
John W. Craig, president. 

Kennedy succeeds James J. Boyle, 
who has resigned to become gen- 
eral sales manager of the automo- 
tive replacement parts division of 
Zollner Machine Works, Fort 
Wayne, Ind. Prior to joining Alu- 
minum Industries, Kennedy was 
general sales manager of Chanslor 
& Lyon Co., San Francisco parts 
distributor. 

* * * 


Line Heads New Department 
Of Ford Engineering Staff 
Ford Motor Co.’s_ engineering 
staff has created a new department 
to take over some of the engineer- 
ing functions formerly handled by 
personnel of the Ford International 
division, according to Earle S. Mac- 
Pherson, engineering vice-president. 
The new unit has been desig- 
nated the overseas engineering de- 
partment and is headed by James 
(Continued on Page 37, Col. 1) 
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A. Line, former assistant manager | 
of the engineering staff’s adminis- | 
trative services department. 
+ + © 
Warner Heads Regional Sales | 


For Corrulux in Midwest 


Loring V. Warner has been 
named regional sales manager of | 
the Corrulux division of Libbey-| 
Owens-Ford Glass Co. for the mid- 
western states, with offices in Chi-| 
cago, according to George D. Jef- 
ferson, general sales manager of 
the division. 

Warner previously had operated 
his own sales offices in Chicago 
representing a number of com- 


panies, among them Corrulux. 
* * * 


Ahlberg Bearing Promotes 


Schutte, Staerk and Davis 


Appointment of R. L, Schutte as 
sales manager, P. H. Staerk as ad- 
vertising manager and J. E. Davis 
as assistant treasurer have been) 
announced by F. O. Burkholder, | 
president of Ahlberg Bearing Co., 
Chicago. | 

Schutte formerly was assistant 
sales manager, and Davis was chief | 
accountant. 

Staerk, formerly manager of in- 
dustrial sales and a member of the 
advertising committee, will con- 
tinue in industrial sales work in 
addition to supervising promotion | 
under the newly created position | 
of advertising manager. 

. * * | 
Kar-Rug Rep. Chosen 


Wooster Rubber Co. has an-| 
nounced the appointment of James | 
H. Blinn Co., Denver, as a regional | 
representative for its automotive | 
division, which manufactures the | 
Rubbermaid Kar-Rug. Harlan V. | 
Meyer, also of Denver, who hereto- | 
fore had acted as representative for | 
both the automotive division and | 
the housewares division, will con- | 
tinue to represent the latter di- 
vision. 





* * * 

General Petroleum Names 
ve ve } 
Simpson and Giske 

Appointment of Jack A. Simpson | 
and Ragnar Giske as district sales | 
managers for General Petroleum | 
Corp.’s marketing department has 
been announced by Baxter F. Ball, | 
Sales Manager. 

Giske will be Seattle district sales 
manager, replacing Simpson, who 


moves to San Francisco. 
as ze oa 


Redmond Announces 


Four Appointments 


Redmond Co., Inc., Owosso, Mich., 
has appointed Glen L, R,. Baum-| 
hardt director of purchases. 

Harvey B. Wilgus has been pro- 
moted to general sales manager of 
the induction motor division. Annas 
Laurent has been named division 
manager of special products and 
A. G, Braley has been appointed 
general staff assistant to James W. 


Tweedy, general manager. 
= ” * 





Magnecord Selects Hines 


As Director of Sales 


Appointment of John William 
Hines as director of sales of Magne- 
cord, Inc., Chicago, manufacturer 
of tape recording equipment, is an- 
nounced by Armin P. Buetow, ex- 
ecutive vice-president. 

Hines formerly was sales engi- 
neer for Magnecord and, more re- 
cently, midwest sales manager for 
Erico Products. He replaces C. G. 


Barker, who resigned. 
8 *¢ 


Nash Promotes Five Aides 
At Milwaukee Body Division 


Five promotions at Nash’s Mil- 
waukee body division have been 
announced by R, A. DeVlieg, 
manufacturing vice-president of 
Nash-Kelvinator Corp. 

J. A. Riedl, formerly assistant 
plant manager at the body di- 
vision, has been assigned to the | 
staff of B. A. Chapman, manager | 
of production, with headquarters | 
in Detroit. 

E. G. Trester, assistant plant 
manager in charge of aircraft 
engine activities in Milwaukee, 
succeeds Riedl. 

A. W. Pearson, previously mas- 
ter mechanic at the Milwaukee 
plant, becomes general superin- 








tendent in charge of aircraft 
engine activities; W. H. Jerstad, 
formerly product engineer at the 
body division, assumes similar 
duties at the company’s Kenosha 
(Wis.) plant, and E, C. Vollrath, 
formerly assistant product engi- 
neer, succeeds Jerstad. 
* » * 


AC Shifts Dunkle 
Appointment of Andrew J. Dun- 


kle as director of works standards | 
for the AC Spark Plug division of | 


General Motors is announced by 
George Mann jr., general manager. 
Dunkle succeeds John Schonveld, 
who has retired after 27 years 


service with AC. Dunkle formerly | 


was assigned to the general man- 


ager’s staff on expense control 
+ * * 


Rodgers Appointed Chairman 
For Truck Owners’ Parley 








Radio Station Wins Rambler— 


W. O. Davis jr. (left), sales manager of Davis Nash, Inc., Charleston, W. Va., pre- 


sents the keys of a Nash Rambler station wagon to Ted McKay (center), promotion 


manager for Radio Station WKNA. The station was awarded the car for its work in 


promoting the Red Cross blood program. WKNA competed with 365 radio stations 
and 75 television stations. Looking on is W. O. Davis sr., general manager of the 
Nash dealership. The contest was sponsored by Ralston Purina Co., St. Louis. 





A. B. Gorman, president, has an-| Truck Owners, will serve as chair- 


nounced that R. B. Rodgers, 
Standard Oil Co., of Indiana and 


of 





man of the program and arrange- 


ments committee for the council's 





tional Council of Private Motor, Hilton Hotel in Chicago Jan. 28-29, 


1954. 
Z. C. R. Hansen, of Diamond T 
Motor Car Co., will serve as vice- 


central vice-president of the Na-'15th annual meeting at the Conrad| chairman. Other members of the 
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have already appeared 
in just 12 of 1953 


More Association advertisements appeared in more 
magazines during the first six months of 1953 than 
were used during the entire 12 months of 
the 1952 program. And that’s only the beginning. 


During the last half of this year, 105 million more ads 
will keep right on telling motorists to... 


ASK tor a brand of 







AULA IE 


PENNSYLVANIA GRADE 
CRUDE OIL ASSOCIATION 
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Motor Oj 


Oil City, Pennsylvania 
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tection, 


Motor 






CRUDE O11 
Oil City, 


you bought! 


Heavy TRAFFIC means 
stop-and-go driving; the 
open road means speed. Both 
kinds of driving are tough on 


your engine. For extra pro- 
100% Pure Pennsylvania 


Nature’s finest crude oil. 


ASK tor a brand of 
100% Pure 
MUL NAL UIT| 


PENNSYLVANIA GRADE 
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committee are O. A. Brouer, Swift 
& Co.; M. E, Cowden, Purity Bak- 
eries Corp.; A. H. Kreuder, Wilson 
& Co.; H. O. Mathews, Armour & 
|Co.; W. H. Ott jr., Kraft Foods Co., 
and G. H. Sibley, Jewel Tea Co., all 
of Chicago. 


* + * 


2 Regional Chiefs Chosen 
For A. O. Smith Division 


Selection of two principal regional 
managers within the liquefied gas 
products division of A. O. Smith 
Corp. is announced by George E. 
Kemper, division manager. 

Frank Row, former LPG sales 
coordinator operating at the Hous- 
ton works, has been named 
southern regional manager with 
headquarters at Houston. J. P. Par- 
ker, formerly manager of the rural 
sales division, will manage the 
northern region from Chicago. 

* * * 


Nu Orm Plans Appoints 


5 District Managers 

Nu Orm Plans, Inc., has added 
the following district managers to 
its staff: 

Jud Smith, Rex Bloodhart, Lou 
Alford, Gene Trago and Lynn E. 
Gebhardt. 








switch to a brand of 


Oil, made from 
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Pennsylvania 











Rambling Around— 


Neva Jane Langley, ‘Miss America,” at- 
tended the National Junior Chamber of 
Commerce convention in Minneapolis last 
month. Her appearance was sponsored by 
Nash and the Georgia Junior Chamber of 
Commerce. in a 

The AUTOMOTIVE NEWS ALMANAC is 


a year-round friend. Use it often for statis- 
tics, buyer | SaeOe bese and personnel data. 
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Lawsuits Affecting Dealers .. . 
eee ere laeseeyeeeaeeessc 


Court Decisions 


By Leo T. Parker 
Attorney at Law 
XONSIDERABLE discussion has 
A arisen from time to time over 
the legal question: “Is an insurance 
company liable for payment of the 
value of an automobile, under a 


| given the 


theft policy, where a prospective | 
purchaser defrauds an automobile | 


dealer, and drives off with the auto- 


mobile, by permission of the 
dealer?” 
According to a late higher 


court decision, the answer is yes. 
In Alamo Casualty Co. v. Harkins, 
252 S. W. 
showed facts, as follows: One 
Clarke went into a dealership and 
purchased an auto. She gave the 
dealer a check for $100.00 drawn on 
the City National Bank. 


The dealer took a purchaser's 


asked permission to drive the car | 
while arrangements were being 
| made to finance the balance due. 


at $25,000, from which she received 
monthly rentals of $450 to $500. She 
did not take the auto at that time. 
The $100 check which she had 
dealer as a deposit was 
honored and paid. 

* + * 


Checks Dishonored 


ATER Clarke returned to the 
4 dealer and gave him additional 


checks drawn on local banks and | 


| bank 


1953 


The checks were dishonored by the | 
drawn | 


on which they were 
and Clarke disappeared 
auto. 

In subsequent litigation, the 
higher court held that Clarke 
was guilty of “theft” of the auto 
and the insurance company must 
pay the value of the auto to the 
dealer, 

The court said: 


“It follows, we 


think, that the title to the automo- | 
bile in question did not pass out of | 


appellee (dealer) 
session of the car was secured by 
Clarke by a false 
induced appellee to part with pos- 
session of the car.” 

For comparison, see Hesbrook v. 
State 194 S. W. (2d) 260, 261. This 
| court held: 
llaw of this State that a false pre- 


and that pos- 


| The dealer gave her this permission. |text is necessary to constitute the 


(2d) 1014, the testimony | 


Life-Time Adds Plant 


NEW BRAUNFELS, Tex.—Life- 


Time Battery Corp. of America has 


|announced the opening of a new 


statement from her concerning her | 


residence, her credit references and | distribution 
She | sota, Nebraska, Iowa, Illinois, In- 


other similar information. 


stated that she owned an apart-| 
in California, valued | gan. 


ment house 


plant in Des Moines. It will manu- 


facture Span-O-Life batteries for} 


in Wisconsin, Minne-| 


diana, Missouri, Kansas and Michi- 


|242 S. Ww. 





| Creme of a by ae pretext.” 


* 


| Theft Policy Good 


a again, see Bomar v. Insurers 
Indemnity and Insurance Co., 
(2d) 160. Here an auto 
was covered by an insurance policy 
which included (broad form) theft 


coverage. 


A prospective purchaser told 
the dealer that he had made 





Impress your customers with the jet black color, 


high gloss and deep luster of DULUX Black enamel. 


Here’s a profit-making tip with real beef behind it: Besides giv- 
ing “customer satisfaction,” Du Pont DULUX Black saves 


you both time and money! 


You save time because DULUX flows on easily, dries quickly 


. . keeps over-all jobs moving out of the shop fast. 


DULUX saves you money, too. It deposits a maximum 
amount of solids to give a far higher build. You need less paint 
to give customers a durable finish. Car dealers like DULUX 
Black because it is economical to use and brings better prices 
for used cars. So cash in on the extra business and profits 
DULUX Black can bring your way. 
Call your Du Pont jobber today! 


806. us. par off 


BETTER THINGS FOR BETTER LIVING... 


E. I. du Pont de Nemours & Co. (Inc.), 
Refinish Sales, Wilmington, Delaware. 


TIME AND 


$3005 aLack 


THROUGH CHEMISTRY 


MONEY!” 


“IT'S NO BULL! 
DULUX BLACK SAVES YOU 





Du Pont Refinishing Materials 


CHEMICALLY ENGINEERED TO DO THE JOB BETTER 


with the} 


pretext which | 


“It is now the settled | 


} 
| 


| 
| 








In Bigg 


| City 





arrangements with a bank where- 
by a check given the dealer for 
the purchase price of the auto 


would be paid when the title 
cleared with the State Highway 
Department. 

The dealer gave the purchaser 


| permission to drive the auto in the 
meantime. Later it was discovered 
that the bank refused payment on 
the check, and the purchaser could 
not be located at the address given. 
He had absconded with the auto. 

In subsequent litigation the 
higher court held that the auto 
was “stolen” and that the insurance 
company must pay to the insured 
dealer the full value of the insured 


auto. 
a 


Richmond Dealer Upheld 
In Multiple-Tax Suit 


RICHMOND, Va.—The contention 


| of a combination used and new-car 
| firm that it was taxed by the City 


of Richmond through an erroneous 
tax assessment has been upheld by 
Judge M. Ray Doubles, of Hustings 
Court, Part II. 

The South Richmond jurist 
ordered the City to make a refund 
of approximately $800 to Lynn 
Pontiac, Inc., a Richmond new and 
used-car firm since 1928. 


The firm moved its used-car sales 
in 1951 to a different location on 
Hull St. across the street from its 


| original site, where it continued its 


new-car operations. Later, in an- 
other expansion move, part of the 
used-car sales operation was moved 
to another Hull St. site. 

As a result of these moves, the 
taxed the firm’s new-car 
business as a merchant and levied 
separate taxes against each of the 
used-car Spano. 


Auto-Lite Battery 
est Year, 


Jobbers Are Told 


NEW YORK.—AIll present indi- 
cations point to 1953 as the biggest 


|year in the history of Auto-Lite 


;program 





Battery Corp., according to W. E. 


| Blank, sales manager. 


Addressing a regional sales con- 
vention here, Blank told 500 auto- 
motive jobbers and jobber sales- 
men from eight eastern states that 
“last year was the best year in re- 
placement volume the corporation 
ever had, and so far we are run- 
ning well ahead of the 1952 figures.” 

Blank said, however, that condi- 
tions today made it necessary for 
salesmen to employ streamlined 
techniques. 

“Present tougher competition re- 
quires new and practical sales 
equipment that can be handled in 


| a short time and yet tell your com- 


plete story,” he said. “Our new sales 
material for 1953, for example, 
takes four minutes to present to 


|}a dealer.” 


Blank introduced Auto-Lite’s new 
“Sellerama” campaign, an incentive 
in which points are 
awarded for various types of bat- 
tery sales, with a wide selection of 
premiums ranging from deep- 
freezes and living-room suites to 
hunting rifles and camping equip- 
ment. The program is based on a 
new nine-point plan to increase 
sales. 


The New York meeting was the 


first of a series of regional sessions 


held in major cities last month. 


Majors Promoted 
By General Tire 


AKRON.—Appointment of M. E. 
Majors as national manager of au- 
tomobile dealer sales was announced 
last week by A. R. 
Carr, manager of 
automobile tire 
sales of General 
Tire & Rubber Co. 

Majors, a Gen- 
eral Tire employe 
for 29 years, was 
midwest regional 
manager of auto- 
mobile dealer 
sales before re- 
ceiving his new 
post. M. E. Majors 

Formerly General Tire’s distribu- 
tor in Kansas City and St. Louis, 
Majors will headquarter in Akron. 








The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


, 
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ifth of Cars Deemed in Need of Service ... 


Wheel Work Offers Big Potential 


to be back when he 
other services as the 
|equipped to give him. 





(Continued from Page 25) needs such 


dealer 


ing worn king pins and bushings. 
But, in most cases, all the owner 


which is causing his tire wear at 4 c . 
needs is a minor adjustment, 


high speeds—problems simple for 


the dealer to solve. When the latter is true, the| In the final analysis, selling wheel 
\ taboo in selling wheel balancing | CUStomer will be happy, and the alignment and wheel balancing 

or wheel alignment is the use of | 4¢@ler_can usually depend on him | pojls down to the problems in- | 

technical terms, Only engineers can | r volved in selling any other kinds | 

be entranced by such words as| Jobbers Planning of services. 

camber, caster, kingpin inclination It involves good management 


or turning radius, and they don’t its 


have to be sold on such services. 


and good management plans 


is 


* * * 
7 average prospect for a wheel 
alignment or wheel balancing 
job should be told about things he 
can see—tire wear, cupping and 
gouging. Or things he can feel 
hard steering, vibration, etc. 

A car owner should be made 
to understand that the technical 
aspects of his problems are 
matters which he need not worry 
about because they are easily 


| Pittsburgh Show 


PITTSBURGH. — More than 450 
| automotive jobbers have been in- 
| vited to participate in and sponsor 
|the 1954 Tri-State Regional Auto- 
| motive Show, to be held here Apr. 
27-30. 

Robert E. Smith, president of 
| Automotive Maintenance Indus- 
| tries, Inc., local jobbers’ associ- 
}ation, says that already over 125 
jobbers have indicated their in- 


| dealers. 


|tention to distribute tickets to| 


selling activities, is always on the|% 


alert for better ways to merchan- 
| dise, 
| keep customers, and is constantly 
|}after new business because it is 
|impossible to keep some of the old 
| business from getting away. 

But in selling wheel alignment 
and balancing, it is most im- 
portant that a dealer’s service 
personnel make a fine distinction 
between selling and over-selling. 
An over-sold service customer is 
|a dissatisfied customer, and every 


solved with the modern equip- 
ment a dealer can place at his 
service, 

A patient who needs an oper-| 
ation will let the doctor in whom | 
he has confidence perform the oper- 
ation. It’s the same with a car| 
owner. He doesn’t know exactly | 
what is wrong with his car, but he | 
wants someone in whom he has} 
the utmost confidence to fix it. 

Beyond the potential for profits 
involved, a dealer can take pride 
in selling wheel alignment and 
balancing jobs. Both are services 
that the owner needs more than 
the dealer needs to sell them. 


” * * 
——- well-done job means ad- 
ditional tire mileage for the 
driver, plus increased pleasure in 
driving and a lesser risk of getting 
involved in a serious accident. 

A customer who doesn’t have the 
money necessary for doing the job 
immediately should be sold anyway | 
on the need for such service. If he | 
is sold “the idea,” he will be back 
when he does have the money. 

Tire wear plays the most im- 
portant part in the sale of wheel 
alignment service, and a dealer’s 
service personnel should “learn to | 
read tires.” It is important that | 
they be able to recognize different 
kinds of tire wear and what such 
conditions indicate. 

Many dealers, who go all out in| 
merchandising wheel alignment and | 
balancing, keep several old tires) 
on display which illustrate various 
kinds of tire wear. 


* * | 
— displays permit telling a 
customer just what his tires will 
look like eventually if he continues 
to let his problems linger. 
In selling wheel alignment and 
balancing, the door is opened also 
to the profits involved in replac- 


Sales and demonstration clinics | dealer knows that satisfied service 
for participating jobbers, salesmen}; customers are the backbone of a 
and manufacturer-suppliers will be | new-car business in competitive 

times. 





a feature of the show. | 


* 





Jobber Salesmen 
Select 250 for 
Mechanics’ Guild 


ALLENTOWN, Pa.— More than 
250 mechanics from 28 states have! 
been selected for membership in 
the National Guild of Superior Me- 
chanics during the past year—the 
Guild’s first. | 

Established in June, 1952, to hon- | 
or outstanding mechanics, the 
Guild is sponsored by Bonney Forge | 
& Tool Works, Allentown, Pa., 
manufacturers of mechanics’ hand | 















tools. | Pd Vv ~ 

Membership is granted through| ND-vI 
nominations by jobber salesmen, | drilled and counters ’ bra 
and must be based on the sales-| urself—buy = 
man’s personal knowledge of the} Protect yo acturing Company 
nominee's skill in his chosen pro-| Grizzly Manuf 
fession. Each nomination must also | : 
be approved by the mechanic’s em- Ask for 
Ployer and by the jobber sales in Mind n°” 
manager. onal 

Only mechanics and service man- YW 
— are eligible for nomination. GR 

obber salesmen in the automotive, Reus on 
refrigeration, farm, industrial and 4 LINING Grizzly Drilled ost 
aewate fields have been invited eee Countersunk . luxe oF 
© make nominations. ove i Distributor’ ilvertip for oe 

Of the 28 states from which me- ONALLY ADV RTIseD in Most Oem reline pec eden <a? _ 
chanics were named to the guild watl roducts are gl d Col- peck po in cartonie ‘Sets for standors om 
during its first year, Illinois led Grizzly ar Evening Post = dy shee e wth FMS Set No- dividually boxed: 
with 31 members, Kans - The Som" solidly pote disi por oto . 

s as was sec lier's -- - ond erchandising = lining tyPe- 


ond with 28 and New York was 
third with 22. The record for long- 
distance membership is held by 
Edward Marzbach, a mechanic who 
lives in Jerusalem, Israel. 


Grizzly’s complete ™ 


program. 






1953 _ 


better ways to attract and| ii 





Welch Shows ‘How It Works'— 


Cutaway models of a Commander sports chassis and a Champion six-cylinder 
engine attract the attention of citizens of Utica, N. Y., who pass the showroom of 
E. B. Welch Motor*Car Co. (Studebaker). The sports chassis is mounted on a stand and 
| rotates on its longitudinal axis, with engine, clutch, transmission, drive shaft, rear 
|; axle and rear wheels in motion. Many of the parts are chrome-plated or painted to 
outline their functions. Edwin B. Welch, president, said the display was decided upon 
after experiences at national auto shows. 
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CABLE STAKING TOOL—For use in 
making up speedometer cables and cas- 


ings. Holes are provided for bench mount- | 


ing. AC Spark Plug division of General 
Motors, 1300 N. Dort Highway, Flint 2, 
Mich. 


| is approximately 24 gauge, although 
|it can be thicker or thinner. Core 
|material is generally %, 


AUTOMOTIVE NEWS, JULY 20, 


1953 


NEW PRODUCTS 


St.. New York 36, N. Y. It is said| 
to provide greater rigidity, less vi- 
bration and reduced weight in the 
finished truck body. 

The product, Armorply, is a lam- 
inate, with a metal facing bonded 
to one or both sides of a plywood} 
core. Usual thickness of the metal} 





%, % or 
%-inch Weldwood fir plywood, but 
other thicknesses or even other 
materials have been used. 


MATCHES TOPS — Plaid Hylander seat 
cover fabric to match plaid-top converti- 
| bles has been introduced. American Ve- 


| lour Mills, Bound Brook, N. J. 
* a * 


| AC Spark Plug Booklet 


Gives Fuel Pump Data 


A booklet on the operation and 
repair of fuel pumps has been pub- 
lished by the service department of 
AC Spark Plug division of General 
Motors, 1300 N. Dort Highway, 
Flint 2, Mich. 

It contains such basic informa- 
tion as operation of the pump, op- 
eration of combination fuel and 
vacuum pump, fuel pump testing, 
locating trouble and how to over- 





| payload by several thousand 
pounds, the company says, the Rex- 
Spangler unit is coupled to the 
standard front axle by a walking 
| beam. The result, it says, is a tan- 
|dem bogie which steers all four 
|front wheels with center - poise 
| equipment. Further details are ob- 
| tainable from Jack Heaps, Adver- 
tising Department, Chain Belt Co., 
Milwaukee 1, Wis. 
Ba * 


+ 





| says. 


METRIC-SIZE WRENCH—A Proto wrench 
with metric-size sockets has been intro- 
duced. The line includes nine quarter-inch | 
drive sockets with openings from four to| 
12 millimeters and 20 half-inch sockets | 
with openings from 12 to 32 millimeters. | 


FOR BRAKE-BONDING — This power 


| driven Bondomatic winch clamp is said to 
|clamp brake shoes automatically to the 
|same pressure every time. 
bolts 
|}clamp handles all shoe sizes from 


No springs, 
or wrenches are needed and one 
ly, 
inch through 2'-inch widths, its producer 
Bondomatic Corp., 2808 W. Fifty- 
fourth St., Los Angeles. 








EASY TO LOAD—A bed that can be 
raised to platform height or lowered to 
the ground in a few seconds features this 
Highland Torque-Lift trailer. It is all-steel 
with welded and formed sides and is 
available in a %%-ton size. Associate Sales 
Corp., 1005 Woodland Ave., Cleveland. 

s «¢ »® 





AUTO MIRROR—Featuring a 4¥-inch 
mirror head which can be replaced with- 
out removing the bracket from the car 
body, this unit is packed under the name 
JF Mirror No. 77. The mirror fits all cars 
and is available in clear or nonglare 
types, according to Joma Mfg. Co., 901 
Zerega Ave., New York ra, % ¥. 

* 





SERVICE PLANS—This 100-page hand- 
book, its publisher says, contains hundreds 
of tested methods to boost service sales 
and profits. Contents include profit-mak- 
ing plans, ideas, tips, slants, techniques 
and experiences. M. A. Barnett & Co., 
6432 Cass Ave., Detroit 2. 

i 


Plywood-Metal Laminate 
Designed for Truck Bodies 


A structural material for truck 
bodies, said to combine the strength 
and durability of metal and cross- 
grained woods, is offered by U. S. 
Plywood Corp., 55 W. Forty-fourth 





WHEEL COVERS — Featuring Grip-Tite 
springs, these wire wheel covers are 
chrome-plated. They have a one-piece re- 
tainer ring that is guaranteed to maintain 
its perfect shape with ‘separating,’ and 
are designed to fit most 15-inch wheels. 
Chrometal Corp., 359 W. Broadway, New 


York 13, N. Y. 
> * 





REBUILT BANDS OFFERED — Rebuilt 
bands are now available for all makes 


of automatic transmissions. The bands 
have been rebuilt in the same manner 
and with the same materials as used in 
new manufacture, according to the manu- 
facturer. In the process of remanufactur- 
ing, the metal band is saved and used 
again as are brake shoes when relined. 
Paul R. Jones Bonding & Mfg. Co., 62 
Manchester St., Highland Park 3, Mich. 


os 





INTERCOM—This two-way intercommu- 
nication set, LC-33, is designed primarily 
for instant or temporary installation. Any 
electrical outlet will suffice, according to 
Talk-A-Phone Co., 1512 S. Pulaski Rd., 
Chicago. 

* * * 


Purple Magic Combines 
Shampoo and Wax 


Purple Magic, a concentrated one- 
operation shampoo and wax for 
autos, is being marketed by Chol- 
dun Mfg. Corp., 331 East St., New 
Haven, Conn. 


Choldun says Purple Magic will 
not remove wax previously applied. 


* * 


* 





PERSONALIZER — These machine - cut 
name plates are made of chrome-plated 
brass flexible enough for mounting on 
curved surfaces. Furnished with threaded 
mounts, installation requires the drilling 
of two or three holes. Custom Nameplates, 
258 W. High Terrace, Rochester 11, N. Y. 


haul pumps. 
Bs Angeles. 





TIRE RACKS—These welded tubular steel 
racks have horizontal bars which can be 
raised or lowered to hold tires of various 
sizes. The cross members are set at 45 
degrees to provide a flat surface for 





REMOVES BUGS—The Hair-Sponge, 
comprised of fine coils of cattle-tail hair 
imbedded in duPont cellulose, is designed 
to remove insects from auto windshields 
and bodies without scratching. Fleet Equip- 


ment Co., Cedar Rapids, la. 
. 2 * 


supporting the tires. Equipment Mfg., Inc., 
21550 Hoover Rd., Detroit 5. 
: - a 








STRAIGHTENS BODIES—A new keen 
Pull Kit, containing 28 items of Bantam | 
Porto-Power hydraulic body jack equip- | 
ment, has been announced. The kit, AZ-11,| | 
includes a push ram, pull ram, hydraulic 
spreader and new Pull-Clamp attachments 
which eliminate chains. Blackhawk Mfg. 
Co., 5325 W. Rogers, Milwaukee 1. 


* * * 





ELECTRIC IMPACT WRENCH—This new 
Y2-inch-square drive wrench can be used 
with a variety of sockets and attachments. 
Special attachments are available for 


also can be used for stud pulling and 
replacement, driving gear pullers, hole 


| 


with a maximum diameter of 39/16 
inches. Snap-on Tools Corp., Kenosha, Wis. 
cs = 








CLOTHES RACK—The extension rod al- 
lows Karp-Rak to fit any car, it is said. It 
is installed with rubber-covered hooks 
which fit over the window frame. The unit 
is said to hold up to 100 pounds. Melaire 
Distributing Co., 420 Lexington Ave., New 
York 17. 


* * 


Second Front Truck Axle 


Marketed by Chain Belt 


Chain Belt Co., of Milwaukee, is 
marketing a second front axle 





CURB WARNINGS—Musical VibrAlarms, 
made of music wire, are available in 
coiled or straight antenna and are ad- 


which it says can be added to any| justable for high or low curbs. Aves 
standard truck. : Electric Co., 2010 S. Westgate Ave., Los 
Designed to increase the legal! Angeles 25. 


Plomb Tool Co., 2209 Santa Fe Ave., ” 


either slotted or Phillips screws. The unit} 


sawing, drilling and other jobs, it is said. | 
Overall length of the tool is 10% inches, | 





BREATHER—This unit for engine crank- 
cases, gear boxes, fuel tanks and other 
| systems is said to increase dust filtration 
| capacity and minimize back pressure. The 
unit is available in Yg-inch and 2-inch 
pipe sizes. Crenlo, Inc., Rochester, Minn. 





aL) aay 


NIGHT SIGNS—These reflectorized let- 
ters and numerals have an adhesive back 
which allows them to be attached to metal, 
| glass or wood. They are available in silver 
and red and are three inches high. Stello 
Products Co., 704 S. Main St., Hutchinson, 
| Kans. 








TRUCK CHEK-CHART — The fifth edition 
| of the Approved Lubrication Guide for 
| Trucks presents tabular listings of crank- 
| case, transmission and differential capaci- 
ties and lubricant recommendations for 
| buses and coaches. Fifty-five truck dia- 
| gram pages and 18 tabular pages on 
heavy trucks are said to present complete 
service and lubrication data. Chek-Chart 
Corp., 31 E. Congress Parkway, Chicago 5. 
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Auto News from Mexico 


Financing of Nation’s Truck and Bus System 


Bound to Bank 
N 


portation system is 


EXICO CITY.—The financing | 
of Mexico’s automotive trans-|and improving service. That phase 
being over- | 


Reorganization 


problem by breaking up monopolies 


is to be started with Mexico City’s 


hauled with the reorganization of | bus system, which Uruchurtu says 


the Banco Latinoamericano, S. A., 
into the Banco Nacional de Trans- 
portes, S. A. 
The reorganization was ordered 
by President Adolfo Ruiz Cor- 
tines. The move came, officials 
said, because Latinoamericano 
too tightly controlled Mexican 
bus and truck lines. 
The new bank, a semi-official | 


tablishment, is headed by Ernesto 
P. Uruchurtu, mayor of Mexico 
City. Vice-president is Antonio 
Ortiz Mena, director of the Mexi- 
can Social Insurance Institute, = 
di- 


treasurer is Rodrigo Gomez, 
rector general of the Bank of 
Mexico. 

The Federal Government has 


bought 51 percent of Transportes 
stock. The rest is being sold to bus 
and truck operators and others in 
the automotive carrier business. 

The presidential announcement | 
of the thew bank’s establishment | 
said its prime object is to solve 
Mexico's automotive transportation 


Financial 


McLouth Steel Announces 


$105 Million Financing | 

McLouth Steel Corp., Detroit, has 
arranged for $105 million financing 
during 1953 and 1954, Donald B. 
McLouth, president has announced. | 

Last July 2 the firm borrowed | 
$56 millions in sinking-fund bonds | 
from two insurance companies. On 
Aug. 6 an additional $8 million will 
be borrowed in long-term converti- 
ble notes from the same firms. Sub- | 
sequently, $14 million in secured 
notes will be borrowed from a group 
of banks headed by the National 
Bank of Detroit. 

Two McLouth customers, General 
Motors and American Metal Prod- 
ucts Co., have agreed to purchase 
$27 million in preferred stock next | 
year. The money will be used for | 
expansion. 

* * * 


Gould-National Batteries Sets | 


$60,854,903 Sales Mark 


The largest sales in its history 
were chalked up in the fiscal year 
ended Apr. 30 by Gould-National 
Batteries, Inc., according to the 
company’s annual report. Sales 
totaled $60,854,903, an increase of 
6.2 percent over the former high 
of $57,289,864, established in the} 
preceding year. 

Total profit before income taxes | 
was $7,372,195, also a record. Net} 
profit was $3,167,259. | 

Albert H. Daggett, president, said 
that stockholders at a meeting Aug. 
4 in St. Paul would be asked to 
authorize an increase in common 
stock to 1,000,000 from 500,000 
shares. 








Seiberling’s Working Capital | 
Gains $1 Million in Loan 


A refinancing program which will 
provide an additional $1 million in 
working capital has been an- 
nounced by Seiberling Rubber Co., 
Akron. 

Negotiations have been completed 
with Penn Mutual Life Insurance 
Co. of Philadelphia for a loan of 
$2 million at 4% percent interest, 
half of which will retire the com- | 
pany’s present note amounting to 
$1 million with the balance to be 
used for working capital, according 
to R. J. Thomas, treasurer of Sei- | 
berling. Thomas said the loan 
would be payable in installments of | 
$200,000 on July 1 of each year for 
the next 10 years. | 


x * 


Woodall Industries Reports 


Earning $1.96 Per Share 


Operating profit for the first nine 
months of its current fiscal year 
amounted to $842,890 after Federal 
income taxes, Woodall Industries, | 
Inc. has reported to its stock- | 
holders. 

The profit amounted to $1.96 per 
Share of common stock, the com- | 
Pany said, compared to $1.21 per | 
Share for the same period a year | 
ago on earnings of $550,288. 





is under par in both quantity and 
quality. 
* + * 
Viva Zapata! 
_. a business of selling in 
Mexico — for cash — autos 

bought in the United States on 
credit, is not a crime, the National 
Supreme Court has ruled. 

Its decision upset a three-year 
jail term imposed on Juan Ig- 
nacio Terrazas Zapata for that 
alleged offense. The trial court 
in Tamaulipas State called the 
operation a “crime of fraud con- 
ceived and prepared abroad.” 

Evidence shows the defendant 
bought a new Buick from a dealer 
in Joliet, Ill, with a “minimum” 
down payment, brought the car to 
Mexico and sold it for cash, The 
buyer had Zapata arrested. 

The high court held it is no crime 


If you do any 


of these 


automotive jobs... 


See it at the Show. -- Drop in and see this new 
KRW Shop Press at the N.A.D.A. show. There’ll be 








Press shown set up with special 
fixture for removing and replacing 
timing gear on Ford V-8 camshoft. 





Better Roads for Canada Discussed— 


Automotive and road officials meet in the Washington office of the International 
Road Federation to discuss Better Roads for a Better Canada, a campaign patterned 
after Project—Adequate Roads in the United States. From left are S. |. Carlson, Nash 
export manager; William C. Gilchrist, managing director of the Canadian Good Roads 
Assn.; B. C. Budd, vice-president of Packard and past chairman of IRF; Phil Hills, of 
Chrysler Export, and R. O. Swain, executive director of IRF. 





Ricardo Estrada Berg, president of 
the Mexican Tourist Assn. 

Of special benefit to U. S. motor 
tourists, he said, is the new multi- 
ple-visit tourist card. The card, 
which costs $3, permits an un- 
limited number of entries into 
Mexico during a six-month period. 
The old tourist card was good for 
only one visit. 


for anybody who has a bill of sale 
for an article to sell that article. 
The case set a precedent for such 
deals which, the court was told, 


are not uncommon in Mexico. 
* * * 


150,000 Go South 


T LEAST 40,000 United States 
autos will bring 150,000 tourists 
to Mexico this yéat, according to 


cam shaft, crank shaft gears 
piston pin bushings 

valve guides 

spindle bolts, bushings 
spring bolt bushings 

hub bolts 


front hubs, drums, 
wheel bearings 


transmission main shaft 
bearings 


DO THEM 


®@ Rigid steel construction. ® 


® Capstan hand wheel 
brings ram to work 
quickly. 


First stroke of pump 
handle exerts tons of 
pressure. 








a 
Press has side openings 
to handle long shafts. 


@ Oil Reservoir and pump 
combined into one unit. 


daily prizes at the Wilson booths No. 152 and 153. 


215 MAIN ST., BUFFALO 3, 





N. Y. 


Designers and Builders of the Right Hydraulic Press to Solve Your Metal-working Problems! 
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High Pay Blamed 
By Dealer for 


Cut in Service 


ST. LOUIS.—Sidney Weber, Inc. 
(Dodge - Plymouth), has discontin- 
ued its night truck service. 

A notice sent to customers by the 
company said that while service 
rates had been the same for day 
and night, night mechanics had 
been receiving a 20 percent premi- 
um up to June 1. 

As a result of a new scale effec- 
tive that date, the company said, 
wages had reached the point of 
profit absorption. 

“We believe you will agree with 
us that no business can operate 
under this condition,” the notice 
continued, “and we also feel that 
we could not in fairness to you 
charge the kind of rate which 
would provide a reasonable return 
to us.” 


Swartz Repair Shop 
Swartz Cadillac Co., Baltimore 
Cadillac dealer, has a parts service 
and body repair shop at Reister- 

town Rd., Owings Mills, Md. 





straighten camshafts and front axles 
makes special brackets 
body and fender work 


remove and replace: 


transmission drive gear 


bearings 


drive shaft bushings 
universal joint pins 
differential pinion bearings 
water pump shaft, bushings 
water pump impeller 
generator bearings, bushings 


starter bushings 


THIS PRESS WILL 


FASTER 


MORE PROFITABLY ! 


Here’s a new KRW Hydraulic Press especially 
designed for automotive service shops. It’s a 
25-ton hand-operated Hydraulic that will save 
time on at least twenty different jobs. 
priced amazingly low and will pay for itself 
in no time. If you do any amount of volume 
repair work, you need this press! Write for 
specifications and prices to Dep't. 67. 


It’s 


Valve is closed by 
swinging finger lever. 


Capstan hand wheel 
operates ram through 
rack and pinion. Exerts 
up to three tons ram 
pressure. 


V blocks have machined 
shoulders which slide 


on machined surfaces 
of bed plate. V’s are 
machined. 
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Sales Conditions in Various Areas... 











Auto Market Reports 


Tacoma, Wash. 


June sales of new cars and trucks 
in Pierce County, Wash., fell below 
the pace of May, with a total of 
551 cars as against 621 the previous 
month. Truck sales for June totaled 
74, against May sales of 86. 

For the first six months of 1953 
(with March sales not available), 
2,341 new cars were sold in Pierce 
County, with 221 sales outside the 
county being credited to Pierce 
dealers. Trucks totaled 395. 

Dealers continue showing con- 
cern over used-car inventories, 
and the Tacoma Auto Dealers 
Assn. is using special headings on 
the classified pages urging the 
public to buy used cars from new- 
car dealers. Banks show no soft- 
ening in their attitude of care- 
fully watching “on-time” pay- 
ments on new cars, 

New-car sales to date in Pierce 
County (except March) show Chev- 
rolet leading with 556 units; Ford, 


| 438; Dodge, 250; Plymouth, 225; 
| Oldsmobile, 183; Buick, 173; Pon- 
tiac, 127; Studebaker, 111; Nash, 
106; Mercury, 91; DeSoto, 89; 
Chrysler, 56; Hudson, 54; Kaiser, 
45; Willys, 31; Packard, 30; Lincoln, 
22; British makes, 22; Henry J, 7, 
and Hillman, 7.—(R. E. Sconce.) 


* * * 


San Antonio 


Motor vehicle sales in San An- 
tonio and Bexar County continued 
to drop during June, with a total 
of 1,199 vehicles sold—58 less than 
May and 239 less than April. 

Of the 1,049 new cars sold, Chev- 
rolet led with 221 sales, followed by 
Ford with 193, and Plymouth with 
73. Individual sales leaders were 
Smith Motor Sales (Chevrolet) 
with 87 sales; Gillespie Motor Co. 
(Ford), 78, and San Antonio Buick 
Co., 70. 

Chevrolet led in commercial- 
vehicle sales with a total of 48 
sales, as compared with 35 for Ford 


| and seven for O. R. Mitchell, Dodge 


dealer, Smith led in this field with 
a total of 20 commercial-vehicle 
sales, followed by Gillespie with 13, 
and Milam Chevrolet Co. with 12, 

International Harvester Co, led 
the truck field with 16 sales. Chev- 
rolet and Ford dealers tied for 
second with nine each and General 
Motors Corporation finished fourth 
with seven sales. 

In the truck division, Milam and 
Downtown Motors (Ford) tied for 
second place with five sales each, 
and O. R. Mitchell, Jordon Motors 
(Ford) and Thompson Motors 
(Willys) tied for third with three 
sales each.—(J. H. Reed.) 


+ * * 


Springfield, Mass. 

If a Fourth of July boom in used- 
car sales came this year, Spring- 
field dealers believe generally they 
must have had earmuffs on and 
didn’t hear the noise. 

While big new-car dealers in 


this area with used-car tieins 
contended that their business 
had not dropped off to any alarm- 
| ing extent, independent used-car 
| dealers found little solace in the 
| holiday. 
| Harold Potter, manager of the 
used-car department at Automobile 
Sales Co., said that the Fourth 
brought a doldrum period rather 
than a stimulation. He contended, 
though, that the pessimism in con- 
nection with the poor sales was 
unjustified, feeling sure that an- 
nually sales balance themselves out. 

“We don’t depend on holiday 
sales to meet our quota,” the man- 
ager said. “Sometimes we can sell 
more cars when there is two inches 
of snow on our lots.” 

Potter said that reports of near- 
collapse in used-car sales were 
heard from all quarters but felt 
that panic was uncalled for because 
the business was normally seasonal. 

John Golden, general sales 
manager of State Motors Co., on 
the other hand, said the holiday 
period was a real stimulus to 
used-car sales. He felt that a cut- 
back in prices and the junking of 
most of prewar cars on the lot 
helped to bring the upswing. 

The opinion of the larger car 
dealers represented by officials at 
the Warriner Pontiac Co., who said 
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FOR AUTOMOBILE INTERIORS 


at BOOTHS 159-161 


Automotive Accessories Association Convention 


Conrad Hilton Hotel, Chicago, July 20-24, 1953 


Lustrous plastic surfaces! Lovely patterns and 
colors! A new “luxury look” for seat-cover trim, 
door and kick panels. It’s Masland Duran— 
known, established quality in terms of long wear, 
scuff resistance and easy cleaning. See, specify 
and sell Masland products—for any car! 


THE MASLAND DURALEATHER COMPANY 


DEPT. AA, PHILA. 34, PA. 






ONLY MASLAND MAKES DURAN 
THIS TAG IS YOUR PROTECTION 


Fourth of July sales were just fol- 
lowing a normal pattern. 

It was reported that the price of 
used cars had dropped in many in- 
stances from $75 to $100 or more 
but dealers contended that this was 
just following the “book price.” 
(Ruth Geisel.) 

* 


* * 


South Bend 


A continuing improvement in the 
used-car picture in the South Bend 
area has been reported by new-ca: 
dealers of St. Joseph County. 

Figures supplied by new-car 
dealers in South Bend and Mis 
hawaka showed that used-car sale 
for the first six months of this yea: 
were far ahead of 1952.—(Leslie E 


Dunkin.) 
* 


New Orleans 

New car sales in New Orleans 
amounted to 1,560 for the month 
of June—1,449 through authorized 
dealers and 111 through unauthor- 
ized outlets. This compares with 1,- 
669 units in May and 1,261 for June, 
1952. 

A total of 256 trucks were 
registered in June, an increase of 
34 over May and 46 more than in 
June last year. 

Individual makes sold through 
authorized dealers were: Chevrolet, 
406; Ford, 228; Plymouth, 163; 
Buick, 109; Pontiac, 95; Oldsmobile, 
79; Studebaker, 74; Dodge, 62; De- 
Soto, 43; Mercury, 41; Nash, 35; 
Chrysler, 27; Cadillac, 25; Hudson, 
21; Packard, 13; Willys, 9; Lincoln, 
8; Kaiser, 4; Henry J, 3; Austin, 2; 
MG, 2, and Renault, 1. 

Individual makes sold through 
unauthorized outlets were: Chevro- 
let, 50; Pontiac, 12; Dodge, 11; 
Buick, 10; Plymouth, 8; Ford, 4; 
Oldsmobile, 4, and Cadillac, Chrys- 
ler, Nash and Mercury, 1 each. 

Individual truck sales by makes 
were: Chevrolet, 115; Ford, 67; In- 
ternational, 23; Dodge, 20; GMC, 
14; Studebaker, 9; White, 4; Dia- 
mond T, 3, and Mack, 1.—(Gordon 
Hebert.) 


* * 


* * 


* 
Cleveland 

A resurge in auto sales in Cleve- 
land marked the end of June and 
the beginning of July. 

According to Leonard Fuerst, 
clerk of courts, sales of new units 
jumped to 1,869, compared to 1,133 
for the first seven-day period of 
July, 1952. Used-car sales, aiso in 


|the doldrums the previous week, 
|sparkled upward to 1,878 for the 


week ended July 4. 

As June ended the Federal Re- 
serve Bank noted that “motor 
vehicle trade showed minor 
changes. Sales of new automo- 
biles eased very slightly and, for 
the first time this year, fell some- 
what short of the corresponding 
but, in this case, exceptionally 
high year-ago week.” 

June new-car sales totaled 6,940 
against 5,725 for June, 1952; used- 
ear sales, slipping in June, never- 
theless totalled 8,153, against 7,862 
| for the same month a year ago. 
| Truck sales, new and used, were 
|}about the same. 
| For the first six months of the 
| year, Fuerst recorded 39,636 new 
|car titles; compared to 30,035 for 





the same period of 1952. Used-car 
sales, too, showed a slight hike, 
| mounting to 41,154 for this past six 
|months against 40,418 for the first 
|;six months last year. In new 
| trucks, sales for the January-June 
period reached 2,992 against 3,115 
in 1952, while used-truck trans- 
actions totaled 2,016 for this year; 
1817 for a year ago.—(Sanford 
Markey.) 


* * * 


Detroit 

Sales of new cars in Wayne 
County dropped slightly in June, 
according to a report from the De- 
| troit Automobile Dealers Assn. The 
| report showed 18,470 cars titled for 
June, compared with 18,973 in May. 

Used-car sales for the same 

period were higher, the report 
showed, as dealers moved out 16,- 
189 used units in June as against 
15,534 in May. The report added 
that 60 percent of the used cars 
were sold by franchised dealers, 
and 40 percent by independent 
dealers. 

By makes, new-car sales for June 
were registered as follows: Chevro- 
let, 4,113; Ford, 4,797; Henry J, 20; 
Plymouth, 1,629; Willys, 25; misce'- 
laneous, 28; Buick, 1,255; Chrysler, 
468; DeSoto, 390; Dodge, 984; Huc- 





son, 221; Kaiser, 66; Mercury, 727;' 


Nash, 380; Oldsmobile, 942; Pontia:, 
1,190; Studebaker, 295; Cadillac, 458; 
(Continued on Page 43, Col. 1) 


~% 


S 


{ 


2 





ee he 


a= 


a — = -« 


—_— 


» My 





AUTOMOTIVE NEWS, JULY 20, 1953 


Auto Market Reports 


(Continued from Page 42) 


Li:coln, 222, and Packard, 266. Cadillac, 58; Chevrolet, 492; Chrys- 
(Som Sampson.) | ler, 66; DeSoto, 25; Dodge, 75; Ford, 
¥ | 241; Henry J, 5; Hudson, 17; Kaiser, 
Manhattan, Kans. 4; Lincoln, 13; Mercury, 53; 
‘ew-car sales in Riley County 28; Oldsmobile, 128; Packard, 26; 
(Manhattan), Kans., during June| Plymouth, 279; Pontiac, 147; Stude- 
continued an upward swing that|?@ker, 45; Willys, 4; Austin, 1; 
started three months earlier. Regis- | | British Ford, 1; Jaguar, 1; MG, 2, 
trations at the County treasurer's | 2nd Miscellaneous, 5. 
tallied 108 new units, com-| Ullman.) 





* * 


office 
pared with 101 in May and 93 in * * 
April Pittsburgh 


Bg by make were: Chevrolet, 
; Ford, 21; Plymouth, 10; Pon- 

a, 10; Buick, 9; Studebaker, 5; 

Dodge, 4; Mercury, 4; Chrysler, 3; 
Nash, 3; Cadillac, 1; DeSoto, 1; 
Hudson, 1; Lincoln, 1, and Olds- 
mobile, 1. 

Used-car sales dropped off, with | 
only 275 registrations in June as| 
against 301 in May. 

A big slump was evident in new- | 
truck sales. Eight new trucks were 
sold in June, “ia: cavern : 

ke evrole 
OMG, ooo eee 1 | 192.4 at the start of May. 

Used-truck sales rose a bit. The} New-car registrations were down 

tally was 28 in June, 25 in May.— | appreciably. Department store sales 


| some of the major industries re- 
| sulted in a decided drop in business 


|ing to the Bureau of Business Re- 
|search of the University of Pitts- 
burgh. 


Result was that the bureau’s 
seasonally adjusted index fell 
from 205.4 percent of the 1935-39 
average in the final week in June 
| to 189.6 the first week of July. It 

was 194.8 a month earlier and 





Nash, | 


(William | 


Sharp pre-holiday curtailment in | 


|in the Pittsburgh district, accord- | 





SHORTEN BLADE SHARPEN CHISEL EDGE 


Putty Knife Useful for Removing Adhesives— 


A method of removing reflective emblems from cars without damaging the finish 
is described in a new tip sheet, No. 16, released by Minnesota Mining & Mfg. Co., 
| St. Paul, maker of Scotchlite reflective sheeting. The only tool needed is a putty knife 
with a 1¥-inch-wide blade, plus lacquer thinner or xylol. First, strengthen the blade 
by cutting it off 2 to 3 inches from the handle. Then round the corners of the blade 
and sharpen the cutting edge. Use the blade as a chisel. Get the blade under the 
edge of the emblem and slowly pry up. Then rub solvent on the adhesive residue 
left on the finish, and wipe off completely. 


declined about in line with the 
usual seasonal pattern. 

The tight used-car market has 
brought the go-getter to the fore. 
Successful used-car operations 


are getting close supervision and 
are pushing sales. 

Energetic used-car managers, 
|some of whom run periodic sales, 
|have few if any complaints. And 








are those in which the salesmen | some of the more experienced used- 








(George M. Hunholz.) i % 


* * * 


Buffalo 


The used-car market in the Buf- 
falo area has been soft. 

Prices have been down from 10 
to 15 percent and inventories in 
most lots have been heavy. There 
have been more shoppers than buy- 
ers and most customers have been 
looking for good price deals. 

Profit margins have taken a 
big drop since last year. One 
dealer estimated his profit on 
used cars is off as much as 50 
percent, 

Dealers said it takes plenty of 
promoting to stay in business. This 
is evident in the heavy flood of 
used-car advertising appearing in 
Buffalo newspapers. Dealers have 
been using all kinds of advertis- 
ing stunts and gimmicks to lure 
customers. 

Since July 4, customers have 
been shopping for less expensive 
used cars, one dealer reported. Deal- | 
ers generally did not express much | 
optimism about used-car volume in 
July and August. One predicted | 
another 10 percent decline in prices | 
by the end of July unless business 
shows marked improvement. 

The used-car business is center- | 
ing more and more with new-car | 
firms in the Buffalo area, Quite 
a few used-car operators have | 
gone out of business here since | 
first of the year and others are | 
likely to follow, it was said. 

One new-car dealer said his in- 
ventory of 50 to 60 used cars was) 
about normal. He said he believes| 
the situation in Buffalo is better) 
than it is nationally. 
The consensus is that used-car 
trade has failed to keep step with 
new-car sales in the past three 
months.— (George E. sae. ) 


Birmingham, Ala. 

A stronger demand for new cars 
in Birmingham, Ala., was reflected | 
in an increase in sales for June 
over May, the gain being 153 units. | 
Sales in June totaled 1,532, as 
against 1,379 in May. 

Sales by makes included: All- | 
state, 2; Buick, 153; Chevrolet, 
475; Chrysler, 43; DeSoto, 18; 
Dodge, 49; Ford, 248; Henry J, 11; 
Hudson, 5; Kaiser, 25; Lincoln, 
18; Mercury, 37; Nash, 29; Olds- 
mobile, 81; Packard, 22; Plym- 
outh, 132; Pontiac, 109; Stude- 
baker, 41, and Willys, 7. 

Sales of used cars continued a 
bit slow and prices remained on the 
downgrade. Dealers report that 
traffic through used-car depart-| 
ments has declined in spite of heavy 
advertising budgets and greater 
sales efforts. (Stuart Riddle.) 


Tediienten, D.C. 


New-car sales dropped off in the 
Washington (D. C.) area to 1,880 
cars in June, as compared to 2,026 
in May, according to a report from 
the Washington Automotive Trade 
Assn. 

Sales for the year, however, 
are still running ahead of 1952, 
with 12,549 registrations for the 
first six months as compared with 
11,227 for the same period last 
year. 


By makes, June registrations 


were listed as follows: Buick, 164; 
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car salesmen say the new men are 
|“green” in knowing how to dram- 
atize a used car, particularly its 
mechanical merits, in order to sell 
it.—(Leon M. Leffingwell.) 

* * * 





Augusta, Ga. 

Business in June was slow, ac- 
| cording to auto dealer reports, Un- 
| employment, salary cuts and low 
farm prices, especially for cattle 
and hogs, have affected sales of 
both new and used cars. 

Some Civil Service establish- 
ments have laid off employes. 
The textile mills, as usual, are 

| Operating on a reduced scale dur- 
ing the summer. About 30 percent 
of the workers are making only 
parttime wages. 

Some light cars still are moving 
well, contrary to conditions in 
general. Chevrolet topped used-car 
sales for the first six months, it is 
said, and several other makes are 
reported in demand. 

Many dealers say that although 
sales are off, shop work has in- 
creased. 

New-truck sales were slightly 
higher than those of June, 1952. 
This apparently is because more 
people are operating truck farms, 
livestock farms, and orchards. 
Used-trucks sales have declined.— 
(Julanie Lampkin.) 
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Affecting Factories and Dealers... 


Auto Advertising 


Willys has renewed its sponsor- 
ship of the New York Philharmonic 
Symphony broadcasts over CBS for 
the second consecutive season. 


The Philharmonic will open its 
24th straight year of broadcasting 
Oct. 11. During the summer months 
Willys is presenting World, Music 
Festival. Agency for Willys is 
Canaday, Ewell and Thurber. 

* * . 


Times Ads at Record High 


A record for advertising in the 
New York Times was set in May 
when it published 4,303,706 lines 
(1,793 pages). The previous mark 
of 4,241,792 lines was set in Novem- 
ber, 1952. 


The Times also carried more ad- 
vertising in the first five months 
of this year than in any other five- 
month period in its history—a total 


of 18,621,198 lines. 
. + + 


Pathfinder Wins Award 


The Mid-America Foundation of 
Parsons College, Fairfield, Ia. has 
selected Path, as recipient of 
its Community Development Award. 

The citation said the magazine 
was receiving the award “for its 
outstanding contribution in awak- 
ening our citizens to the important 
role of the towns and small com- 
munities in our national life, and 
... establishing standards of excel- 


lence for community improvement 
programs.” 
* + * 


U. S. Royal Promotion 

The first five-page gatefold ad- 
vertisement in Holiday’s seven- 
year history appears in the mag- 
azine’s July all-vacation issue. 
Announcing the new U. 8. Royal 
Safety Tire, Lifewall, the ad is 
spearheading a promotion among 
more than 700 U. 8. Royal dealers. 


The dealers are listed in the ad, 
following a four-color double 
spread about the new tire. 

* * + 


Dodge Explains Styling 

Dodge’s eight-page, four-color 
section in the July issue of Coronet 
tells the story of Dodge styling, 
from the luggage rack to the Red 
Ram V-8 engine, and to back up 
the campaign the company has pur- 
chased a million reprints of the 
section. 

Eight additional pages of Dodge 
copy have been wrapped around 
the reprints to produce a 16-page 
brocniure, which has been distribu- 
ted :o Dodge dealers. 

* * * 


Classified Linage Soars 


All previous linage records are 


| lines. 





Lester P. Jenkins, classified man- 
ager, has announced. 

For the first five months, classi- 
fied linage topped all previous 
records for each month—and in 
two of these months topped all 
previous records for any month. 
The two months were March with 
635,553 lines and May with 651,644 


* * * 


Thompson Shifts Pair 

R. Wells Brown has been trans- 
ferred from the Detroit office to 
the San Francisco office of J. Walt- 
er Thompson Co. for assignment as 
account representative for the Ford 
Dealer Advertising Assn., Richmond 
district. 

William O. Thorniley, Brown’s 
predecessor in San Francisco, was 
transferred to Seattle as representa- 
tive on the Northwest Ford Dealer 


Advertising Assn. account. 
* * * 


Chevrolet Dealer Drive 


One of the largest Chevrolet deal- 
er advertising campaigns in recent 
years has been launched in Cleve- 
land newspapers by the Cleveland 
Chevrolet Dealers Assn. 

The campaign will run for three 
months, with five new-truck inser- | 
tions and two new-car insertions 
scheduled for the first month, ac- 
cording to William LaRiche, presi- 
dent of the association and general 
manager of Central Chevrolet Co., 
Cleveland. Campbell-Ewald Co., 
Detroit, is the ad agency for the 
dealers. 

All three Cleveland newspapers 





being shattered by the classified | will be used in the campaign, which 
department of the Seattle Times, may be extended for a longer period 
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Storey-Ricketts Modernizes— 


eit ie aaa 


Storey-Ricketts (Hudson), Long Beach, Calif., has added this modern showroom anc 
used-car lot to its facilities, making it one of the largest auto establishments on the 
west coast. In addition, Storey-Ricketts has three other locations on American Ave., for 


new-car sales, used cars and service. 


and to include other media, LaRiche 
said. 

+ * * 
Names 


James M. Barnes, who has spe- 
cialized in car dealer retail mer- 
chandising for the last 10 years in 
advertising agencies in Detroit, has 
been appointed to head a new 
dealer account department in 
Campbell-Ewald’s Detroit office. 

Norton B. Jackson has been ap- 
pointed executive director of the 
Point-of-Purchase Advertising In- 
stitute. 

Marie Margaret Winthrop, presi- 
dent of Tech ADgency, Inc., Detroit, 
has been elected national president 
of Theta Sigma Phi, honorary 
fraternity for women in journalism. 

Three new members have been 
added to the Detroit staff of Grant 
Aavertising, Inc., on the Dodge car 
account. Thomas A. Tucker, until 
revently national advertising man- 


azer for Burroughs Corp., has been 
appointed an assistant account ex- 
ecutive, and Charles J. McLaughlin, 
formerly with MacManus, John & 
Adams on the Pontiac account, has 
been assigned to the copy staff. 
William J. DeGrace left the edito- 
rial staff of Ward’s Automotive Re- 
ports to become assistant to the 
director of public relations on the 
Dodge account. 


Arthur D. Doty, former national 
advertising and sales promotion 
manager of Hiram Walker, Inc., 
has joined Campbell-Ewald Co. as 
assistant director of the research 
department, 


Joseph R. Neall has joined the 
Detroit staff of Ross Roy, Inc., as 
a copywriter on the Dodge truck 
account, according to John W. Hut- 
ton, operations manager. 

Neall formerly was advertising 
manager of the Ernst Kern Co. de- 
partment store in Detroit. 


New Passenger Car Registrations, 3 States for June, 1953-1952 
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New Commercial Car Registrations, 2 States for June, 1953-1952 


Truck registrations by states are re- 


leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 
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The following advertised-delivered prices 
include the retail list price suggested by 
the factory, provision for Federal taxes, 
and suggested delivery and handling 
charges. They do not cover transporta- 
tion costs, state and local taxes, op- 
tional equipment or any other charges 
that may be passed on to the retail buyer. 
ALLSTATE—Four—2-dr. sed., $1,399. Six 
—2-dr. sed., $1,561.18. (Sold only by Sears, 
Roebuck & Co. stores in certain areas.) 
AUSTIN—A-30 sed., $1,495; A-40 Som- 


erset sed., $1,795; stat. wag., $1,895; 
conv., $1,945; A-40 sports conv., $2,295; 
Austin-Healey 100 sports conv., $2,985. 
‘Delivered at U. 8S. ports.) 
BUICK—Special—4-dr. sed., $2,208.76; 
2-dr. sed., $2,149.32; 4-dr., Deluxe sed., 
$2,255.32; 2-dr.. Deluxe sed., $2,196.88; 
Riviera cpe., $2,295.43; conv., $2,553.17. 
Super — 4-dr. Riviera, $2,696.17; Riviera 


epe., $2,610.56; conv., $3,001.59; stat. wag., 
$3,429.73. Roadmaster—4-dr. Riviera, 
$3,254.36; Riviera cpe., $3,358.05 conv., 
$3,505.56; stat. wag., $4,030.73; Skylark 
sports car, $5,000. (Dynafiow standard on 
Roadmaster models, optional at $192.50 on 
all others.) 

CADILLAC — Series 62 —4-dr. sed., $3,- 
666.26; cl. cpe., $3,571.33; Coupe deVille, 
$3,994.57; conv., $4,143.72. Series 60 Spe- 
cilal—4-dr. sed., $4,304.88. Series 75—8- 
pass. sed., $5,604.34; lim., $5,817.73. Eldo- 
rado—conv., $7,750. (Hydra-Matie stand- 
ard on all models.) 

CHEVROLET — One-Fifty ——4-dr.  sed., 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; 
bus. cpe., $1,524; 6-pass. stat. wag., $2,- 
010. Two-Ten — 4-dr. sed., $1,761; 2-dr. 
sed., $1,707; cl. cpe., $1,726; spt. cpe., 
$1,967; conv., $2,093; 6-pass. stat. wag., 
$2,123; 8-pass. stat. wag., $2,273. Bel Air 
—4-dr. sed., $1,874; 2-dr. sed., $1,820; 
spt. cpe., $2,051; conv., $2,175. (Power- 
glide optional at $178.35 on Two-Ten and 
Bel Air models only.) 

CHRYSLER—Windsor—4-dr., sed., $2,- 
492.25 (8-pass., $3,433); cl. cpe., $2,471.75; 
stat. wag., $3,288.75 Windsor Deluxe—4- 
dr, sed., $2,721; Newport, $3,025.25; conv., 
$3,246.75. New Yorker—4-dr. sed., $3,184.- 


50 (8-pass., 


$4,369); cl. 
Newport, $3,522; 
Yorker Deluxe—4-dr. 
cepe., $3,298.50; Newport, $3,687.75; conv., 


cpe., $3,155.50; 
stat. wag., $3,932.75. New 
sed., $3,327.50; cl. 


$3,980. Custom Imperial—4-dr. 
259.50; lim., $4,797; Newport, $4,560.25. 
Crown Imperial — 8-pass. sed., $6,921.50; 
lim., $7,043.75. (Fluid - Matic optional at 
$130.10 on Windsor, standard on other mod- 
els. Fluid-Torque standard on Custom Im- 
perial and Crown Imperial; optional at 
$139.75 on other eight-cylinder models, at 
$106.40 on Windsor Deluxe and at $236.50 
on Windsor.) 


DeSOTO — Powermaster 6 — 4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,364; 
Sportsman, $2,634.25; stat. wag., $3,107.75. 
Fire Dome V-8—4-dr. sed., $2,673 (S8-pass. 
$3,558.75); cl. cpe., $2,651.50; Sportsman, 
$2,922.50; conv., $3,144.25; stat. wag., $3,- 
381. (Tip-Toe Shift optional at $130.10 on 
all models. Tip-Toe Shift with Fluid Torque 
optional at $236.50 on V-S8s only.) 


DODGE—Meadowbrook 6—4-dr. sed., $2- 
024.75; cl. cpe., $1,983; stat. wag,, $2,201.- 
25. Coronet 6—4-dr. sed., $2,136; cl. cpe., 
$2,109. Coronet V-8—4-dr. sed., $2,244.50; 
cl. cpe., $2,223; Diplomat, $2,385.50; conv., 
$2.519; stat. wag., $2,527.50. (Fluid Cou- 
pling optional at $20.40 on all six-cylinder 
models except the Meadowbrook station 
wagon. Gyro-Matic optional at $130.10 on 
all models except the Meadowbrook station 
wagon. Gyro-Torque optional at $233.50 on 
V-8s only.) 

FORD—Mainline 6—4-dr. sed., $1,690.47; 
2-dr. sed., $1,641.59; bus. cpe., $1,537.33; 
stat. wag., $2,018.90. Customline 6—4-dr. 
sed., $1,782.69; 2-dr. sed., $1,733.79; cl. 
cpe., $1,743.29. Mainline 8 — 4-dr. sed., 
$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 


sed., $4,- 


$1,613.53; stat. wag., $2,095.07. Custom- 
line 8—4-dr. sed., $1,858.35; 2-dr. sed., 
$1,809.45; cl. cpe., $1,819.50; stat. wag., 


$2,266.76. Crestline 8—Victoria, $2,120.23; 


conv., $2,229.92; stat. wag., $2,403.24; 
(Fordomatic optional at $184 on all mod- 
els.) 

FORD OF BRITAIN—Prefect 4-dr. sed., 


$1,337.04; Anglia 2-dr. sed., $1,179.07; 
Consul 4-dr. sed., $1,695; Consul conv., 
$2,075 (power top, $150 extra); Zephyr 


Six 4-dr. sed., 
$2,425. 
entry.) 
HENRY J—Corsair Four—2-dr. sed., $1,- 
399. Corsair Deluxe Six—2-dr. sed., $1,- 
561.18. 
HUDSON—Jet—4-dr. sed., $1,858. Super 


$1,890; Zephyr Six conv., 
(Delivered at New York port of 


Jet—4-dr. sed., $1,954. Wasp—4-dr. sed., 
$2,310.87; 2-dr. sed., $2,264.12; cl. cpe., 
$2,310.87. Super Wasp — 4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
465.84; Hollywood, $2,811.58; conv., §3,- 
047.50. Hornet—4-dr. sed., $2,768.86; cl. 


cpe., $2,741.99;- Hollywood, $3,095.15; conv., 
$3,342.05. (Hydra-Matic optional on all 
models at $178.03.) 

JAGUAR—Mark VII 4-dr., sed., $4,170; 
Mark VII 4-dr. sed, with automatic trans- 
mission, $4,450; XK-120 cpe., $4,065; modi- 
fied XK-120 cpe., $4,460; XK-120 open 


sports, $4,035; modified XK-120 open 
sports, $4,430; conv., $4,250; modified 
conv., $4,608.50. (Delivered at U. S. ports 
of entry.) 


KAISER — Carolina — 4-dr. sed., §$2,- 
372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. 
sed., $2,512.79; club sed., $2,459; 4-dr. 
Traveler, $2,618.55. Manhattan—4-dr. sed., 
$2,649.63; club sed., $2,596.76. Dragon— 
$3,923.91. (Hydra-Matic standard on Drag- 
on, optional at $178.55 on other models.) 

LINCOLN — Cosmopolitan — 4-dr. sed., 
$3,522; spt. cpe., $3,625. Capri—4-dr. sed., 
$3,766; ‘‘hardtop’’ $3,869; conv., $4,030.50. 
(Hydra-Matic standard on all models.) 


MERCURY — Custom — 4-dr. sed., §$2,- 
250.50; 2-dr. sed., $2,193.50; spt. cpe., 
$2,315. Monterey —4-dr. sed., $2,332.50; 


hardtop, $2,451.50; conv., $2,609.50; 8-pass. 














Current Prices on New Cars 
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(Hy-Drive optional at $145.80 on aill 
models. ) 
PONTIAC — Chieftain 6 Special — 4-dr 
sed., $2,014.64; 2-dr. sed., $1,956.36 
Chieftain 6 Deluxe—4-dr. sed., $2,118.53: 
2-dr. sed., $2,060.28; conv., $2,444.21 
stat. wag., $2,825.50. (Mere-O-Matic OP-/| Chieftain 8 Special—4-dr. sed., $2,089.62; 


tional at $189.81 on all models.) 

MORRIS and MG—Morris Minor—4-dr. 
sed., $1,535; 2-dr. sed., $1,435; conv., $1,- 
465. Morris Oxford—saloon, $2,150; stat. 
wag., $2,385. MG/TD—standard conv., $2,- 
115; Mark II conv., $2,360. (Delivered in 
New York City.) 

NASH—Rambler Super—Suburban, $2,- 
002.60. Rambler Custom — Hardtop, §$2,- 
125; conv., $2,150; stat. wag., $2,118.90. 
Statesman Super —4-dr. sed., $2,178.35; 
2-dr. sed., $2,143.55. Statesman Custom— 
4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; 
hardtop, $2,433.20. Ambassador Super — 
4-dr. sed., $2,557.20; 2-dr. sed., $2,520.75. 
Ambassador Custom—4-dr. sed., $2,716.45; 
2-dr. sed., $2,695; hardtop, $2,828.60. 
(Hydra-Matic optional at $178.85 on States- 
man and Ambassador. ) 


OLDSMOBILE — Deluxe 88—4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
—4-dr. sed., $2,461.71; 2-dr. sed. §$2,- 
395.25; hardtop, $2,673.39; conv., $2,852.59. 
Classic 98—4-dr. sed., $2,785.82; hardtop 
$3,021.75; conv., $3,228.84; Fiesta sports 
ear, $5,715. (Hydra-Matic standard on 
Fiesta, optional at $178.35 on all other 
models. ) 

PACKARD—Clipper—4-dr. sed., $2,588; 
club sed., $2,534; Deluxe 4-dr. sed., $2,- 
735; Deluxe club sed., $2,681; Sportster 
hardtop, $2,795. Packard — Cavalier 4-dr. 
sed., $3,234; Mayfair hardtop, $3,268; 
conv., $3,476; Patrician 4-dr. sed., $3,735; 
Caribbean conv., $5,200; formal sed., $6,- 
526; executive sed., $6,895; corporation 
lim., $7,095. (Ultramatic standard on Pa- 
trician and formal sed., optional at $199 
on other models. ) 


PLYMOUTH—Cambridge—4-dr. sed., $1,- 
765; cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Cranbrook—4-dr. sed., 
$1,872.50; cl. cpe., $1,842.50; Belvedere, 


$2,064; conv., $2,220; stat. wag., $2,207.25. 


2-dr. sed., $2,031.45. Chieftain 8 Deluxe- 
4-dr. sed., $2,193.51; 2-dr. sed., $2,136.32: 
conv., $2,517.66. Catalinas—Deluxe 6, $2,- 
304.30; Custom 6, $2,370.43; Deluxe 8 
$2,370.99; Custom 8, $2,446. Station wag- 
ons—Two-seat Special 6, $2,449.61; three- 
seat Special 6, $2,505.15; two-seat Deluxe 
6, $2,589.61; two-seat Special 8, $2,524.61 
three-seat Special 8, $2,580.15; two-seat 
Deluxe 8, $2,663.61. Grain finish on all 
station wagons, $80 extra. (Hydra-Matic 
optional on all models at $178.35.) 


ROOTES—Hiliman Minx—4-dr. sed., $1,- 
699; California hardtop, $1,899; conv., 
$1,899; Hillman stat. wag., $1,949. Humber 
—Hawk sed., $2,399; Hawk touring lim., 
$2,699; Super Snipe sed., $3,295; Super 
Snipe touring lim., $3,595; Pullman lim., 
$5,110. Sunbeam - Talbot — Sed., $2,699: 
conv., $2,899; Sunbeam Alpine sports conv., 
$2,999. Rover—sed., $2,899. (Delivered at 
U. S. coastal ports.) 

STUDEBAKER — Champion Custom — 4- 


dr. sed., $1,767.40; 2-dr. sed., $1,735.12. 
Champion Deluxe — 4-dr. sed., $1,862.83; 
2-dr. sed., $1,830.58; 5-pass. cpe., $1,- 
868.21. Champion Regal — 4-dr. sed., $1,- 


949.17; 2-dr. sed., $1,916.92; 5-pass. cpe., 
$1,954.55; hardtop, $2,115.80. Commander 
Deluxe — 4-dr. sed., $2,121.15; 2-dr. sed., 
$2,088.90; 5-pass. cpe., $2,126.52. Com- 
mander Regal—4-dr. sed., $2,207.54; Land 
Cruiser 4-dr. sed., $2,315.64; 5-pass. cpe., 
$2,212.91; hardtop, $2,374.16. (Automatic 
Drive optional at $231.24 on Champion, 
$243.08 on Commander. ) 


WILLYS—Aero Lark—4-dr. sed., $1,732.- 
54; 2-dr., sed., $1,646.09. Aero Falcon— 
4-dr. sed., $1,861; 2-dr. sed., $1,796.26; 
Aero Ace—4-dr. sed., $2,038.82; 2-dr. sed., 
$1,963.50. Aero Eagle—Hardtop cpe., $2,- 
157.18. Station wagons — 4-cyl., $1,862.70 
ee drive, $2,304.55); 6-cyl., $1,- 
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AUTOMOTIVE NEWS, JULY 20, 1953 


Salesense in Advertising 


Tested Ideas for Small Business 


objective of immediate sales. Maybe 
your little ads won’t make many 
of them, but those they do make 
| are a plus. 





By James D. Woolf 
Special Correspondent 

ON MY desk is a letter from a 

merchant in New York state 
who finds himself in this dilemma: 
He cannot see how he can afford 
what he calls a “real campaign” of 
advertising. 

His letter to me was inspired 
by an article of mine, which ap- 
peared some time ago in this 
column, in which I asserted that 
many successful enterprises had 
been helped by small-space ad- 


date, on-its-toes type of store. New, | 
improved items of merchandise are 
coming out all the time. Right now 
I'll wager that my New York cor- 
respondent is just receiving ship- 
ments of some-brand articles that 
are new to his town. He'll be smart | 
if he features each of these new there is a real advantage in 
items in local newspaper ads—even stepping up his advertising during 


though these ads are a couple Of |the heavy months. There is merit 
inches in size. Immediate sales d0|to this policy—but don’t overdo it. 


not matter: What matters is ac- It is a mistake to let the people 


quiring a reputation of being “the | ¢5, et you during the light months 
fustest with the newest.” a S . 





|New Home for DeVilbiss in Canada— 


DeVilbiss Mfg. Co., Ltd., Canadian subsidiary of DeVilbiss Co., will shift manufac- 
turing operations from Windsor, Ont., to this new $600,000 plant at Barrie, Ont., 
about Dec. 1, the firm has announced. The new plant will cover 63,800 square feet, 
compared with 42,000 in the two Windsor plants. 


* * x 


Consistency Pays 
\ Y CORRESPONDENT believes 


they drive automobiles all year 
long; from January to December 
they need the services of dry- 
cleaners and laundries; building 


his so-called “heavy months.” Fish- 
ing and golf are seasonal in most 
places, to be sure, but football is 
an autumn activity, and skiing and 





vertising. —and this is a mistake that is all| supplies are not heavily seasonal; cpuatn teadin Gait a te cae 
This ftaler deals in sports|, Your Joca! newspapers are tee common: icing everlasting painting supplies have w subntane |STerer munting begins in the Cul 
equipment. now and then, when a suitable op-| the secret of advertising success. tial winter market; restaurants | vember. He has some peak months, 


have a 12-month advertising op- 
portunity; television and radio 
sets are positively not winter 
products, and people must clothe 
themselves the year around—un- 
less they live in nudist colonies, 
As for sporting goods, the subject 
of my correspondent’s letter, I 
think he sets too much store by 


Don’t stop reading here because 
you deal in an entirely different 
kind of merchandise. If yours is a 
relatively small local business, you 
may also be wondering if your 
budget permits the cost of an ad- 
vertising program. 

Here, in part, is the letter from 
my correspondent: 

“We have never done much ad- 
vertising, feeling we could not af- 
ford a real campaign. However, 
after reading your article my mind 
is changing. Perhaps we _ should 
embark on a consistent campaign 
of local advertising, even though it 
is small. 


“How effective do you think one 
inch a week would be? Three 
inches? Five inches? One other 
point. It has always been our con- 
tention that the ad space would 
almost be wasted during one of the 
slow off-season periods, as against 
using it to real advantage during 
the heavy seasons. What do you 
think?” 


of course, but I think he can do a 
lot for himself in what he thinks 
of as his “off months.” 


Summing up, a little advertising 

provided it is carried on as a con- 
sistent program—is far, FAR better 
than none at all. Try it and stay 
with it for at least two years. A 
shorter period is not a fair test. 


portunity presents itself, even| 
though you are a small advertiser. 
Whether you agree with it, most | 
newspapers feel it is something of 
a civic duty for retailers and other | 
local advertisers to support them. 
It isn’t entirely a matter of how 
much you spend, either. 

5. Finally, there is the important 


ALLEN'S GREAT SERVICE ORGANIZATION 


..- Keeps Your “a 
ALLEN EQUIPMENT Operating ..* 


Besides, with the exception of 
such special events as Christmas, 
most businesses are not a sea- 
sonal operation. Sure enough, 
there is not much demand for, 
say electric fans in the dead of 
winter—but to keep alive people 
must buy and consume merchan- 
dise the year ’round, For example, 











* * * 


Objectives of Advertising 
I HAVE always maintained that 
the primary objective of advertis- 
ing is that of making sales. But 
immediate sales — increased sales 
on the very day an advertisement 
appears, or on the following day| 
is not the sole objective of advertis- | 
ing and not necessarily of first im- 











ALLEN SALES ENGINEERS 


Wherever you are, there is an Allen 
Sales Engineer qualified to help you 


AUTHORIZED ALLEN 


portance. Consistent advertising SERVICE STATIONS 
— do several things for you, as| get maximum efficiency from your 
ollows: 


One of the 96 near-by Allen 
Service Stations is your assur- 
ance of fast, accurate and 
low cost maintenance of your 
equipment. 


equipment. 


1, It can keep the public alerted 
to the fact that your store is 
headquarters for certain catego- 
ries of merchandise, For example, 
in my town, Santa Fe, there is a 
firm — Hovey Concrete Products 
Co.— which runs a one-inch 
single-column ad every day in our | 
local newspaper. Last week I had 


















*e 


occasion to buy about $100 worth = / ALLEN 
of concrete blocks for a patio 7 2 

wall, but I hadn’t the faintest ALLEN DISTRIBUTORS oo” CS MECHANIC 
idea where to go for them. Then, i TRAINING 


suddenly, I remembered, the 
Hovey ads, which had been run- 
ning for about two years. I 
reached for the phone—and 
Hovey had a sale. 


2. Advertising—even though the | 
ads are small—can, over a period of 
time, build prestige for your store. | 
The mere fact that the public! 
knows about your store contributes | 
to its confidence in your progres- | 
siveness and integrity. It is a fact 
that in elections people vote for 
this or that candidate merely be- 
cause they have heard of him. 
There is a direct relationship be- 
tween your volume of sales and the 
extent to which the public is fa- 
miliar with your place of business. 


3. Advertising can contribute to 
your reputation as a modern, up-to- 


Your local Allen distributor is an 
important cog in the Allen Service 
Organization—ready to assist 
you with equipment, service and 
information. 













Individual instruction on equip- 
ment operation, service clinics, 
and automotive servicing schools 
are all a part of Allen Service. 


Behind every piece of The Allen Service Organization is a 


Allen equipment stands nation-wide, unique, combination of 
Allen Sales Engineers, Allen Distrib- 


utors, Allen Service Stations, and 


the largest and most ex- 
perienced Service Or- 
ganization in the equipment field... 
Service that keeps your Allen equip- 
ment operating Efficiently, Economi- 
cally and Profitably! 


Allen Mechanic Training Programs. 
Only with Allen equipment can you 





get such assurance of valuable, fast 
and “personalized” service. 






service 
Pre tte b etait 


Brake Hose ‘Whip Test'— 


The Master Parts division of Airtex 
Products, Inc., Fairfield, lll., is subjecting 
its brake hose to a 35-hour “whip test” 
to make sure it will stand up under con- 
tinued hard use. The hose is whipped 
around at a speed of 800 revolutions per 


Ask Him 
About Easy Payments! 





REGULATOR- 
minute under 250 pounds per square inch MOTOR GENERATOR DISTRIBUTOR BATTERY 
ANALYZERS TESTERS CHARGERS CHANGERS 
of hydraulic pressure. Production samples SERVICERS 


are installed in a device which duplicates 
the wheel movement and vibration en- 
counternd in service. 


ALLEN ELECTRIC AND EQUIPMENT CO. e KALAMAZOO, MICHIGAN 
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Used-Car Auction Prices 
Market Trend 





Prices of used cars at wholesale dropped $3 last week, according to 
Automotive News’ used-car index. The overall average figure stood at 


$967 to set another progressively low mark. 


The prices of ’58s and ’51s took the biggest losses, according to the 
index, with a drop of $14. Other losses were ’50s, $8; '49s, $5, and 


48s, $4. 


Gains were shown for ’52s, up $13, and ’46s, $7. The figure for ’47s 


remained at $368. 


Activity at the auctions held steady last week, the index showed, 


as 


; the sales ratio stood at 64 percent. Offerings, however, were slightly 
down from a week earlier. At 11 representative auctions last week, 
1,223 cars were sold from 1,897 offerings. At the same auctions a week 


earlier, 1,386 cars were sold from 2,162 offerings. 


Prices marked with an * indicate a unit equipped with an automatic 


transmission or overdrive, and (ps) indicates: power steering. 


$890, $855; %-ton pickup, $820. "50 SL 

DENVER Deluxe 4-dr., $855. "49 %-ton pickup, 

(Denver Auto Auction. Sale every Thurs- $645. °48 SL Deluxe club coupe, $440. '47 
day. Prices are for sale of July 9.) conv., $400. 


(Fewer cars offered, sales off slightly. | CHRYSLER -— '53 Imperial 4-dr., $3,500*; 
Sold 102 cars out of 227 offerings.) NY 4-dr., $2,585*, $2,500*; Windsor club 
BUICK—’53 RM Riviera 4-dr., $2,665*; coupe, $2,400. '52 Windsor 4-dr., $1,625*, 


Super Riviera 2-dr., $2,530*. '52 Super ‘49 Windsor 4-dr., $795*. 


Riviera 2-dr., $1,765*. ‘51 RM 4-dr., | DeSOTO—’'53 Fire Dome (8) 2-dr., $2,325*. 


$975, $1,380*. ‘50 Special 4-dr., $820, "60 Carry All, $775. 
$815. '49 RM 4-dr., $675, $600. DODGE—’49 station wagon, $550. 


CADILLAC—’53 (62) coupe deVille, $5,- | FORD—’53 ranch wagon, $2,090*. '52 Vic- 


100*; 4-dr., $4,365*; club coupe, 2 at toria, $1,775*; Custom (8) conv., 
$4,300. '52 (62) 4-dr., $3,105*. ’51 (62) 645*; 4-dr., $1,485*. ‘51 Custom 


4-dr., $2,425*. conv., $1,260*, $1,205*; 4-dr., $705. 
CHEVROLET—'53 Bel Air sedan, $1,860; Custom (8) 4-dr., $885; conv., $850. 


%-ton pickup, $1,200. '52 SL Deluxe 4- Custom (8) 2-dr., $630, $400. 


$1,- 
(8) 
50 
"49 


dr., $1,295. ’51 FL Deluxe 2-dr., $945, | HUDSON—’52 Hornet club coupe, $1,535. 





KAISER—’51 4-dr., $835, $675. '49 4-ar., | 
$200. | 
LINCOLN—'49 4-dr., $670. 
MERCURY—’52 4-dr., $1,570*. °51 2-dr., | 
$1,275*; 4-dr., $1,265*, $1,190. '50 club 
coupe, $900, $835. '49 2-dr., $705. 
NASH—’51 Rambler station wagon, $885. | 
‘50 Statesman 4-dr., $705. 
OLDSMOBILE — ‘53 (98) 4-dr., $3,400*; 
Holiday, $3,075*; Super (88) Holiday, | 
$2,900*; (98) conv., $2,900%. ‘52 (88) | 
| 
| 





$967 $9388 $1,017 


Lil 


July June May 





Holiday, $1,945*. '50 (98) Holiday, $1,- | 
440*; (88) 4-dr., $1,075, $990, $955. °49 
(88) 2-dr., $720; (76) 4-dr., $625. 
PLYMOUTH—’53 Belvedere, $2,125*; Cran- | 
brook 4-dr., $1,965*, $1,775; Cambridge. | 
4-dr., $1,720, $1,660; 2-dr., $1,475. ‘52 
Cambridge 4-dr., $1,090. '51 Cambridge 
4-dr., $845. '50 Suburban, $690. '46 4-dr., | 
$275. | 
PONTIAC—’53 Chieftain (8) 4-dr., $2,450*, 
$2,410*; 2-dr., $2,025*. '51 Chieftain (8) | 
4-dr., $1,165. °49 Chieftain (8) 4-dr., | 
$665; SL (6) 4-dr., $635. 
STUDEBAKER—’51 Commander (8) 4-dr., 
$985. 
WILLYS—’51 station wagon, $750. 





PHILADELPHIA DeSOTO —’50 Deluxe sedan, $850. °49 


conv., $800; Custom sedan, $1,010*; De- 
(Harold B. Robinson Auto Auction. Sale come san $875. $ 


, Tues le of July 
\olieeen = ¥ | poDGE—’48 Custom sedan, $635. '41 se- 


(Action slower, prices steady to slight- dan, $150. 
ly lower. Sold 122 cars out of 148 offer- | FORD—’53 Victoria, $2,220*; Custom (8) 
ings.) sedan, $1,825*; Main (8) sedan, $1,600, 


BUICK—’53 RM sedan, §$2,700*. ‘49 RM $1,560, $1,550, 2 at $1,540, 2 at $1,530, 
sedan, $760*. '47 RM sedan, $400; Super $1,400; Main (6) sedan, $1,560, $1,530, 
sedan, $310. $1,525, $1,510, 2 at $1,490, $1,450, $1,- 

CHEVROLET—’'53 (150) sedan, $1,660, $1,- 440; (8) Country Squire, $1,610. '52 Main 
595, $1,580, $1,570, $1,560. '52 SL Special (8) sedan, $1,220, $1,160. '51 conv., $990; 
sedan, $1,200, 2 at $1,180, 2 at $1,090, Custom (8) sedan, $1,060. '50 Custom (8) 
$1,070, $1,050. ’51 Bel Air, $1,300; SL sedan, $875. '49 Deluxe (8) sedan, $570, 
Deluxe sedan, $1,145*, $1,000. '50 FL $450; business coupe, $300. 

Deluxe sedan, $885. '49 SL Deluxe sedan, | LINCOLN—’53 Capri, $3,800*. '49 sedan, 

$825; SL Special sedan, $675, $600. '47 $460. '47 sedan, $200. 

FM sedan, $505. '40 sedan, $200. MERCURY—’50 sedan, $860. 
CHRYSLER—’4S8 Windsor sedan, $470. OLDSMOBILE — '50 (88) sedan, $1,150*, 





WHAT ABOUT 


| 


What about that last sale? Did you gain a new friend 
- + + @ repeat sale customer . . . or was it just a one-time 
sale? If the satisfaction of your customers comes first and 
you are trying to build a sound business — then why not 
follow the trend of the successful dealers who are thinking 
of tomorrow's good will. You'll find they are accredited 
dealers under the American Bank Credit Plan providing their 
customers with a low cost, dignified bank credit plan. 


“s an accredited dealer under the American Bank Credit 
your customers will welcome the opportunity to deal 


The Foremost Dealer - Bank Plan in the 
automotive field offered exclusively to dealers through banks in 


Connecticut New York Wisconsin Illinois Ohio Minnesota Maine Indiana Pennsylvania Vermont Maryland 
Rhode Island New Hampshire Massachusetts West Virginia Delaware New Jersey Michigan Missouri 


AMERICAN INSTALLMENT CREDIT CORPORATION 


103 PARK AVENUE 





“Ah 
through you and the bank in preference to paying cash or 





financing through other means. You, and only you, make 
all the financial arrangements for your customers at one 
time. You are supported 100%. This dealer - bank plan does 
not by-pass you. You are assured of your reserves from the 
time contracts. It meets all competition and backs you up 
as no other plan does. 


Your customers will be provided with valuable “Safe- 
Travel” features and you as a dealer will receive all the 
customary services through the local bank. You will like 
bank services above all others. If this plan is not available 


in your territory — ask your bank to write us. 


NEW ORE 12..0..¥. 


Average Used-Car Prices 


(Compiled by Automotive News/ 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 









July 1953 June May 
Model To Date 1953 1953 
1953... $2,249 $2,257 $2,294 
1952 1,607 1,596 1,620 
1951. 1,116 1,169 1,185 | 
1950 884 923 955 | 
1949 683 719 747 | 
1948 503 505 543 | 
1947 368 415 434 
1946. 326 316 360 


Overall —— 
Average... $ 967 $ 988 $1,017 





$1,000. '49 (98) sedan, $530; (78) sedan 
$765. 

PACKARD—'46 sedan, $120. 

PLYMOUTH—’53 Cranbrook sedan, $1,625 
$1,560; Cambridge club coupe, $1,515 
$1,490, $1,455. '52 Cambridge sedan, §1,- 
180, $1,140, $1,130, $1,110, $1,100, $1,- 
090, 2 at $1,070, 4 at $1,060, 4 at $1,050, 
$1,045, $1,000, $995. 
’51 Cranbrook sedan, $1,000, $950; Cam- 
bridge sedan, $920. '50 SD sedan, $970; 
Deluxe sedan, $820. '49 conv., $820; SD 
sedan, $750, $660. ‘48 SD sedan, $625. 

STUDEBAKER—’52 Commander (8) coupe, 
$1,085. 

WILLYS—’51 station wagon, §710. 


OAKLAND, CALIF. 


(Pollock’s Used Car Auction. Sale every 
Wednesday. Prices are for sale of July 8.) 
BUICK—’50 RM Riviera 2-dr., $1,325*; 

Super Riviera coupe, $1,165*. '49 Super 

conv., $610; 2-dr,. $820. '48 station wag- 

on, $500. '47 Super 4-dr., $420. "46 RM 
4-dr., $155; conv., $230. '41 conv., $165. 

CADILLAC—’52 (62) club coupe, $3,550*. 
"48 (60) 4-dr., $1,120*. "41 2-dr., $180. 

CHEVROLET—’52 SL Deluxe 2-dr., $1,- 
155, $1,195. °51 SL Deluxe 2-dr., $1,010; 
4-dr., $1,040. '50 SL Deluxe 4-dr., $905; 
business coupe, $750; 2-dr., $925. '49 SL 
Deluxe 2-dr., $725; club coupe, $730, 
$650. '48 %-ton panel, $390; FL 2-dr., 
$475. ’°47 FL aerosedan, $400, $470. 

DeSOTO—’50 Custom club coupe, $900. '49 
Custom 4-dr., $720. '46 club coupe, $290. 

DODGE—’'50 Coronet sedan, $920. '48 Cus- 
tom conv., $380. '46 2-dr., $255. 

FORD—’52 Custom (8) 4-dr., $1,540*. °51 
Custom (6) 4-dr., $950; %-ton pickup, 
$800; Custom (8) 2-dr., $1,015; %-ton 
panel $825; (8) conv., $1,420*. ’°50 Cus- 
tom (8) 4-dr., $1,030; (8) %-ton pickup, 
$665; Custom (6) 4-dr., $715. 49 Custom 
(8) 4-dr., $865; 2-dr., $710, $615; %-ton 
pickup, $535. ’47 SD (8) conv., $440. '46 
SD (8) club coupe, $400. 

HUDSON—’50 conv., $705. '48 Commodore 
(8) 4-dr., $430. °46 Super (6) 2-dr., 
$105. 

KAISER—’50 4-dr., $1,000. '49 4-dr., $185. 
"47 4-dr., $175. 

LINCOLN—’52 Capri conv., $2,780*. ’50 
club coupe, $930; 4-dr., $1,000. '49 2-dr., 
$750. '47 coupe, $180. '46 4-dr., $105. 

MERCURY — '53 Monterey, $2,680". ‘51 
club coupe, $1,300*; 4-dr., $1,000. '49 4- 
dr., $800. 

NASH—’51 4-dr., $870; Rambler conv., 
$710. '50 Rambler conv., $595; States- 
man 2-dr., $435; 4-dr., $465. '49 Am- 
bassador 4-dr., $465. °47 Ambassador 4- 
















dr., $355. 

OLDSMOBILE—’53 (98) 4-dr., $2,950*. '50 
(88) 2-dr., $975; (98) Holiday, $1,535. 
"49 (98) 4-dr., $910. '48 (98) 4-dr., 
$500; (76) 2-dr., $335. 

PLYMOUTH — ’53 suburban, $1,940. '51 
Belvedere, $1,120; Cambridge 2-dr., $850. 
"46 Deluxe 4-dr., $160. 

PONTIAC—’51 Chieftain (6) 2-dr., $1,270*. 
’50 (8) Catalina, $1,355*. '49 SL (6) 2- 
dr., $715. '48 SL (8) 4-dr., $290; conv., 
$545. '46 Chieftain (8) 2-dr., $220. 

STUDEBAKER—’51 Champion 4-dr., $625; 
2-dr., $940. "50 Champion 4-dr., $665. '49 
Champion 2-dr., $540. 

WILLYS—’51 %-ton panel, $610. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 

nesday. Prices are for sale of July 8.) 
(Action good in lower priced field. 

Heavy late-model cars off slightly. Sold 

107 cars out of 153 offerings.) 

BUICK—’53 RM sedan, $2,700*. '51 Special 
sedan, $1,140*. ’50 Super Riviera sedan, 
$1,400;* sedan, $825; Special sedan, $910. 
’49 Super sedan, $890*, $865*. 46 RM 
sedan, $340; Super sedan, $290. 

CADILLAC—’53 (62) sedan, $4,250*. ‘52 
coupe deVille, $3,825 (p.s.)*; (60) sedan, 
$3,740*. °51 (62) sedan, $2,835*. 

CHEVROLET—’52 conv., $1,550; SL De- 
luxe sedan, $1,335*, $1,300. ’51 SL De- 
luxe sedan, $1,220*, $1,075, $1,020, $975, 
$960; SL Special sedan, $920, $890. ‘50 
Bel Air, $1,150*; SL Deluxe sedan, $925, 
$900, $825. '49 conv., $775; SL Deluxe 
sedan, $500. '47 FM sedan, $460, $430. 
’46 SM sedan, $290. 

CHRYSLER—’53 Windsor sedan, $2,380*. 
’51 Windsor sedan, $1,415*, $1,390*, $1,- 
325*. ’50 Windsor sedan, $1,140*. 

DeSOTO—'51 Deluxe sedan, $1,140. ‘50 
Custom sedan, $1,040. '49 Custom sedan, 
$905, $870, $835. 

DODGE—’52 Coronet sedan, $1,360*, $1,- 
340*; Wayfarer sedan, $1,195. '50 Coro- 
net sedan, $910, $880; Wayfarer sedan, 
$760. '49 Coronet sedan, $840, $785. 

FORD—'53 Custom (8) sedan, $1,850. '52 
Victoria, $1,740*; Custom (8) sedan, $1,- 
475. ’51 Custom (6) sedan, $1,050, $990. 
’50 Deluxe (8) sedan, $835, $820; Deluxe 
(6) sedan, $610. '49 Deluxe (6) sedan. 
$660, $590. °47 SD (8) sedan, $410. '46 
SD (8) sedan, $160. 

— Commodore (6) sedan, $510, 

0. 

MERCURY—’51 sedan, $1,200. '50 sedan, 
$950. '49 sedan, $750, $600, $560. 

NASH—’51 Statesman seda™, $780. 

OLDSMOBILE — ’50 (98) a:dan, $1,200*, 
$1,100. '49 (98) sedan, §930*, $870*, 
$750*. '48 (88) sedan, $760*. 

PLYMOUTH—’53 Cranbrook sedan, $1,840. 
‘51 Belvedere, $1,275; Cranbrook sedan, 
$960, $935; Cambridge sedan, $725. ’49 
SD sedan, $780. '48 Deluxe sedan, $570. 
‘47 SD sedan, $510. 

PONTIAC—’53 Chieftain (8) sedan, $2,400. 
’51 Chieftain (8) sedan, $1,300*, $1,265°. 
"50 SL (8) sedan, $1,090. '47 SL (8) se- 
dan, $395. 

STUDEBAKER—'52 Champion sedan, §1,- 

(Continued on Page 47 Col, 1) 
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L Used-Car Auction Prices 


(Continued from Page 46) 


'48 Champion sedan, $460, $430. 
Wii LYS—’47 Jeep, $170. 
MI-CELLANEOUS—’53 MG Mark 2 road- 
r, $1,635, $1,510; Morris Minor conv. 
./40; sedan, $945. 


DES MOINES, IA. 


apiner Auto Auction, Sale every 

Weunesday. Prices are for sale of July 8.) 
(Prices were up a little. Sold 108 cars 
out of 136 offerings.) 

Bl (CK—’52 Super 4-dr., $1,750*. '49 Super 
i-dr., $715°. 

CADILLAC—’53 (62) 4-dr., $4,365*. °52 
62) 4-dr., $3,295* $3,450*. 

CHEVROLET—’53 Bel Air 2-dr., $1,975*; 
(210) 4-dr., $1,745. ’52 SL Deluxe 2-dr., 
$1,075; Bel Air, $1,715*. ‘51 Bel Air, 
$1,235*; SL Deluxe 2-dr., $1,035*; SL 
Special 2-dr., $900. '50 SL Deluxe 4-dr., 
$900; Bel Air, $955. °49 SL Deluxe 2-dr., 
$685. '46 SM 4-dr., $295. 

CHRYSLER — '51 Windsor 4-dr. $1,155*. 
‘49 NY 4-dr., $775*. '48 NY 4- dr. , $520°, 

DeSOTO—'49 Deluxe club coupe, $765*. 

DODGE—’49 business coupe, $630*. 

FORD — '53 (8) ranch wagon, §$2,140*; 
Custom (8) 4-dr., $1,905, $2,040*; conv., 
$2,060, $2,335*; Victoria, $2,155*. ‘51 
Custom (8) 2-dr., $1,060*; 4-dr., $835". 
‘49 Custom (8) 3-dr., $615*. '46 (6) 2- 
r., $325. 

FRAZER — '50 4-dr., $580*. ‘48 4-dr., 
$270*. 

KAISER—’51 Henry J (4) 2-dr., $405. '49 
4-dr., $225. 

MERCURY—’53 4-dr., $2,400. ‘51 2-dr., 
$1,210*. ’49 2-dr., $770*. 

NASH—’51 Rambler country club, $955*. 
‘50 Statesman 4-dr., $550. °49 (600) 4- 
dr., $520*, 

OLDSMOBILE—’ 52 = Holiday, $1,990*. 
‘48 (98) 2-dr., $600 

PACKARD—’50 ‘4-dr. 09 "$695. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,880, 
$1,960*; Belvedere, $2,150*. '52 Cam- 
bridge i dr., $1, 105. 51 Cambridge 4-dr., 
$905. '46 SD 4-dr., $310. 

PONTIAC—’53 Chieftain (8) 4-dr., §2,- 
365*. ‘51 Chieftain (8) 4-dr., $1,410*, 
$1,365*. '49 Chieftain (8) 2-dr., $885*. 

STUDEBAKER—’53 Commander (8) 4- dr., 
$2,115*. °52 Commander (8) hardtop, 


$1,305*; Champion 2-dr., $900*. ‘51 


Champion 2-dr., $850*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction, Sale every 
Thursday. Prices are for sale of July 9.) 

(Prices were up $50 on the average. 
Demand was excellent. Sold 76 cars out 
of 112 offerings.) 

BUICK—’50 Special 4-dr., $1,130*; Special 
2-dr., $875. °47 RM conv., $505. ‘41 
Super 4-dr., $215. 

CHEVROLET—’53 station wagon, $1,900; 
(210) 2-dr., $1,700. ’51 FL Deluxe 2-dr. 
$1,150, $1, 080; Suburban, $890. ‘50 SL 
Deluxe 4-dr., $885; FL Deluxe 4-dr., 
$880. '49 FL Deluxe 4-dr., $730. ‘48 
FL 2-dr., $755, $575; FM 2-dr., $510. ’47 
FL 2-dr., $555; SM club coupe, $290. '46 
7 4-dr., $420; SM 4-dr., $350. '41 SD 

$275; MD 2-dr., $205; 4-dr., $195. 
ao MD 2- dr., $140. 

CHRYSLER—’41 Royal 4- -dr., $180. 

DeSOTO—’50 Custom 4-dr., $1,000. 

DODGE—’53 Diplomat, $1, '315*. '50 %-ton 
pickup, $560. ‘48 Custom club coupe, 
$400. '46 1%-ton flat bed, $310; Custom 
2-dr., $240. 

FORD—’53 Custom (8) 2-dr., $1,800*; 
Main (6) 2-dr., $1,510. ‘52 Main (8) 
2-dr., $1,325. "51 Custom (8) 4-dr., $1,- 
055; 2-dr., $1,180*. ’50 Custom (8) 4-dr., 
$875; 2-dr., $860*. ’49 Custom (8) 2-dr., 
$685, $450*; station wagon, $480; De- 
luxe (6) 4-dr., $605. 

FRAZER—’49 Manhattan 4-dr., $365*. '46 

Super (6) 4-dr., $125. 

KAISER—’48 4-dr., $350. 

NASH—'49 (600) 4-dr., $495*, ‘47 Am- 
bassador club coupe, $415°. 

OLDSMOBILE—’51 (98) 4-dr., $1,610*. °48 
(68) 4-dr., $410*, °47 (76) 4s dr., $425. 

PLYMOUTH—’50 SD 4- dr., $900.’ '48 SD 
4-dr., $540. ‘41 4-dr., $170. "40 4-dr., 

160 


PONTIAC—'53 Chieftain (8) conv., §2,- 
470°. '50 Chieftain (8) club coupe, $1,- 
126*. ’'49 Chieftain (8) 4-dr., $850*; 2- 
r., $940*. '48 Chieftain (8) 4- -dr., $615*. 
°46 SL (8) 2-dr., $240, ’42 Torpedo (8) 
4-dr., $380. 

STUDEBAKER — ‘'51 Champion 4-dr., 
$880*; Commander (8) 2-dr., $875. ‘50 
Champion 2-dr., $550; %-ton pickup, 
$505. ’47 Landcruiser, $405*; Champion 
4-dr., $370; Commander 4-dr., $355. 

MISCELLANEOUS—’48 English Ford 2-dr., 
$125; Austin 4-dr., $190. 


FLINT 


(Flint Auto Auction, Sale every Wednes- | 


day. Prices are for sale of July 8.) 

BUICK—’53 RM 2-dr., $2,500°. '52 RM 
2-dr., $2,125*, $2,105*; Super 2-dr., $1,- 
950°, $1, 860°, $1,575. '51 Special 2-dr., 


$1,240. '50 RM 4-dr., $1,090*, $1,030°; 
Super 4-dr., $975, $950. 


CADILLAC—'53 (62) coupe deVille, $4,- | 


850*. 

CHEVROLET—’52 Bel Air, $1,480*; SL 
Deluxe 4-dr., $1,315*. ’51 Bel Air, $1,- 
270*; SL Deluxe 4-dr., $1,080; SL De- 
luxe 2-dr., $935. '50 Bel Air, $1,010. 

DODGE—’46 Custom 4-dr., $220. 

FORD—’51 Victoria, $1,100; Custom (8) 
4-dr., $1,035. '50 Custom (6) 2-dr., $755; 
Custom (8) 4-dr., $520. '49 Custom (8) 
4-dr., $675, $405; Deluxe (8) 2-dr., $670, 
$630, $565; club sedan, $635. 

KAISER—’51 4-dr., $770. 

LINCOLN—’49 Cosmopolitan 4-dr., $720. 

NASH—’51 4-dr., $750; Statesman 4-dr., 


$575. 

OLDSMOBILE—’51 (88) Holiday, $1,750*. 
‘50 (88) 4-dr., $1,085*. ‘49 (88) 4-dr., 
$775*. '48 (98) club sedan, $570, $535; 


4-dr., $480. 
PACKARD—'51 4-dr., $1,000. ‘50 4-dr., 
$485. 


PONTIAC —'52 (8) conv., $1,765*. ‘47 
Chieftain (8) 4-dr., $315. 


MERIDIAN, MISS. 


(Tinnin Auto Auction, Sale every Tues- 
day. Prices are for sale of June 30.) 
(Bidding was strong on clean cars, but 
market is off some on heavier offerings. 
Sold 120 cars out of 175 offerings.) 
BUICK —’52 Special 4-dr., $1,550°. ‘51 
Special 4-dr., $1,370*. '50 Special 2-dr., 
$800. °49 Super 2-dr., $775. ‘47 Super 
4-dr., $565. 
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BUICK—’49 RM 4-dr., $580. CADILLAC—'49 (62) 4-dr., $1,235*. 

CHEVROLET—’'52 SL Deluxe 2-dr., $1,- | CHEVROLET—’51 SL Deluxe 2-dr., $1,- 
250, '51 SL Deluxe 2-dr., $1,105. °50 SL 000*. °49 FL Special 4-dr., $570; SL 
Deluxe 4-dr., 2 at $780; 2-dr., $930, $860. Special 2-dr., $705. '47 SM coupe, “°° 
‘49 SL Special 2-dr., $615; SL Deluxe 2- | CHRYSLER—’'48 Windsor 4-dr., $480*. "4 
r., $800. '47 FM 2-dr., $675; SM 2-dr., Windsor 2-dr., $230*. 


G00. “SS 3-E2., F515 FORD—'51 Custom (8) club coupe, $1,040*; | 
CHRYSLER—’'50 Windsor 4-dr., $810. Deluxe (6) 2-dr., $805. '50 (8) % -ton | 
| 

| 














CADILLAC—'50 (62) 4-dr., $1,850*. DODGE—'49 Meadowbrook 4-dr., $695. '39| pickup, $565. '49 Custom (8) 2-dr., $620. Double rein- 
= a 7 ‘ : 2-dr., $130. MERCURY—’49 club coupe, $675. 
CHEVROLET—'53 %-ton pickup, $1,220; , , 
Bel Air 4-dr., $2,070*; 2-dr., $1,950, "52 ae oo oo =. oe. = OLDSMOBILE—’51 (98) 4- -ar., $1,360*. °50 forced metal 
SL Deluxe 4-dr., $1,475*. '49 SL Deluxe ustom (8) 4-dr., ,120, ,140. (88) 4-dr., $1,150*, $975. °47 (98) club | | | —————— w 
2-dr., $700, '48 aerosedan, $625. '46 SM| Custom (8) 2-dr., $1,030%, $910, $940.| sedan, $360. a eyelets — Hang 
2-dr., $510. 49 Custom (8) 2-dr., $605, $420; %-ton PACKARD—'52 (300) 4-dr., $2,080*, 


ain anit a ickup, $430. '48 SD (8) 2-dr., $540. '47 
CHRYSLER — '53 Windsor 2-dr., $1,945*.| Bn) (8) i ton stake $875. °46 BD (8) | PLYMOUTH — ‘51 Cambridge club coupe, 
52 Windsor 2-dr., $1,245*. '51 Windsor 2-dr., $355. '41 SD (8) 2-dr., $415, $300. $890. '50 Deluxe 4-dr., $800. 


2-dr., $1,100. 40 SD (8) 2-dr., $250, $100. '39 Deluxe | PONTIAC—’47 SL (6) 2-dr., $365 a ee ‘ 
DeSOTO—'53 Powermaster 4-dr., $1,800*. 2-dr., $295. y i re Cs information. 
DODGE—’51 conv., $1,150*. '49 Deluxe 4- | wercuRY—’50 2-dr., $1,025. °49 4-dr., TT - | : ai ; 
dr., $795. $600. 48 4-dr., $460. LI LE ROCK, ARK. Se Z TAGS & RINGS 


FORD—’53 Custom (8) 2-dr., $1,900*; 4- (Arkansas Auto Auction. Sale every 


dr., $1,775*. '52 Custom sie 2-dr., $1,- — Deluxe (88) 4-dr., $1,- | uesday. Prices are for sale of July 7.) ; fe PRICED AT 
390, $1,475*. °51 conv., $1,200*. . ; 3 — oe 
HUDSON—'49' Deluxe 2-dr.. $495. PACKARD—'51 4-dr., $1,455°. an tan ae a ek cet ; | ~=—- 1000... $17.00 
MERCURY—'53 4-dr., $2,370*. ‘51 2-dr., | PLYMOUTH — ’53 Cranbrook club coupe, a ee Dt an. = gown 
$1,250*; 4-dr., $1,150. "50 Deluxe 2-dr., $1,605; station wagon, $1,700. '49 Deluxe | BUICK—'50 Super conv., $870*. '48 Super 4 
$900. 4-dr., $520. '46 2-dr., $455. 2-dr., $290. 
OLDSMOBILE—’51 (88) 2-dr., $1,465*. °49 | PONTIAC—’42 SL (8) 2-dr., $160. CHEVROLET—’52 Bel Air, $1,250. '51 SL 
(88) 2-dr., $975. STUDEBAKER—’51 Commander (8) 4-dr., Deluxe 4-dr., $935. ‘49 %-ton pickup, 
PLYMOUTH — '51 Cambridge club coupe, $940. "50 Champion 2-dr., $720. $460. '47 SM club coupe, $330. '46 FM 
$865. "49 Deluxe 2-dr., $545, °47 Deluxe | MISCELLANEOUS—’52 MG roadster, $1,- carryall, $325. '41 2-dr., $200. '40 2-dr., 
2-dr., $375. 100. $150. 
PONTIAC—’53 Chieftain (8) 2-dr., $2,310*. “ee eee 4s BB -* = 
"52 Catalina (8), $1,855*. ‘51 SL (8) ustom conv., . 48 § (8) 2-dr., 
2-dr., $1,200. "50 SL (8) 2-dr., $960. CLEVELAND. O $550. °46 SD (8) conv., $220. ’41 SD (8) 


STUDEBAKER—’51 %-ton pickup, $585; (Cleveland Auto Auction. Sale every 2-dr., $110. 

Champion 2-dr., $800. '50 Champion 4-| Wednesday. Prices are for sale of July 1.) | HUDSON—’50 Super (6) 4-dr., $485. '46 

r., $730. (Prices stiffened as clean cars were Super (6) 2-dr., $180. 

D ANVILLE Vv A more scarce. Rough cars still plentiful | LINCOLN—’47 4-dr., $270. 
9 . and dropping in price, Sold 24 cars out | MEROURY—’49 4-dr., $570. '46 2-dr., $400. 

(Danville Auto Auction. Sale every Wed-| of 61 offerings.) OLDSMOBILE—’53 (98) 4-dr., $3,050*. '50 
nesday. Prices are for sale of July 8.) BUICK —’'51 Super 4-dr., $1,290*. ‘50 (88) 2-dr., $875. °39 2-dr., $105. 

(Lots of activity—market apparently Special 4-dr., $660; Special 4-dr., $800. | PLYMOUTH—’53 Cranbrook 4-dr., $1,750. 
firm. Sold 47 cars out of 75 offerings.) "49 RM 2-dr., $610*. (Continued on Page 48, Col, 4) 
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For top performance, use only MoPar Parts. 
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to let people know you recommend and install 
MoPar parts. To find out how you can qualify 
for a MoPar sign, write to P. O. Box 779, 
Detroit 31, Michigan. 


More and more car and truck owners 
are being sold on MOPAR 


With intensive sales promotion and stepped-u 
nationwide advertising in outstanding consumer 
magazines, MoPar is helping bring more and 
more customers to the man who displays the 
MoPar sign. 

Drivers everywhere are being thoroughly sold on 
the higher quality, better performance and longer 
life of MoPar parts—the only genuine parts and 
accessories engineered especially for all cars and 
trucks built by Chrysler Corporation. 


Let the MoPar sign be your sign of superior service 





and greater customer satisfaction! 









CHRYSLER CORPORATION, 
PARTS DIVISION ¢ DETROIT 31, MICHIGAN 
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Push Showroom Inventories to Postwar High . . . 


Used Cars Slow New Orleans 


By Gordon Hebert 
Staff Correspondent 

NEW ORLEANS. — New-car in- 
ventories here are at their highest 
level since the war, although never 
before has the new-car business 
been so consistent, averaging a 
little better than 1,600 units month- 
ly since the turn of the year. 

The stumbling block today is 
the movement of used cars in 
order to take care of the greater 
volume of tradeins, Also, wash- 
outs are presenting more of a 
problem. 


Although the used-car market has 
shown a slight improvement during 
the past 30 days, it is not what it 
should be for this time of year, 
dealers say. Lower prices are ap- 
pearing. 

Used-car operators contend that 
an improvement could be shown if 
more customers had enough for a 
downpayment. According to a 
number of dealers, approximately 
15 to 25 percent of the deals sub- 


DELCO 


0 


DELCO 
Hydraulic 
Shock Absorbers 


mitted to finance companies are 
turned down because of an un- 
satisfactory downpayment. 

One independent operator said 
dealers are pushing credit terms 
instead of cars. 


The head of the largest inde- 
pendent finance company here gave 
a luncheon for used-car dealers 
who do business with his firm. He 
discussed the difficulty of borrow- 


Brownsville Invites 


Seat-Cover Plant 


BROWNSVILLE, Tex.—A contin- 
uing survey of business possibilities 
here indicates an opportunity for 
an auto seat-cover factory, the 
Board of City Development has an- 
nounced. 


Most necessary raw materials for 
such a factory are available in the 
area, the board said. It will forward 
detailed information to interested 
parties, assist in making contacts 
for locations and give other help. 


jing money and the increased in- 
terest rates for such money. 

These dealers were told they 
could expect a steady decline in 
used-car prices, and the importance 
of a 30-day turnover was stressed. 


Here are some suggestions the | 


finance official gave them: 


If your used-car inventory has 
been 40 cars, reduce it to 25. 


If you have been accustomed 
to getting to work at 10 a.m., get 
down at 8. 

If you have been closing at 5 
o’clock, remain open until 8. 

The dealer who doesn’t open his 
business first thing in the morning 
and who closes it early in the 
evening will not be in business next 
year, the gathering was told. 

Most independent finance com- 
panies have tightened up. They are 
not taking on any new dealers and 
are eliminating others. 

One finance company has upped 
the flat floor-plan fee 100 percent, 
but is washing out the fee if it gets 
the retail paper. 











Oldsmobile Outlet in Lawton, Okla.— 


This strategic corner location is occupied by Wade Oldsmobile Co. at Second S: 
and A Ave., Lawton, Okla. The showroom is in the foreground, while on the left 
the used-car lot. Entrance to the service department is at the right. 


Used-Car Auction Prices 









(Continued from Page 47) 


49 SD station wagon, $435. '47 SD 2-dr., 
$305. 
PONTIAC 50 Chieftain (8) conv., $1,- 


100* 


‘49 Chieftain (8) 4-dr., $700. 


FORT WAYNE, IND. 
(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of July 7.) 


(Prices a little off, but cars sold well. 
Sold 96 cars out of 123 offerings.) 


"52 Super Riviera sedan, $2,200*. 


BUICK 


"51 Special 


4-dr., $1,300, $1,325. 


"50 


Super 4-dr., $1,110, $1,150*, $1,175*, $1,- 


190*, 
$800. 


CADILLAC—’51 


850°. 





49 Super 4-dr., $790; 
‘47 Super sedanet, $400. 


(62) coupe deVille, 
’46 (60) Special 4-dr., $605*. 


SHOCK ABSORBERS 


**This car has Delco shock absorbers”’ is a statement 


often made by salesmen for its favorable effect on 


prospective buyers. For more than 24 years a ma- 
jority of the nation’s car owners have been riding 
on Delco shocks. These people have experienced 
increased riding comfort, on every kind of road, 
with every improvement Delco has made. 


The car owner may not understand the full sig- 


nificance of Delco’s engineering improvements, but 


experience has taught him that if he has Delco 
shock absorbers he has the best. For full informa- 
tion on its complete line of shock absorbers, call 


Delco Products, Division of General Motors Corpo- 
ration, Dayton, Ohio. , 


sedanet, 


$2,- 


CHEVROLET—’53 Bel Air sedan, $1,900 
’51 SL Deluxe 2-dr., $925, $1,005, $1,045 
Bel Air, $1,215. '50 SL Deluxe 4-dr 
$840, $845. '49 FL Deluxe 2-dr., $680. ‘4 
FM club coupe, $405, $485. 

CHRYSLER — ’50 Windsor 4-dr., $1,110 
conv., $1,090. '48 Windsor conv., $465. 

DeSOTO—'51 Sportsman, $1,450. 


DODGE — ’53 Coronet 4-dr., $2,050*, ‘4s 
Custom 2-dr., $385. 

FORD — '52 Victoria, $1,795. '51 Custom 
(8) 4-dr., $1,095, $1,125; Custom (6) 


2-dr., $900, $955. '50 Custom (8) 2-dr., 
$800, $840; (6) business coupe, $620. '4¥% 
Custom (8) club coupe, $560; 2-dr., $635 
’48 SD (8) 2-dr., $475. 
MERCURY—’'50 club coupe, $910, $1,030 
’49 2-dr., $720. ’48 club coupe, $500, '47 
club coupe, $270. 
NASH—’53 Rambler country club, $1,630. 
OLDSMOBILE—’53 (98) 4-dr., $3,100*. '51 
(88) 2-dr., $1,280. '50 (98) 4-dr., $1,150*. 
PLYMOUTH—’53 Cambridge, $1,630; Cran- 
brook 4-dr., $1,650. ‘51 Cambridge 4-dr., 
$950. ’50 SD club coupe, $925. ’'49 Deluxe 
club coupe, $650; conv., $800. 
PONTIAC—’51 Chieftain (8) 4-dr., $1,130*, 
$1,145*; Catalina, $1,600*. '50 (6) Cata- 
lina, $1,320. '49 Chieftain (8) 4-dr., $775, 


$845. ’47 Chieftain (8S) 4-dr., $450. '46 

Chieftain (6) 4-dr., $400. 
STUDEBAKER—’51 Champion 4-dr., $900; 

Commander 4-dr., $925. '50 Champion 

2-dr., $700. 

ALBANY, N. Y. 

(Tim Anspach’s Auto Auction. Sale 
every Monday. Prices are for sale of July 
6.) 


(Prices were ‘‘behind the eight ball’’ 
and bidding was quiet here, Plenty of 
buyers attended, but with a careful 
attitude. Sold 100 cars out of 125 offer- 
ings.) 

BUICK—’53 Special sedan, $2,335*; Special 
Riviera sedan, $2,450*. '52 Super Riviera 
sedan, $1,875*. '51 Super sedan, $1,750*. 
"50 Super sedan, $980*, $1,200*. ’'49 
Super sedan, $775*, $700*, $735. '47 RM 
sedan, $325; conv., $350; Super conv., 
$360. '46 Super sedan, $340. 

CADILLAC—'47 (62) club coupe, $540*. 

CHEVROLET—’52 FL Deluxe sedan, §1,- 
350; SL Deluxe sedan, $1,390*. ’51 SL 
Deluxe sedan, $1,085*, $940, $1,130, $1,- 
120; FL Deluxe sedan, $1,090. ’50 SL 
Deluxe sedan, $710, $780, $885, $970, 
$980*, $935*, $1,025*; station wagon, 
$1,185*; club coupe, $1,050; SL Special 
sedan, $850. °49 SL Deluxe conv., $660, 
$820; sedan, $800, $875, $860; FL Deluxe 
sedan, $820, $790. ‘48 SM sedan, $410. 
’46 FL aerosedan, $360. 

CHRYSLER—'46 Windsor sedan, $260. 

DeSOTO—’52 Fire Dome sedan, $1,600*. 
‘51 Custom sedan, $1,210, $1,240. 

DODGE—’51 %-ton chassis and cab, $600. 
*49 Meadowbrook sedan, $700*. ’47 De- 

| luxe sedan, $320, $360. 

| FORD—’53 Main (6) sedan, 3 at $1,550, 

| $1,540; Custom (8) sedan, $1,930*. °’52 
Main (8) sedan, $1,150. '50 Deluxe (8) 
sedan, $910. '49 Custom (8) sedan, $720, 
$670, $630; (6) 1-ton express, $375. 

NASH — '53 Custom sedan, $1,900. ‘52 
country club sedan, $1,190. ’51 Rambler 
conv., $810. "46 (600) sedan, $170. 

OLDSMOBILE -—— '52 (98) sedan, $2,100*. 
’51 (88) sedan, $1,430. ‘50 (88) club 
coupe, $1,000*; sedan, $935*. °49 (98) 
conv., $825*. '47 (76) club coupe, $325. 

PACKARD—’'51 sedan, $1,300*. °47 sedan, 
$120. 

PLYMOUTH—'53 Cambridge sedan, $1,740 
’51 Concord sedan, $890; Cranbrook club 
coupe, $870, $930; sedan, $1,050. '50 SD 


conv., $885. 

PONTIAC—’53 Chieftain (6) sedan, $1,870; 
Chieftain (8) sedan, $2,400*; conv., §$2,- 
770*; Catalina, $2,750*. '52 Chieftain (8) 
sedan, $1,490; Catalina, $2,160*. ‘51 
Catalina, 1,450*; Chieftain (8) sedan, 
$1,440*; conv., $1,585*. '50 Chieftain (8) 
sedan, $890. '49 SL (8) sedan, $880*; 
Chieftain (8) sedan, $750. ‘47 SL (8) 


sedan, $285. 
STUDEBAKER 

135*. 

$670. 


‘53 Champion sedan, §2,- 
"50 Commander sedan, $820, $830, 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Monday. Prices are for sale of June 29.) 
(Market steady, buying very active. 
Sold 65 cars out of 108 offerings.) 
BUICK—’53 RM Riviera coupe, 
’50 Special 4-dr., $915. '48 Super conv., 
$590. '47 Special conv., $580. 
CADILLAC—'46 (75) 4-dr., $620. 
CHEVROLET—’'52 SL Deluxe 4-dr., $1,285. 
‘51 Bel Air, $1,365*; SL Deluxe 2-dr., 
$1,050, $925. '50 SL Deluxe 4-dr., $875, 


$2,700". 


| $820, $805. '49 SL Deluxe 2-dr., $725, 
$680. ‘48 FL aerosedan, $495. °47 SM 
2-dr., $490. 

CHRYSLER—’'50 NY 4-dr., $1,100*. 

DeSOTO—’51 Custom 4-dr., $1,050. 

DODGE—’51 Coronet 4-dr., $910. ’47 De- 
luxe 2-dr., $365. 

FORD — '51 conv., $1,065*; Custom (8) 
2-dr., $1,040, $1,000; Deluxe (8) 2-dr., 


$950, $885, $840. 50 Deluxe (8) 2-dr., 
$810, $805, $800, $730. °49 Custom (8) 
2-dr., $675, $655, $610, $600, $580 .’47 
conv., $385; Deluxe (8) 2-dr., $340, $310. 
"46 Deluxe (8) 2-dr., $375, $300. 
KAISER—'51 4-dr., $920, $805. 
MERCURY — '49 4-dr., $865, $805, $720, 
$680; conv., $750. '46 2-dr., $335, $305. 
NASH—’49 (600) 2-dr., $500, 
OLDSMOBILE—’49 (88) club coupe, $825; 
(76) 4-dr., $720. 
PLYMOUTH—’50 SD 4-dr., $790. '49 conv., 
$850. '47 station wagon, $280. 
PONTIAC—’51 Chieftain (8) 4-dr., $1,150, 
$995. ’46 Chieftain (8) 4-dr., $365, $360. 
STUDEBAKER—’'47 Champion 4-dr., $395; 
club coupe, $360. 





a 





Hydraulic Help for Truck Drivers— 


Schematic illustration shows Bendix hydraulic power steering installed on a truck. 
The two-unit system is shown, with a separate control valve. 


+ * + 


Bendix Power Steering Unit 
Utilizes Existing Linkage 


SOUTH BEND. — New linkage-| steering gear manufacturers. 
type power steering equipment, | descriptive folder is available from 
which is said to provide all the} Bendix Products Division, Bendix 
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48 Years in Family 


Canadian Firm Recalls Days When Cycles 
Sold Better Than Autos 


| Stanley Park, Dye recalls, and only | Munn 


By F. H. Fullerton 


Staff Correspondent 


VANCOUVER, B. C.—-With a co- 


| founder still serving as president, 
\. | Begg Motor Co. is marking 48 years 
| |of selling cars as a family firm. 


At the helm is Frank R. Begg, 
who founded the company in 
partnership with his brother, 
Fred, in 1905. His three sons, 
Stewart, Roy and Lloyd, are vice- 
presidents. The firm handles all 
Chrysler-made cars. 

“I haven’t hear of any automo- 
bile firm in Canada that has been 
kept in one family for so long,” 
says Roy. 

The first employe hired by the 
firm in 1905, when it was known 
as the Vancouver Auto & Cycle 
Co., is James D. Dye, 77. “We sold 
more cycles than automobiles then,” 
he recalls. 

In the first year of operation, the 
Beggs arranged “a big parade” of 
autos in Vancouver. Eleven cars 


safety and comfort advantages of} Aviation Corp., South Bend 20, Ind.|started the 12-mile run around 


Purple Motor Oil 


power steering for commercial 
vehicles as well as cars with a 
minimum of complication and cost, 
is in production at the Bendix 
products division of Bendix Avi- 
ation Corp. 

Installation of the power cylin- 
der and control valve can be 
made by the vehicle manufactur- 
er without changing the geometry | 
of the steering linkage. In effect, | 
the existing steering system, in- 
cluding the steering gear, re- 
mains intact. The unit is not 
available for field installation. 

The power cylinder is mounted at 
any convenient place where it can 
be connected to act directly upon | 
the steering cross rod or an equiva- | 
lent member. Power is then ap-| 
plied as straight-line motion to the | 
steering linkage. 

The control valve of the two-unit 
type installation, which is being 
currently used on cars, is mounted 
at one of the ball joints, usually | 
at the Pitman arm, A small move- 
ment in the valve serves to open 
and close hydraulic ports, to oper- 
ate the double-acting power cylin- 
der. 

An alternate type of unit com- 
bines the control valve with the 
power cylinder. This gives an even 
simpler and more compact instal- 
lation, where surrounding design | 
permits. 

Normal operation of the steering 
system by physical effort is not, 
hampered if the engine is not 
running and there is no hydraulic 
pressure, Bendix says. 

A reaction force is set up in the 
control valve proportional to the 
hydraulic pressure. This tends 
always to return the valve to 
neutral position for straight- | 
ahead steering. It also gives the | 
driver a natural “feel” of the 
steering force and prevents over- | 
steering, according to Bendix. 

The control valve can _ be! 
furnished with a centering spring 
which spring loads the valve in the 
neutral position. This has the ef- 
fect of increasing the physical 
force required before power steer- | 
ing begins if such is desired. 

Bendix officials say their power | 
steering unit is an outgrowth of | 
experience gained in the ae 





development of hydraulic power 
steering components for military 
vehicles during the war and, since, 
a complete hydraulic power steer- | 
ing gear for buses as well as | 
hydraulic components for leading 


Top Demand Seen | 
For Outboards | 


NEW YORK.—The nation’s} 
boating public plans to buy more} 
outboard motors this year than} 
ever before, according to a survey} 
conducted by the Evinrude Boating 
Assn. 

Asked if they intended buying a} 
new outboard engine this year,| 
boating fans attending boat shows| 
in New York and Chicago re-| 
portedly replied “yes” to the tune} 
of 42 percent. | 

Two of every three persons inter- | 
viewed at the show, according to| 
the survey, already own one or} 
more outboard motors. 








five finished. 

“In those days,” Dye says, “there 
was only one paved street in the 
city and that’s where nearly all 
of the early buyers were taught to 
drive. We had to teach everybody 
who bought a car.” 


First cars stocked by Begg 
were the two-cylinder Oldsmo- 
bile, one-cylinder Cadillac, two- 
eylinder Argyle built in Scotland 
and the four-cylinder French- 
built Darracq. In succeeding 
years the company handled 
nearly all makes of new cars 
built on the continent. It began 
handling the Chrysler lines in 
1931. 

“We took in real estate from 
various parts of Vancouver and 
Burnaby as payments for cars in 
the early days,” the elder Begg 
says. “We had a job getting rid of 
some of that real estate.” 

In musing on the growth of the 
auto industry in Canada, Begg re- 
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called that at first all the cars he 
sold were imports from the United 
|States or Europe. Now, of course, 
| all cars the firm sells are Canadian- 
| built. 

a 





| 
(Continued from Page 3) 


| be formed and carried out in re- 
| lation to its effect on all elements 
| of our business — workers, cus- 
| tomers, bankers, suppliers, neigh- 
bors, competitors and govern- 


| ment, 

5. We must make sure that all 
| conditions within our business and 
|without are the best that we can 
|make them to contribute to the 
welfare of all people affected. 

6. We must always emphasize the 
human side of our business. Carry- 
ing out such a program is really an 
unqualified application of the free 
enterprise system. 


To keep these thoughts in mind 
and act on them will really and 
definitely contribute to assuring 
that the social, moral and com- 
mercial progress in the next 50 
years will far exceed the wonderful 
advancement of the half century 
we have just passed through. 





Keeps Lifters Free, Quiet 


SAYS CHEVROLET DEALER 


Mr. John G. Kiefer says: “Prior to using 


Today, with ROYAL 


gines recently torn 


sign of wear’ 


sticking: 
1. ROYAL TRITON 


and varnish. 
2. ROYAL TRITON 


pany office: 


LOS ANGELES 
Union Oil Building 


CINCINNATI, 2111 


OF CA 


ROYAL TRITON motor oil, we found it 
necessary to add various additives in engines 
equipped with hydraulic valve lifters to 
keep the lifters free and eliminate noise. 


TRITON, the amazing 


purple oil, our valve lifter troubles have 
completely disappeared. High-mileage en- 


down for inspection 


were exceptionally clean and showed no 


MR. JOHN G. KIEFER, Vice President 
City Chevrolet Company, Baltimore, Md. 


Here’s how this amazing purple motor oil 
keeps valves clean and free and combats 


contains special com- 


pounds that reduce the formation of lacquer 


‘S greater detergency 
retards sludge clogging of hydraulic valves 
and lifters. Instead of being deposited on 
engine parts, sludge and gum stay suspended 
in the oil until drained. 


Inquire today about handling heavy-duty 
ROYAL TRITON motor oil in your automobile 
agency. Write your nearest Union Oil Com- 


NEW YORK 
45 Rockefeller Plaza 


CHICAGO, 1612 Bankers Building 


NEW ORLEANS 
917 National Bank of Commerce Building 


Carew Tower Building 


UNION OIL 
COMPANY 


LIFORNIA 
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(Continued from Page 10) 
1950 are selling OK, he said. 
pers at this dealership are 
than last week, and much 
than last month and a year ago. 
About three dealers are reported 
to have gone out of business in a 
three-county area. (George M. 
Hunholz.) 


* + 
Monrovia, Calif. 
A PERCEPTIBLE slowing down 
has been noted in the used-car 
market here since July 4, although 
a few noted a little more strength. 
Dealers have been unable to 
maintain profit margins general- 
ly. However, dealers say that only 
a few dealers have gone out of 
business. 
Some dealers note a tendency of 
buyers to be economy-minded. 
Comment on traffic on the lots 


ranged from “slow” to “picking up.” 
—(Mrs. George W, Kline.) 
. © 


New York City 


HIS area, used-car wise, seems 
to be quite different from most 


Shop- 
fewer 






SEATTLE, WASH. 


fewer | 


other areas. Although you get a few | 





| mostly spotty. 
| One big dealer said that since 
July 4 his sales have gone up con- 
siderably. As of this writing he has 
delivered more cars this month 
than any previous month this year, 
with his profit margins remaining 
high. 

Another dealer said that his 


Pa. Enacts Tax 
On Retail Sales 


HARRISBURG, Pa.—Gov. John 
S. Fine last week signed into law 
a measure establishing a 1 percent 
State tax on retail sales, including 
automobiles. 

Effective Sept. 1, the tax will ex- 
pire automatically in two years un- 
less reenacted. Under the law, the 
tax on installment purchases must 
be paid at the time of the trans- 
action. 


dealers who complain bitterly about | 
|used-car sales, most of them say | 
that since July 4 sales have been | 
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Dealer Views of Used-Car Market — 


sales had taken a slight drop 
after the holiday, but that his 
worst trouble was with people 
| looking for bargains, although 
| the interest seemed to remain. 

| The general attitude toward the 
|future market is a cautious one, 


with the dealers and their spokes- | 


men here watching to see if the 
same conditions build up here as 
have been building up in other 


areas where inventories have re-| 


|portedly become so heavy. 
| However, a word of caution 
| seems sufficient for the majority of 
| used-car dealers and they are care- 
| fully watching their stock position. 
The hard money policy of fi- 
nance companies and banks for 
used cars has made some used- 
car dealers go out of business, 
but Jules Ostrow, general man- 
ager of the New York Used Car 
Dealers Assn., Inc., said that the 
number who have been forced out 
of business since the first of the 
year is infinitesimal. 


He said: “The market here is 





Tite ei 
— AR 


“Tm usually at the used-car lot, 
but I sunburn easily.” 





| spotty, but we see no general re- 
cession, or bad times in front of us. 
The dealers are keeping their 
stocks in good order. It is a little 
too early yet, after the holiday to 
know exactly what the public is 
doing with regards to buying used 
cars. 

“And you will find that those 
dealers who have managed to hang 
on until now will continue until at 
least Labor Day. Labor Day will 





“,.. just completed a 4,000 mile trip from Newport News, Va., 
to Seattle, Wash., on one change of WOLF’s HEAD. The engine 
performance was smooth with added power.” 


This man is sold. If he were your customer, you’d have 
his steady oil change and service business month after 
month. And he’d steer plenty of friends your way. 


Brand loyalty is strong among users of WoLF’s HEAD 
Motor Oil. When you sell a customer once, WoLrF’s 
HEAD keeps him sold. It provides richer, tougher, 
longer-lasting lubrication, and complete protection 


against power-robbing sludge and corrosive acids. 


Wotr’s Heap Motor Oil provides all three: 100% 
Pennsylvania, Specially Refined and Scientifically For- 


FREE! 
ther”’ 
Pure 


tions. Write for a copy. 


tified to meet the requirements of all makes of cars and 


all types of service. Jt cleans as it lubricates! Sell 
Wo tr’s HEap and no one will outsell you on quality! 


WOLF’S HEAD OIL 
Oll CITY, PA. e¢ 


WOLF'S HEAD 


MOTOR OIL AND LUBES 


s 
'WOLFS HEAD 


100% 
Scientifically Fortified 


Pure Pennsylvania 


Member, Penna. Grade 
Crude Oil Association 


“Guide to the Wea- 
Folder tells how to fore- 
cast weather by cloud forma- 
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like 4 customer 
like this 7 


NEWPORT NEWS,VA. 
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NEW YORK 10, N. Y. 
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be the time of changes in this area 
if any occur.”—(Ed Brown.) 
* + * 


Birmingham, Ala. 

OST used car dealers in Birm- 
| ingham, Ala., reporting on a 
|survey, said that they looked fo: 
an improvement in the used-car 
| business although one operator of 
|a used-car lot expected the market 
|to worsen. 


Stocks of used cars as a rule are 
lower than last week as well as last 
month and last year but several 
report that stocks are about level) 
with last month and two dealers 
report larger stocks than last year 


Only one of those interviewed 
stated that he could maintain his 
profit margin. 


The mortality among used-car 
dealers is estimated as running 
as high as 15 percent in the 
Birmingham district. An _ oper- 
ator of a used-car auction said 
that when he sent out an in- 
quiry to a list of used-car dealers 
in the North Alabama district, 26 
were returned as having gone out 
of business. 


Several franchise dealers have 
closed lots where they had been 
operating in parts of town away 
from their new-car location. Prices 
continue to decline and the general 
opinion seems to be that they have 
not yet reached bottom. — (Stuart 
Riddle.) 








* * * 


Dallas 


HE used-car market in Dallas 

has become more stabilized in 
the past three weeks after a five 
to six months deterioration that 
carried almost to the end of the 
normal spring and early summer 
demand season in this area. 
| The apparent halting of the pro- 
|longed downtrend had little con- 
nection with _ seasonal factors. 
| Actually it was contrary to season- 
| experience, wherein the peak 
| demand is in the spring, and the 
'week after July 4 usually sees the 
market beginning its summer 
weakness. 

The firming tendency which has 
belatedly made its appearance in 
the Dallas area is attributed to 
natural adjustment from lows that 
|carried the market below the 
|national average and even below 
|certain other major markets even 
in Texas. More intensive merchan- 
dising is another factor. 

Prices have firmed up, however, 
and the immediate outlook is for 
slightly more price improvement or 
at least, stability at around present 
jlevels for a few weeks, anyway, 
| before possibly a late summer dull- 
ness that ordinarily precedes im- 
proved conditions in the fall. 

Retail stocks are down, general- 
ly, an estimated 5 to 10 per cent 
below what they were when the 
situation improved recently. Stocks 
are lower than this time last year, 
because of the cautious policy of 
dealers during the slump and be- 
cause of tightening credit. 

There is a definite pick-up of 
shopping traffic and many dealers 
report sales increases, although this 
is spotty. Sales volume is consider- 
ably under a year ago. The in- 
ventory situation is fairly in line 
with present conditions. There is 
no over-supply of good clean late 
model merchandise. 

Dealers have not in the past five 
months been able to maintain last 
year’s profit margins on used cars, 
with new-car dealers suffering 
more than independents in this re- 
spect. 

The winter and spring slump is 
estimated to have taken some 10 
percent of the used car dealers out 


of business in this area.—(Charles 
| Cates.) 
+ ” _ 
Seattle 
LUGGISH since April 1, the 


used-car market here picked up 
just before July 4 and the improve- 
ment appears to be _ continuing. 
Dealers say the weather may have 
|/been a factor. It was very wet in 
|May and June. Now it is more like 
| summer. 
| New-car dealers report that 
| prices are not stable and that profit 
| margins are steadily slipping. One 


reported lots of shoppers, but 
| added: 
“They are mainly squirrels, 


looking for something for noth- 
ing.” 

Another large new-car dealer is 
reported to be sending all his used 
cars to a broker on consignment, 

(Continued on Page 51. Col. 1) 
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Dealer Views of Used-Car Market 


(Continued from Page 50) 
having recently closed down his 
own retail used-car operation. 

Most dealers, new and used, 

look for tougher competition in 

the fall as the result of heavy 
new-car production. 

independent dealers say the out- 
look calls for super management to 
turn a profit on used cars. 

‘We specialize in hotter makes, 
one said, “Margins are being cut 
as customers are cautious. Where 
they used to shop an hour or two, 
now they take a full day or days, 
and they hammer to the last 
dollar.” 

Stocks are being held down, as 
the dealers are as cautious as the 
customers in buying. 

To date, dealers report that they 
know of no used-car dealers who 
have quit, although they say they 


hear rumors that some will.— 
(Martin Trepp.) 
* + 
Minneapolis 


MAJORITY of the dealers here 


£% look for the used-car market | 


to soften further this month. How- 
ever, they feel that prices are be- 
coming stable that they don’t ex- 
pect much of a drop on the newer 
models until late fall when the new 
cars come out. Models older than 
1949, they say, are depreciating fast 
and some have slipped $200-250 
since April. 

One dealer pointed out that the 
used-car market in this area de- 
pends on the farm crop. If farm- 
ers can spend money, the market 
will be all right; otherwise sales 
will be at a standstill, 

Other reasons advanced for the 
poor market are that interest rates 
are too high and that buyers woulJ 
just as soon spend a little more 
money and get a new car. 

Another dealer feels that the 
used-car business is approaching 
the old competitive market and that 
salesmen will have to get out and 
really sell again. He is starting his 
old prospect follow-up system for 
his salesmen again. 

While some dealers had good 
business before July 4, others were 
quick to point out that sales were 
not what they anticipated. Some 
managed to cut their stocks, while 
others report that their stocks are 
up since the Fourth. Sales since the 
Fourth are generally down. 

Stocks of used cars since the 
Fourth are down here compared 
with last month and sales also 
are down. June is said to be 
about the best month that dealers 
here have had for a long while. 

Stocks of used cars now are up 
compared with a year ago. The 

operator of a used-car auction esti- 
mates that dealers have about one- 
third more used cars now. Sales 
also are down as compared with a 
year ago. 

Dealers were unanimous in say- 
ing that they cannot maintain their 
profit margin. Gross profits are way 
down, they say, compared with last 
year. One dealer said he was losing 
$100 on every car sold. 

There are fewer shoppers on the 
lots since the Fourth, dealers agree. 
One dealer ran a sale in the news- 
paper after the Fourth, but results 
were poor with little traffic. 

Despite the troubles that are 
besetting used-car operators, only 

two dealers are known to have quit 
business here in the last year. 
(Donald M. Lyons.) 
7” + 


* 


New Orleans 
A CHECK on new-car dealers and 


+% independent used-car dealers | 


last week failed to give a reason- 


able answer regarding the status of | 


the used-car market following the 
July 4 week-end. 

All dealers contended 
early to determine the state of the 
market, although they said the 


market slowed down immediately | 


following July 4 as is the custom 
after any national holiday. 

There is no seasonable market 
here as far as used cars are con- 
cerned. The warm weather makes 
it a year-around market—although 
spotty of late. 

The dealers are not too opti- 
mistic about the outlook for the 

used-car market. They say too 
many new cars are being manu- 
factured and prices are too high. 
Stocks are on a level compared 





it is too | 





with last week and slightly greater | 
than last month. As to last years’ 





comparison independent dealers’| prices dropped slightly, reflecting 
stocks are approximately 25 percent | the usual summer change. For | 
greater than that of new-car| rougher mode!s, prices have tum- 
dealers from 40 to 50 percent! bled off the floor as sales are way | } 
greater. | off with the result used-car deal- | j 


New-car dealers are satisfied if| TS are not in the market. 
they can break even on used cars,| New-car dealers say: ; 
while the independent operator is| “We can’t even give the junkers 
making whatever profit margin | away, yet we've got to take them 
possible. in on trades. We find we can sell 
Traffic on lots has been spotty.| Clean cars at a good price.” 
No appreciable increase or de-| Independents say the mortality 
crease.—(Gordon Hebert.) rate among operators has been 
a very low. Although the summer 
|has not been up to expectations, 
Cleveland there have been few sell outs and 
Se used-car market, | virtually no mergers. 
although under previous years| Sales figures for the first six 
as far as sales are concerned, is| months of this year show used- 
showing a “healthy relationship to| car sales up only about 1 percent 
supply and demand.” over a year ago. July figures are 
As yet no substantial used-car) about even for the first two weeks 
dealership has closed its doors;| this year compared to the first 
many independents are reported in| two weeks a year ago. 
“excellent condition as far as in-| Independents, wary of overbur- 


ventories are concerned and ac- | dening their lots, are refusing to 
tively engaged in purchasing clean 


(Continued on Page 59, Col. 3) 


cars, models dating back to 1946.” | 
Since the July 4 holiday, car | 








Kaiser Executives Attend Thomas Premiere— 


The news commentator looks over a special Lowell Thomas edition of the Kaiser 
Dealer News before inaugurating a new CBS radio network series under Kaiser dealer 
sponsorship. At the Willow Run plant where the first broadcast originated are (frem 
left), C. J. Leonard, advertising manager; Roy Abernethy, general sales manager; 


Thomas, and Edgar F. Kaiser, president. 


Europeans Eye 


Mexican Race 


MEXICO CITY.—Europe will 
have an increased representation in 
the Fourth Pan American Race this 
fall, according to Romulo O’Farrill 
jr., chairman of the event’s execu- 
tive committee. 

Prize money for the 1953 race, to 


be run Nov, 19-23, will total $104,- 
400. 

O’Farrill, just returned from 
Europe, said competing European 
cars will include the Jaguar, Alfa 
Romeo, Pegaso, Panhard and Gor- 
dini. Mercedes, a star of the 1952 
race, will not enter this year, 
O’Farrill said, because the factory 
is readying models for events in 
1954. 





-an extra sale 
with every deal 


Every time you sell a car, make an additional 
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profit—on Campbell Lug-Reinforced Tire Chains. 


Don't wait till your customer becomes a hot 


prospect in a cold blizzard, and buys chains 


wherever he can find them. Here’s how Campbell 


helps you sell: 


Modern, colorful, space-saving package makes 


trunks. 


POST and COLLIER’S. 
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Chain for every need... INDUSTRIAL... FARM...MARINE... AUTOMOTIVE 


attractive displays, keeps chains neat in cor 


Campbell gives you eye-catching banners, 
ad-mats, post cards and display suggestions. 


Campbell helps pre-sell your customers with 
regular advertisements in SATURDAY EVENING 


Call your Campbell jobber—get complete 
details on the Campbell Merchandising program. 


EASY TO USE CHAIN APPLIER 
INCLUDED WITH EVERY PAIR 














Texas Ford Dealers Visit Dearborn— 
Twenty-one dealers from the Dallas Ford district recently flew to Dearborn for a 


two-day visit with Ford division executives. In the first how (from left) are R. W. 
Sewell, Odessa; Julian Hurst, Longview; Gus Morris, Greenville; J. M. Bankston, Gar- 
land; C. |. Kenney, Dallas district sales manager; L. W. Smead, general sales manager; 
J. H. Kultgen, Waco, and C. B. Ostrander, San Angelo. Second row: C. B. Middleton, 
Denison; H. S. Murray, Midland; T. H. Maher, Dallas; Edward R. Maher, Dallas; George 
P. Montagnet, car sales manager; A. H. Lightfoot, Fort Worth, and John Young, 
Kilgore. Third row: C. J. Seyfter, manager of sales administration; T. M. Roach, Sher- 
man; J. D. McPhaul, Lamesa; Paul Boyd, Temple; L. A. Howerton, Paris; J. N. 
Weatherby, Goldthwaite; M. L. Hall, Littlefield; J. Tereshenko, business management 
manager; J. Bara, distribution manager; D. C. Burdette, parts and service sales 


manager; Bob Cooke, Arlington; C. E. Bowie, manager of product sales and service, 


and J. O. Dotson, Wichita Falls. 


50-Year Indiana Dealer 
Visualizes Bright Future 


INDIANAPOLIS.—A 50-year vet- 
eran of the auto business sees the 
best years for both dealer and con- 
sumer lying somewhere in the next 
50 years. 

O. A. Chillson, president of 
Meridian Pontiac, Inc., and Chief- 
tain Pontiac, Inc., looks back on 
the last half-century as weeding- 
out period for the industry in 
which only the strongest sur- 
vived. 

Chillson entered the automotive 


L-M Deal for Draper 


The Lincoln-Mercury dealership 
at Georgetown, Del., has been taken 
over by William R. Draper, who re- 
turns to his native Sussex County 
after 20 years in Chicago as mid- 
western sales manager of Scott 
Paper. He has acquired the busi- 
ness assets of County Seat Motor 
Co. and is operating as Town & 
Country Motors, Inc. 


field in 1903 as an employe of In- 
diana Auto Co. The Indianapolis 
firm handled Cadillac, Winton, 
Pope-Toledo, Peerless, Thomas, 
Waverly Electric and Autocar. 

In 1911, Chillson joined the Peer- 
less factory staff and remained 
there four years. He then became 
general manager of Conduitt Auto 
Co., handling Knox, Peerless, Stutz, 
Chalmers, Maxwell and, later, 
Chrysler. 

He became Indiana distributor 
for Peerless in 1926 and in 1928 
took on the Pierce Arrow dis- 
tributorship for the state. In 1935 
he became a Packard dealer, 
also handling the Hudson line. 

In 19389, Chillson switched to 
dealing in Pontiacs, and opened 
Meridian. A few years later he ex- 
panded and formed Chieftain. It is 
with these two firms that he is 
launching his second half-century 
in the auto business in Indiana. 
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ONDON.—The British motor in- 
4 dustry is beginning to reap the 


benefits of its sales campaigns in | 


the United States and Canada. 


In May the industry produced an 
alltime high of 50,600 units, more 


{than 4,000 over the previous ‘record 
| of November, 1950. 


Of this number more than 3,000 
were exported to the U. S., hiking 
the number exported in the Janu- 
ary -May period to over 15,300, 
which is 10,100 more than in the 
same period last year. Canada, 
however, was Britain’s largest 
customer, purchasing 5,680 units, 
valued at $6 million. 

The graph of production in the 
first five months of this year com- 
pared with the same months last 
year has risen sharply, and some- 
what surprisingly, by 29,000 to 
reach 216,000 units. During the 
period the strike at the Austin 
works was estimated to have cost 
the industry about 18,000 cars. 


* * * 


Truck, Coach Output 


_— and coach output in May 
was almost 19,700 units, about 
300 a week more than the previous 
monthly average for the year, and 
nearly 3,000 above the April total. 

At 97,500, the output for the first 
five months of the year was about 
5,200 units below that of last year. 
However, the industry made hay 
while the sun was still shining and 
exported 9,200 units, 600 more than 
the previous monthly average. 

Registrations of new cars, too, 
have taken a bound from 39,400 in 
the first quarter of 1952 to over 
58,700 in the first quarter of this 
year. 

Even before the budget, which 
reduced purchase tax on cars from 
66 to 50 percent, sales were running 
at a high level in the home market. 
The tempo increased still further 
after the welcome tax concession. 


Auto News from Britain 
Month’s Production of 50,600 Sets Record; 


Sales in U. S., Canada Increase 





the smallest cars. 

As a result of these waiting lists | 
|prices of used cars have hardened, 
which is to some extent expected 
in the holiday Period. 


* 


| i olkswagen Prices 


RICES of German Volkswagens 

have not been as high as was 
ese expected when the Britain- 
West German deal was announced, 
|which allowed for the import into 
| the United Kingdom of $6 million 
worth of German cars in return for 
British cars worth $8 million. Sell- 
ing began early in July. 

Despite a tariff of 33 percent 
and a purchase tax, a good de- 
mand is expected for the Volks- 
wagen deluxe, which has a sun 
roof and costs about $2,230. The 
lower-priced People’s car is sell- 
ing at $1,900. 

Despite the strike in the early 
part of the year, 2,856 Austin cars 
were registered in Canada in the 
first four months—more than 
double the total number of registra- 
tions recorded by the nearest Brit- 
ish rival. 

In the short space of five years 
since the Austin group first struck 
out in the Canadian market, Austin | 


registrations have climbed to ninth. 
* * * 


Leyland Exports Drop 


oo of trucks from Ley-! 


land Motors have declined in 





ing periods of over six months for | 








| the first six months of the yea: 


| because of curtailment of import 
by a number of countries throug] 
currency difficulties. On the othe 
hand there has been an increase ir 
production of 11 percent compare: 
| with the same period of last year 
A. F. Jopling, chairman and 
managing director of Jowett Cars, 
| Ltd., has explained that, because 
of difficulties in the supply of 
bodies from Jowett suppliers, it 
may undertake some of the as- 
sembly work on its own premises. 
Overdrive is to be fitted at mn 
extra cost to Morris trucks. 
Prices have been cut on som« 
British cars. Singer Motors has re- 
duced the price of its single and 
twin carburetor models by mori 
thar. $300 to $2,680 and $2,760, re 
spectively. Triumph Motor Co. has 
effected a cut of $450 in the basic 
price of its Renown Saloon, which 
is now $2,320. 


* * + 


Steel Decontrolled 
TEEL has been derationed in 
Britain, leaving its use outside 
Government control for the first 
time since 1939. 

Few auto manufacturers now 
complain of lack of raw materials; 
their biggest trouble now is to find 
the orders in the export markets to 
keep ahead of the growing com- 
petition from continental pro- 
| ducers. The revival in business in 
the British market will do much to 
help the British motor industry at 
a time of increasing difficulty in 
export markets. A big drive to 
develop and maintain exports will 
' be made this year. 





In the Letterbox 


(Continued from Page 4) 


thing to experience 
emergency, 


I am sure that if you had been 


in cases of, 


at 60 miles per hour on any high- 
way under panic conditions. Motion 
picture studies of these cars are 


with our group for a period of| frightening, and everytime I view 


them I think of what might be 


Some popular models are again | automobile built, you certainly| going through the man’s mind who 
in short supply, and there are wait- ' would not attempt to stop your car|attempts to stop his car at top 


oe years testing every make of 





Daily Scheduled Flights with 
NEW DC-6A AIRFREIGHTERS 


For information on airfreight rates, ‘phone WOodward 2-5776 


AMERICAN Announces 


OVERNIGHT AIRFREIGHT SERVICE 
fo and from LOS ANGELES 


Via biggest, fastest cargo planes in operation today! 
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Ar. LOS ANGELES 7:00 am 
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Americes Leading Airline AMERICAN AIRLINES “ 


SERVES MORE LEADING MARKETS THAN ANY OTHER AIR CARRIER 





highway speeds between 60 and 70 
| miles per hour in an emergency. 


The gyrations of the automo- 
bile itself and the panic that 
must enter his mind, if only re- 
corded, would be extremely in- 

| teresting and would probably 
| teach us to drive our present day 
| vehicles under 50 miles per hour 
| at all times. 

It is my interpretation that safety 

| is everybody’s business, and a man 
in your position can contribute a 
| great deal toward the creation of 
|a better automobile in the future. 

IT am sure that all safety groups 

;and men engaged in safety design 
| congratulate you. without question. 
| —A. J. Wurre, director, Motor Ve- 
| hicle Research, Inc., Boston. 

| * co » 


| How Much? 


I was rather interested in an 
item appearing on page 49 of the 
| July 6 issue, indicating that at a 
| luncheon given 47 apprentice me- 

| chanics, they were told that after 

an apprenticeship of six months, 
they would be able to earn from 
$300 to $400 a week. 


I wonder whether they were kid- 
ding the boys or whether this is 
the anticipated mechanics earnings. 
—Epwarp I. Mier, Falcon Buick 
Co., Bronx, N. Y. 

a * - 

Epiror’s Note: The idea was to 
impress upon the boys that they 
were embarking in a line of en- 
| deavor that ultimately could lead 
to positions paying $300 to $400 a 
week. 

One of our serious industry 
problems today is that we are not 
| getting a sufficient flow of young 
men to take care of the increased 
manpower requirements. To get 
these boys to come into the in- 
dustry we must point out to them 
the goals in earnings and security 
that the industry offers those 
| who apply themselves diligently 
to learning the business from the 


ground up. 
2 + s 


Auto Leasing 
I would like the address of Lovan 
R. Hall, Auto Lease Group. — 
INDIANA DEALER. 
Eprrors Nore: The address is 
522 Fifth Ave., New York City 18, 
wy: 7%. 
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‘respondent George Glaser Writes . . . 





Auto Letter from Europe 


ANKFURT, Germany.—-A pro- 
osal to have female car testers 


k 


to check the woman’s viewpoint of 
pr: duction automobiles was offered 
to me recently by a young lady in 
Pa:is, 


she had just received a new 
American-made auto, powered by 
one of the new free - breathing 
V-8s. She told me how wonderful 
the car was, how easy to drive 








Benton Harbor Orders Bond 


As Curb on Fly-by-Nights 
BENTON HARBOR, Mich.— 
City commissioners have passed 
an ordinance that requires new 
used-car dealers to post a $50,000 
surety bond for a City license. 
Mayor Pro Tem Alfred Hinkle- 
man said the ordinance was de- 
signed to eliminate fly-by-night 
operators “who come in for a few 


! 


Used-Car Notes 


| business of ‘two-bit gypsies and | 


operate some of the controls—even 
reach them, in some instances, 


and handle, but she had a few 
things she wanted me to write 
about to the “General who de- 
signs cars.” (I finally found out 


breaking a fingernail—-and even 


she meant General Motors, even (then, I can hardly reach it when 
though the car wasn’t a GM | qdriving. I want one near me on the 
make.) left front door.” 


“When the strong and husky men 
test the cars,” she said, by the most 
liberal translation, “they wouldn’t 
notice how hard it is for a lady to 


She objects to the radio controls 
being so far out of reach for the 
average woman driver, as well as 
the heater controls. 

* * * 


Ideas for Dashboard 
HE pointed out that the curved 


windshield mirrored the dash- 
board instruments. 
| and code conditions and will rid the| Jy European driving, she con- 


tinued, it is often necessary to ask 
directions from persons along the 
way, most generally through the 
right front door window. Why not, 
she asked, have a control near the 
— Kennedy | wheel to raise and lower this 


back alley boys. 


* * * 


Kennedy Opens in Wis. 
SHEBOYGAN, Wis. 


| Motors, a used-car and truck firm, | window? 


“For the woman driver,” she 
said, “it would be nice to have a 
dashboard which just registers 


has been opened here by Walter P. 
Kennedy, who has been in the 
used- car business for 21 years. 








months each year, cash in on the 
summer market, then _ aren’t 
around to fulfill the terms of war- | 
ranties on the cars they sell.” 

The ordinance was first pro- 
posed by the Twin City Auto- 
mobile Dealers Assn., a new-car 
group, but it was considerably 
watered down before final ap- 
proval. 


* * * 


Philadelphia U. C. Dealers 


To Test Sunday Closing 


PHILADELPHIA.—The Philadel- 
phia Used Car Dealers Assn. will | 
test its plan for Sunday closing 
during July and August. | 

It has distributed signs to its 
members stating: “Closed Sunday | 
because we: Appreciate the Church, 
respect the law, are interested in 
our employes’ spiritual and moral 
welfare, believe it is economically 
sound.” 


Under its executive secretary, 
Stan Hoffman, PUCDA has been 
conducting its campaign for Sun- 
day closings by direct mail, phone 
calls, signs and sound trucks. 

* * x 


Ex-Dealer Ordered Arrested 


For Skipping Theft Trial 


PROVIDENCE.—An order for 
the arrest of Max Gitman, form- 
erly a used-car dealer here, has 
been issued by Superior Judge Pat- 
rick P. Curran. 


The order was issued when Git- 
man failed to appear for trial on a 
charge of receiving stolen goods. | 
The court ordered defaulted the} 
$5,000 bail furnished for Gitman at | 
the time of his arraignment. Git- 
man also has been linked by Fed- | 
eral investigators to an auto-theft | 
ring operating along the Atlantic 
coast. 


* * 


Dealer Gets 18 Months 


For Evading Income Tax 


OKLAHOMA CITY.—Ralph L. 
Nance, former used-car dealer and | 
auto supply company owner, has 
been sentenced to 18 months in 
Federal prison on a charge of in- 
come-tax evasion. 


Nance was convicted of evading 
a total of $15,467.58 in income taxes 
for the years 1947, 1948 and 1950. 


* * * 
Colorado Group Discusses 


Expansion with Elliott 


DENVER.—Miles Elliott, of De- 
troit, field director of the National 
Used Car Dealers Assn., has con- 
ferred here with Lou Dubrava, 
president of the Independent Auto- 
mobile Dealers Assn. of Colorado, 
on plans for expanding the state | 
group. 

Elliott said that the used-car bus- | 
iness was off 20 to 25 percent. 
“Profit margins have shrunk con-| 
siderably,” he declared, “but I see} 
a bright future. There are plenty} 
of cars on the road, and the used-| 
car business must go ahead if it/ 
has a strong, vibrant organization 
with know-how.” | 

One of the aims of his organiza- | 
tion, Elliott said, “is to seek aI 
censes which prescribe lot, building 


* 
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Transfers Extra— 
This was probably the world's first om- 


| nibus, according to Buessing, producer of | 
| heavy-duty buses and trucks at Braun- | 
schweig, Germany. Buessing, celebrating | 


| its 50th anniversary, has been in business 
ja long time, but admits it did not pro- 
| duce this model. 
* + * 

‘OK’ when everything is going 
well. ’'m no jet pilot, and I don’t 
feel free to be looking at all the 
gauges all the time, and I would 
like to have the instruments do 
some of the thinking for me. 


“Oil, temperature and water 
levels could be simply hooked up 
to register nothing when everything 
is going well, but flash a light or 
ring a bell as soon as one of them 
is low.” 


When I explained to her what the 


SUMMER—Wwhen most people do a lot of 
unpleasant and hazardous driving con 


cost of some of these instruments 
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| would be, she backed down a little. 
| Nevertheless, she said, such is the 
| woman’s angle. She did agree that 
the new American car had plenty 


|of “Pegasus power”-—the winged 
| horse, you know. 
| * * * 
New-Car Make Due 
NE of the German truck 


| ( manufacturers will come out 
| with a new passenger car late 
this fall. No details on it yet, 
however. 


* * * 
Watching and Waiting 
ERCEDES, producer of the 
LeMans—winning car in 1952, 
was out in force to watch this 
| year’s contest although the firm did 
not enter a car in the event. It is 
jexpected to be back in the race 
with a new car next year, however. 
The race, won by a Jaguar, was 
loaded with expert observers from 
all parts of Europe. 
* + 
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Parts Man Available 


HO of my readers may want a 

young, efficient Buick parts 
man? One of my former German 
trainees who speaks English very 
well and really knows parts asked 
me for a chance to go to the U. S. 
Can anyone use him? 


driving—often means 
ditions for motorists. 


Bright, hot sunlight creates eyestrain, makes car interiors un- 
comfortably warm. In a car with Solex Glass, though, sun- 


glare and heat are reduced . . . driving 


is more fun. 


ahiving 1 SAFER and 


MUCH MORE PLEASANT 
with SOLEX Heat-Absorbing GLASS 


Better Vision For the Driver—The soft, green tint of Solex, 
almost unnoticeable from the inside of the car, cuts sun- 
glare substantially while admitting about 75% of the sun’s 
visible light. There’s less nervous tension and driving 
fatigue, less chance for accidents. 

More Comfort For Passengers—By absorbing at least half of 
the total solar heat, Solex keeps the car interior cooler . . . 
everyone in the car enjoys a more restful trip. 

The Demand For Solex — is being steadily increased by 
Pittsburgh’s advertising in national magazines. Your cus- 


tomers will be asking for Solex Safety Glass as optional 


PAINTS - GLASS + CHEMICALS - 


PITTS &8urR GH 


IN CANADA: CANADIAN 


PLATE 


PITTSBURGH 


equipment on new cars. They’l 


replacements. They'll particular] 


| be asking for Solex for 


y be asking for Solex now, 


during the summer vacation season. Take advantage of 


this demand by 


offering — and demonstrating 


Solex 


Duplate, Solex Duolite, and Solex Herculite. 


he best. Glass 
under the sun!” 


BRUSHES - PLASTICS 
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Georgia Governor Lauds Trucks— 


Some 150 Dodge dealers from four states were told by Gov. Herman Talmadge 
that trucks have played an important part in the industrial growth of the southeast. 





ing the new Dodge Truck Merchandising Center in Atlanta. He said construction of 
modern highways is of paramount importance to the trucking industry. — 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 





Talmadge spoke at a luncheon prior to a driveaway of 150 new trucks formally open- | 





(Continued from Page 


the way for a northern Ohio 
turnpike paved with cement by 
unanimously reversing an Appel- 
late Court order which had di- 
rected the State Turnpike 
Commission to take bids on both 
asphalt and cement to pave the 
241-mile toll highway now being 
constructed. The high state court 
ruled that Ohio law does not re- 
quire the commission to take 
alternate bids. 


New York’s State Truway Au- 
thority will need at least $150,000,- 
000 in additional financing to 
complete its 535-mile toll super- 
highway network, according to 
Chairman Bertram D. Tallamy, 
who said nearly all of the $500,- 


Legislative Roundup 
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, 000,000 authorized for the project 


by the Legislature will be needed 
for constructing the main 427-mile 
route from New York to Buffalo. 
Tallamy said the authority is com- 
mitted by law to construct four 
feeder routes totaling 108 miles as 
well as a five-mile link from the 
thruway interchange at Nyack to 
the northern terminus of the New 
Jersey Turnpike. 

New or broadened laws to au- 
thorize or facilitate the financing 


and construction of toll bridge pro- | 
jects was enacted this year by at 


least 13 states— Arkansas, Cali- 


fornia, Connecticut, Georgia, Iowa, | 


Kansas, Maryland, Michigan, Mon- 





The extra BRAKING RUGGEDNESS proven here... 
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|. Means 


) BIGGER MAINTENANCE SAVINGS 


on any hauling job! 





Why not take a tip for your braking specifications from the 
men who “roll-em'"’ over the mountains out of Denver, on into 
California. Here, the rigs are big, the grades are steep—the 
braking requirements call for the best . . . and that 
means Bendix-Westinghouse Air Brakes! That's because these 
mighty brakes, built by the industry's most experienced manu- 
facturer, deliver the extra stopping power and performance 
that assure the safest, surest, most dependable braking 
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control and longest service life in the business. And these 
are factors that mean reliable, economical performance on 


any hauling job. That’s why no 


matter what type trucks or 


buses you build, you can give your customers increased 
efficiency, plus added savings on maintenance and 
parts replacement costs by specifying the brakes proven for 
long, low-cost operation—Bendix-Westinghouse, 


the world's most tried and trusted air brakes! t 








tana, Oregon, Tennessee, Washing 
ton and West Virginia. 
+ = * 

Safety Study Approved 
_ highway safety problem 

continuing to attract wide 
spread attention in state capital: 
New Jersey lawmakers created 
new commission to study traffi: 
safety legislation. In another Nev 
Jersey safety move, State Moto 
Vehicle Director William J. Dear 
|den sought the cooperation of auto 
|mobile dealers in curbing sales o 
;cars to youths under the lega 
| driving age. 

A measure given Ohio legisla- 
tive approval provided for the 
creation of a new State Depart- 
ment of Highway Safety. Gov. 
James Byrnes, of South Carolina, 
appointed a special five-member 
Highway Safety Committee to 
study highway accident causes 
| and possible corrective steps. In 
| Maine, a resolution adopted by 
| Gov. Burton Cross’ Highway 

Safety Conference requested the 
secretary of state to put into 
effect as soon as possible a point 
system of rating drivers “with 
suspension of licenses to follow 
the accumulation of a given num- 
ber of points assessed as a result 
of motor vehicle violations.” 

A bill which would have required 
annual safety inspections of cars 
was vetoed by Illinois Gov. William 
G. Stratton. Cars failing the test 
would have been barred from the 
highways. The governor’s office said 
that a proposed $450,000 appropria- 
tion would not have been sufficient 
to conduct the program. 


Following the enactment of new 
Texas legislation modifying motor 
vehicle inspection requirements, 
State Public Safety Director Homer 
Garrison jr., announced that en- 
forcement of the new law probably 
will start about Sept. 1. 


Massachusetts lawmakers en- 
acted a bill providing for the estab- 
lishment of a merit rating system 
for compulsory insurance, under 
which insurance costs will be 
boosted for those with bad driving 
records or those whose cars have 
poor experience ratings. 

Aim of the measure is to promote 
highway safety and reduce the in- 
surance premium rates charged 
operators with good driving 
| records. The plan will be based on 
a point or demerit system which 
will be set up by the state registrar 
of motor vehicles after consulting 
with a 12-member, unpaid commis- 
sion created by the bill. 

* * * 


‘Privilege’ Upheld 
N UPHOLDING the constitution- 

ality of the Texas motorists’ 
financial responsibility law, which 
is similar to measures in effect in 
many other states, the State Su- 
|preme Court cited “the settled 
|principle that a license or permit 
|to drive an automobile on the pub- 
|lic highways and streets is a privi- 
lege and not property or property 
right.” 

Legislative developments di- 
rectly affecting automobile mar- 
keting include the enactment in 
Wisconsin of a law fixing maxi- 
mum charges in financing auto- 
| mobile sales, The measure also 

abolishes the power of the State 
1) 





(Continued on Page 55, Col. 





|Ready for U. S. Tour— 

Speed Engineer Fred Offenhauser (right 
receives from Vince Robustelli, Studebake 
dealer in Temple City, Calif., the Stude 


| baker V-8 in which he plans to make < 
| 10,000-mile test tour of 
|hauser is scheduled to 
| dealers in all 48° states. 


the U. S. Offen 
visit Studebake 
He is a nephey 
of the famed race-ca 


creator of the 
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Binking Department to set a |persons driving a public vehicle to | 


eciling on dealer participation in 
financing charges. The new 
schedule of charges fixes a maxi- 
mum of $7 a year for each $100 
borrowed for a new car; $9 per 
$100 for a car two years old; $12 
per $100 for a car two to five 
years old, and $15 per $100 for a 
car older than five years, 

4 measure designed to make sure 
that purchasers of used cars know 


whether they are buying a vehicle | 


once used as a taxi or for similar 
purposes was passed in Florida. 
Under the bill, the title certificates 
accompanying the cars will have to 
be stamped to show if they had 
been used as taxis, as “u-drive-it” 
or “for hire” vehicles. Similar no- 
tices will have to be placed on 


windshields of such cars offered for 


sale. 
Enacted in Illinois was a bill im- 


| report under the financial responsi- 
| bility act. 


+ * * 


Illinois Governor Vetoes 
\Car Inspection Plan 


Gov. 
vetoed an Illinois bill which would 
have required annual safety in- 
spections of cars at State-approved 
testing stations. 


Under the bill, car owners would 
| have been required to pay a $1 fee | 


| sufficient to 


of the firm. 


* * * 


| propriation would not have been 
conduct the program. 
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|compact to Congress for its re- 
quired approval. 


* * # 


| Twister Relief Sought 


The Massachusetts Senate has ad- 
mitted for consideration a4 bill 
| which would grant excise tax abate- 


| ments on automobiles destroyed or 





Trager Chevrolet Opens Used-Car Lot— 


ae A 75-by-175-foot used-car lot has been opened by Trager Chevrolet, Inc., Sioux 
William G. Stratton has | Falls, S. D., at the intersection of Minnesota and Tenth Sts. Bob Trager is president 


which would transform the Dela- 
ware River Joint Toll Bridge Com- 
mission into a full-fledged port au- 


damaged in the tornado that hit 
central Massachusetts in June. 


|Two Nash Dealerships 
Added in Cleveland 


Two new Nash dealerships 
have been opened in the Cleve- 
land area, 

Parma Motors has _ switched 
from Kaiser-Frazer to Nash, ac- 





posing a 2 percent use tax on Cars| 
bought in other states by Illinois | 


residents. Advocates said the meas- 
ure would protect Illinois automo- 
bile dealers, prevent evasion of 
state’s 2 percent sales tax and bring 
in $2,000,000 a year in additionai 


revenue, 
- * * 


New Tax Venture 


ICHIGAN has a new $35,000,000- | 


a-year business receipts tax. 
Described as a new venture, in the 


field of state taxation, the measure | 


levies a 4-mill tax on the gross 


earnings of business, self-employed | 


professional people and farmers 


above $10,000 a year and after de- | 


duction of at least 50 percent of 
total receipts for operating costs. 
Another new Michigan law levies 
a specific tax of 3 percent on casual 
sales of used cars. 


Delaware lawmakers enacted a 
bill increasing the state income 
tax to raise an estimated §$11,- 
500,000 in additional annual rev- 
enue, Higher rates will be paid 
mainly by those earning more 
than $5,000 a year. 

Bills enacted in Connecticut pro- 
vided for increases in the state 
sales tax, the corporation business 
tax and the unincorporated busi- 
ness tax, to raise about $46,700,000 
in additional revenue during the 
next two years. The measures pro- 
vide for an increase from 2 to 3 
percent in the state sales tax, to 
yield an additional $36,800,000 dur- 
ing the biennium; an increase from 
3 to 3% percent in the corporation 
business tax, $9,200,000, and an in- 
crease in the unincorporated busi- 
ness tax from $1 to $2 for each 
$1,000 worth of business in excess 
of $50,000, to yield $700,000 in addi- 
tional revenue. 

Legislation enacted in Illinois 
doubles the ceilings on motor ve- 
hicle wheel taxes which may be 
levied by downstate cities to $10 
for cars with 35 horsepower or less 
and $20 for bigger vehicles. 

Constitutionality of the municipal 
income tax imposed by the City of 
St. Louis was upheld by the Mis- 
souri Supreme Court. Authorized by 
a state enabling act scheduled to 
expire next April, the St. Louis tax 
is imposed at the rate of % percent 
on the earnings of all persons and 
corporations within the municipal 
limits. The 1953 Missouri legisla- 
ture buried a bill proposing to ex- 
tend the enabling act. 
Pennsylvania’s Supreme Court 
upheld the validity of the Philadel- 
phia municipal 3-mill merchantile 
tax. The decision’s effect was to 
clear the way for the City to pro- 
ceed with collection of the taxes 
levied on businesses and profes- 
sions under an ordinance adopted 
last December, to raise an esti- 
mated $17,000,000 in additional 
annual revenue, Collections had 
been postponed pending outcome of 
the test case. 
* * o 


Ohio House OK’s Changes 


In Highway Department 


The Ohio House has passed a 
Senate bill to reorganize the State 
highway department. 

An amendment removed a re- 
quirement that the highway direc- 
tor be a registered civil engineer. 
The bill sets a salary of $12,000 a 
year for the director and creates 
12 divisions instead of 15. 

The House has concurred in Sen- 
ate amendments to a bill to require 








for an inspection, with 10 cents 
going to the State for each safety 
certificate issued. Cars failing the | 
tests would have been barred from 
the highways. The governor’s office 
said that a proposed $450,000 ap- 


Pennsylvania Approves 
Delaware River Pact 








ow to increase 
your sales volume 


For a modern VISUA We 


LIBBEY: OWENS: FORD 
GLASS DISTRIBUTOR 


25% to 35% 


Ia@RONT see your nearest 


Name 


thority. 


Since the New Jersey Legislature 
previously enacted identical legis- 





Address 


hn. 


| Gov. John §. Fine has signed into lation, the next step in creation of 
Pennsylvania law a bill for an inter-|the authority on the upper river 
state compact with New Jersey| will be submission of the interstate 


cording to Ernie Gerzeny, owner 


a dealer since 1946. 


TUF-FLEX DOORS 


for maximum see-in 


Published reports indicate that a well-planned 
modernization program will increase volume 
25% to 35%f. 

Start with an L‘O-F Visual Front. It makes 
your store look bigger and more modern. It’s 
your best advertisement . . . it lets people see 
more of what you sell . . . invites them to buy. Re- 
member, you have just 9 seconds to tempt a 
passerby inside—9 seconds to compete with the 
stores around you (that’s how long it takes to 
walk past the average store). 

Ask your local Libbey-Owens’Ford Glass 
Distributor to give you an estimate on a Visual 
Front. 

He can put you in touch with local architects 
and contractors who specialize in storefront 
work. He knows local codes and conditions. 

And he has this complete line of storefront 
materials: 

1. L-O-F Polished Plate Glass. 

2. Thermopane* insulating glass to reduce steam 
and frost on windows in winter. 

3. Tuf-flex* Doors for unobstructed visibility. 

4. Golden Plate to reduce fading of displayed 
merchandise. 

5. Vitrolite* glass paneling for exterior beauty. 

6. Mirrors of L-O:F Polished Plate Glass to en- 
large and brighten your store. 

Mail the coupon for your free copy of our 
booklet on Visual Fronts, and for the name of 
your nearby L:O’F supplier. *® 
1 According to a booklet written by Charles S. Telchin, 

architect and well-known store design specialist. 


Libbey-Owens-Ford Glass Co. 
7673 Nicholas Building 
Toledo 3, Ohio 


Send me your booklet on Visual Fronts and the name of the nearest L O-F Distributor. 


(Please Print Plainly) 


of the firm. Gerzeny has been 


William R. Hill, formerly with 
East End Nash, has opened West 
End Nash at 13300 Madison Ave. 
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ovele Profits to, you... 


more satisfied customers, too!’’ * 








| Gasoline Station || 
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9°" /NUMBER families! | Of Customers Ba Cubes 
° |" HOUSTON.—There was the serv-| $ 5.95 $5.9F 
{ice department that offered to - 9.00 7 





clean a customer’s eyeglasses if | 
presented at the time the wind- 
shield was scrubbed, but a Hous- 
ton gasoline station manager has 
gone it one better. 


it's true! Census and registration statistics indicate 
1.2 cars per family in Oregon. Reach this tremendous 
market for automotive advertisers with The Oregon- 
ian... the leading circulation newspaper in Portland 
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AND RUBBER FLOOR MATS 


with 


RUGLYDE 


You can get a better price for any used 
car* if the tires, rubber floor mats, and 
weather stripping have that NEW look. 
And RuGLYDE will do this for you. It 
cleans black, white, and all colors of 
rubber. Restores the original appearance 
quickly, easily and with little cost. Add 
dollar value to your used cars with 
RuGLYDE—ready to use—fool-proof— 
100% safe on rubber and car finish. Order 
from your jobber. 


One-gallon can ... Also 


available in economical 
five-gallon drum 


* Also excellent for giving all rubber on new cars a better, cleaner 


AMERICAN GREASE STICK CO., Muskegon, Mich. 
Show Room look. Especially recommended for removing colored 
coating from new white sidewalls. 


hag 
HERE! THE KEY TO 


SUCCESSFUL AUTOMOBILE SELLING! 


NEW AUTOMOBILE SALESMANSHIP HOME- STUDY COURSE 
By W. K. BRAASCH 

Recognized as Dean of Automobile Selling for over 30 

years—Now Executive Advisor of National Sales Trainers 


Prepare for Today’s Competitive Automobile Market! 
e Train QUICKLY — EFFECTIVELY — ECONOMICALLY for suc- 
cessful automobile selling. 
e Learn the vital fundamentals behind successful automobile sales 








What this Home-Study Course Offers for only $19.95 postpaid. 

1. Complete set of 6 widely acclaimed automobile sales manuals— 
listed below. 

2. National Sales Trainers certificate entitling each purchaser of 
course to personal correspondence from W. K. Braasch on all per- 
sonal automobile sales problems. 

3. Grading and analyzing examination. 

4. Engraved Diploma from National Sales Trainers upon successful 
completion of course. 







Sept. 13-15—Wyoming Automobile Dealers 
Assn., Irma Hotel, Cody, Wyo. 

Sept. 14-15—Automobile Gestars Assn. _ of 
North Dakota, Patterson Hotel, Bis- 
marck, N. D. : 

Sept. 17-19— New Mexico Automotive 
Rosters Assn., La Fonda Hotel, Santa 
Fe M 


Sept. 20-22—Wyoming Automobile Dealers 
Assn., Irma Hotel, Cody, Wyoming. 
Sept. 20-22—Kentucky Automobile Dealers 
Assn., Inc., Phoenix Hotel, Lexington, 


y. 
Sept. 21-22—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 
Sept. 21 -22— South Dakota Automobile 
ealers Assn., Aberdeen, South Dakota 
Sept. 21-22—Minnesota Automobile Deal- 
ers Assn., St. Paul Hotel, St. Paul. 
Sept. 24-25—New Jersey Automotive Trade 
Assn., Hotel Traymore, Atlantic City, 


N. J. 

Sept. 27-28 — Georgia Automobile Dealers 
sn., Biltmore Hotel, Atlanta, Ga. 
Sept. 27-29—Arkansas Automobile Dealers 
Assn., Inc., Convention, Arlington Hotel, 

Hot Springs, Arkansas. 

Oct. 2-3—Kansas Motor Car Dealers Assn., 
Hotel Town House, Kansas City, Kansas. 

Oct. 4-46—Texas Automotive Dealers Assn., 
Texas Hotel, Fort Worth. 

Oct. 7-9—National Used Car Dealer Assn. 
annual convention, Beuna Vista Hotel, 
Biloxi, Miss. 

Oct. 9-10—Pennsylvania Automotive Assn., 
William Penn Hotel, Pittsburgh. 

Oct. 11-13 — Mississippi Automobile 
Dealers Assn., Buena Vista Hotel, Biloxi, 


Miss, 

Oct. 13-16— Federation of Automobile 
Dealer Assns. of Canada, Royal York 
Hotel, Toronto, Ontario. 

Oct. 17-19— Arizona Automobile Dealers 
Assn., Hotel Westward Ho, Phoenix. 
Oct. 18-20— Tennessee Automotive Assn., 

Buena Vista Hotel, Biloxi, Miss. 

Oct. 22 — Connecticut Automotive Trades 
Assn., Inc., Hotel Bond, Hartford. 

Oct. 27 — Automobile Dealers Assn. of 
seme, Inc., Buena Vista Hotel, Biloxi, 

iss. 

Oct. 25-27— Florida Automobile Dealers 
Assn., Sheraton Beach Hotel, Daytona 


Beach. 
Nov. 13-14—Montana Automobile Dealers 


: as developed from over 30 years automotive experience and over | yoc'}d1 Ohio Auometie Dott ea 

50,000 trained automobile salesmen. Hotel Commodore Perry, Toledo. 

e Just 6 WEEKS of concentrated organized study will give a lifetime a 3-11 “a oe of 
of experience and know-how. ee a a 


nd. 

Nov. 18-19— Oklahoma Automobile Deal- 
ers Assn., Mayo Hotel, Tulsa. 

Nov. 30- Dec. 2—Idaho Automobile Deal- 
ers Assn., Boise Hotel, Boise, Id 

Dec. 3— Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Dec. 4—Oregon Automobile Dealers Assn. 
Convention, Multnomah Hotel, Portland. 

* * * 


Dealer Auto Shows 





inder (or more) for blast-cleaning 
the combustion chambers with the 
“Head-On” Carbon Blaster. Again, 
deduct your labor costs at the same 
percentage ratio. Then compare 
your profits . . . from Carbon Blast 
Tune-Up Service vs. an ordinary 
tune-up job! 

CUSTOMER SATISFACTION — Just 
check back on some of the com- 
plaints you’ve had recently from 
regular tune-up customers. Most of 
them, you'll find, are based upon 
the same conditions . . . “loss of 
power,” “poor performance,” “lack 
of pep.” Now consider the basic 
cause of these complaints. It’s a 
proven fact, you know, that com- 
bustion chamber deposits quickly 





Carbon Blaster. Because this revo- 
lutionary machine enables you to 
blast-clean combustion chambers 
. . . quickly, thoroughly, safely . . . 
without removing the cylinder head! 


WANT MORE INFORMATION 
about this profitable new service 
equipment? Then get in touch with 
your nearest authorized Kent- 
Moore Distributor. And ask him, 
too, about the new national con- 
sumer merchandising aids designed 
to help you sell your customers on 
your Carbon Blast Tune-Up Service! 


KENT-MOORE 
ORGANIZATION, INC. 


5-105 General Motors Bidg., Detroit 2, Mich. 





and the entire Oregon Market, both Daily and Sunday. Seeiees a a ae poe 
First in automotive advertising linage and First in — io 2 a s nd rs . a the! 
sales, The Oregonian is your best buy stops for gas, attendants ro - 
; . air-conditioning machine up to one 
FOR SALES RESULTS ... . Place your advertising in Portland's largest newspaper. window and cool the inside of the 
car while it is being serviced. 
th o” i In Kansas City, a service station | 
} a advertised drinking water for tour- 
' e rego on | iste’ dogs after installing a special t 
FORRAND, CHEDST | fountain for them. Believe it or not, | —_z 
229,004 Daily 289,542 Sunday it was a business magnet. i 
REPRESENTED NATIONALLY BY MOLONEY, REGAN & SCHMITT, INC.| In Springfield, Mo., a new service | * 1 
station has a hostess. She sees to} ( 
it that the women in a car have} CARB I B T I 
everything they need. | ‘ 
7 a 
i Tune- : 
Coming Events ! 
Dealer Conventions : ’ ; . 
Aug. 23-26—Automobile Dealers Assn. of Increased service profits, improved customer satisfaction! That’s the V 
ad West Virginia, ~— a Hotel, White story in a nutshell every time you use your Kent-Moore “Head-On d 
Sept BO-NMADA. Granlidden Hotel, Carbon Blaster. And here’s how you can prove it for yourself .. . t 
Lake Sunapee, N. H. / PROFITS — First, jot down your rob engines of much of their origi- Vv 
’ ay | 1 ’ : : n 
i ‘ MORE Ad) every gg ag ng ag om — normal charge for a regular engine _nal power. It’s a fact, too, that this n 
_ :'¥ 7 Sept. 13-14—Colorado Automobile Dealers tune-up, then deduct your labor inevitable loss of power can only ré 
om F Used Car: = LS algae Hotel, Colorado costs to establish your gross profit be restored through periodic re- 0 
//| 1: Sept. I is — New York State Automobile from customer labor sales. Next, moval of these objectionable de- Sl 
ealers Assn., Saranac Inn, Saranac take the same basic tune-up charge _ posits. And that’s a job best done 
DRESS UP TIRES Lake, N.Y and add... say, $1.00 per cyl- with the Kent-Moore “Head-On” te 





smo 
5. Confidence in facing future automobile market that comes from Mesa S21, - = Chicane Auto Show, perc 
: : nternational Amphitheater. rese 
being thoroughly and properly trained. April 17-25, 1984 — Seattle Auto Show. Se- onel 
The 6 Field-Tested and Proved Manuals Included with Course: attle Civic Auditorium. for 
1. The Eight Automotive Success Fun- 4. Personality—The Key to Leadership - = 2 1 
damentals 5. The Technique of Used Car Sales- General 
2. The Automotive Selling Process manship A 9A i ieciie Oe , 
3. Eighty Ways to Find New Pros- 6. Developing and Testing Your Sales . deatlen, Pantin. . a pian 
pects Talk Sept. 20-22—National Truck Leasing Sys- THIS BOOK GIVES YOU THE ns 


Additional or separate sets of these 6 famous manuals may be obtained 
for only $7.50 per set. Previous purchasers of these manuals may 
enroll in Home-Study Course for only $12.50. 


GET READY TO MEET COMPETITION TODAY ! 
TOMORROW YOU'LL BE WAY AHEAD! 
Here’s what one dealer said, “Your plan for selling used cars in your 
manual #5 on Used Car Salesmanship is the best I’ve ever seen. That 
one idea alone repaid my investment many times over the first week 
I used it. Congratulations on your outstanding manuals.” 


INVEST IN YOUR FUTURE — ENROLL TODAY! 
W. K. BRAASCH National Sales Trainers 
EXEC. ADVISOR 549 Washington Bivd. 
Chicago 6, Illinois 
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tem, Inc., Eighth Annual Meeting, Palm- 
er House, Chicago. 

Sept. 21-23 — Truck Body and Equipment 

sn. Inc., annual convention and dis- 
play, Sheraton-Gibson Hotel, Cincinnati. 

Oct. 19-23—National Safety Congress and 
Exposition, Chicago, Illinois. 

Oct. 21-31—38th International Motor Ex-- 
hibition, Earls Court, Lendon, England. 

Oct. 28-36—The American Society of Body 
Engineers, Seventh Annual Technical 
Cenvention, Bulld- 
ing, Detroit. 

Nov. 1-2 — Texas Independent Automobile 
Dealers Assn., Ninth Annual Convention, 
Plaza Hotel, San Antonio, Tex. 

Nov. 9-12— American Petroleum Institute 
meeting, Conrad Hilton Hotel, Chicago. 

Dec. 7 and 10— Motor & Equipment 
Wholesalers Assn. Convention, Conrad 
Hilton Hotel, Chicago. 


Rackham Memorial 





BUFFALO EVENING NEWS: 


EDWARD H. BUTLER 
Editor and Publisher 


WESTERN NEW YORK’S GREAT NEWSPAPER 


COMPLETE STORY IN PICTURES 
AND FIGURES OF NEW YORK 
STATE'S 2nd LARGEST MARKET 
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Construction Under Way in Several States .. . 





1953 





Toll Road Projects Get Backing 


| SGISLATION authorizing or de- 
4 signed to pave the way for new 
or broadened toll financing of high- 
way facilities has been enacted this 
year in 16 states — Colorado, Con- 
necticut, Florida, Iowa, Illinois, 
Kansas, Michigan, Minnesota, Ne- 
braska, New Hampshire, New York, 
North Carolina, Oklahoma, Texas, 
Washington and Wisconsin. 
Similar bills are still pending in 
Alabama and Pennsylvania; were 
rejected in California, Maryland, 
Missouri, New Mexico and Rhode 
Island, and vetoed in Arkansas, 
Construction of new or extended 
toll roads is currently in progress 
in Connecticut, New Jersey, New 
York, Ohio, Pennsylvania and West 
Virginia; was recently completed in 
Oklahoma; is getting underway in 
Maine, and is in various stages of 
preparation, planning and study in 
a number of other states under 
authority of previously enacted 


laws. 
* * * 


IGHTEEN states— Alabama, 
Colorado, Florida, Illinois, Iowa, 
Kansas, Kentucky, Massachusetts, 
Michigan, Minnesota, Nebraska, 
North Carolina, Pennsylvania, 
Texas, Virginia, Washington, West 
Virginia and Wisconsin — have 
named, will name or are awaiting 
reports from toll road authorities 
or commissions on the feasibility of 
such programs. 
In other states, the progress of 
toll road plans has been as follows: 
CONNECTICUT—Bills enacted 
by the Legislature include a 
measure authorizing construction 
of the Fairfield County Thruway, 
to connect with the New York 


POSITIVE REAR DOOR 


SAFETY LOCKS 


1.57° 
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100% EFFECTIVE—Cannot Faii 
The perfect door lock for all Plym- 
outh, Dodge, DeSoto and Chrysler 
cars— All General Motors cars and 
Ford and Mercury 

Quickly Installed or Removed. Re- 
places Inside Door Handle Rear 
Doors are Always Locked From In- 
side, but can be opened from out- 
side as usual. No Mechanica) 
Changes To Make. Handle can be 
replaced if desired. No Delicate 
Parts to Break and Cause Failure. 
Mounted on Attractive Display Card. 

IMMEDIATE DELIVERY 

If your jobber cannot furnish order 
direct. Write today for free catalog 
of over 200 HOUSER service items. 


RR TL Shp 





Iverson Fuel Pressure Control 


it eliminates fuel pump impact, gives 
smooth gas flow, prevents vapor locks and 
percolating. Reduces carburetor tuning, float 
resetting and wear. You won't believe it 


adil ts den cots Price $5. 95 


IVERSON PRODUCTS COMPANY 
2300 East 21st Street 
Minneapolis, Minnesota 














NEW HOLMES WRECKER 
FOR SALE 


Will sacrifice Brand New Holmes Model 650 
Wrecker completely equipped, including Hi- 
Speed Towing Cradle, 10 ton boom, out- 
riggers, snatch blocks, rear jacks, etc., 
mounted on Brand New 1952 GMC Model 
623 Chassis, WB179", two speed axle, 
1000 x 20, 12-ply tires. No trade in. iIn- 
quire George Kennedy, Armory 4-4000, 45 
Church Street, Paterson, New Jersey. 





: 


State Thruway at Greenwich and 
extend across eastern Connecti- 
cut to Killingly at the Rhode 
Island border. If the toll receipts 
prove insufficient, the measure 
provides that state gasoline taxes 
may be used to amortize the 
bonds needed to finance the pro- 
ject. Estimated cost of the bonds 
is $213 million. 

Also enacted in Connecticut was 
legislation calling for continuance 
of toll collections on the Merritt 
Parkway and Wilbur Cross Park- 
way after the bonds for those pro- 


Chrysler Shifts 


Two in Canada 


WINDSOR, Ont. — Two veteran 
figures in the parts and service 
branch of Canada’s auto industry 








(a 


H. J. Moore 


J. H. Hickey 


have received new assignments, ac- 
cording to E. C. Row, president and 
general manager of Chrysler Corp., 
of Canada., Ltd. 

John H. Hickey, for 25 years 
general parts and service manager 
of the corporation and a director, 
joins the executive staff of the 
president and general manager. 

Howard J. Moore, formerly parts 
and service merchandising man- 
ager, succeeds to the post which 
had been held by Hickey. Moore 
will continue as a director of the 
corporation. 


Survey 


(Continued from Page 1) 


is here to stay, and will always sell. 

In contrast to dealer views on 
the outlook, Harry J. Klingler, 
group executive in charge of 
passenger cars for General Mo- 
tors, and William F. Hufstader, 
GM vice-president in charge of 
distribution, were quoted during 
a visit to Buffalo as saying the 
market for both new and used 
cars is excellent. 

They said they found no basis for 
reports that the used-car market is 
glutted and sales slow. 

* * * 

NOTHER statement, pertinent 

to the situation in view of the 
fears of some dealers that just as 
used-car prices leveled off new-car 
prices would be cut, starting an- 
other spiral, was this from Kling- 
ler: 

“I see no opportunity for car 
prices to come down, based on 
present costs. We have had a 
steel price increase and a wage 
increase recently, 

“There has been no decrease in 
the prices of copper and other ma- 
terials. There can be no price cuts 
under those conditions.” 

New and used-car dealers alike 
report the going has been rough in 
recent months. Official figures are 
not available on mortality of used- 
car dealers, but dealers estimate it 
ran as high as 25 percent in Chi- 
cage, 15 percent in Birmingham, 
Ala., and 10 to 15 percent in Dallas. 

At the other extreme are Seattle, 
and Portland, Ore., where no mor- 
tality was reported. New York and 
Minneapolis dealers report very 
light mortality. 

* * * 
| THE survey, all dealers report 
profit margins sliding. Stocks in 
many cases were down, since the 
dealers appeared as cautious on 
used cars as the retail customers. 

Some dealers reported an in- 
crease in bargain hunters, com- 
menting wryly that many of the 
shoppers were “squirrels” looking 
for something for nothing. 

Other dealers laid this customer 
attitude to loose advertising on 
radio and television, which, they 
said, added to the confusion of 
customers and caused many to wait 
for lower prices. 











jects are paid in full as a means 
of providing additional revenue for 
highway construction elsewhere in 
the state. 
* * * 

NDIANA Final approval of a 

toll highway across northern In- 
diana has been made and a belief 
was expressed that bonds totaling 
$165 million can be issued by fall. 


Construction contracts for the two- | 


year job of building the 149.9-mile 
highway — linking the Ohio Turn- 
pike to Chicago 
be awarded next spring. 

MAINE —First construction 
contracts for a 66-mile addition 
to the Maine Turnpike, now run- 
ning 45 miles between Kittery 
and Portland, are expected to be 
awarded this fall. The extension 
will run from Portland to Au- 
gusta and is expected to be com- 
pleted in 1955 at an estimated 
cost of $55 million. Funds for the 
extension will come from a $75- 
million issue of refunding and ex- 
tension bonds sold earlier this 
year by the Maine Turnpike 
Authority. 


New Hampsuire — New toll road 


laws authorize bond issues to fi- 
nance construction of a $23-million 
Central New Hampshire Turnpike 
from Bashua to Concord and a 
$13.5-million extension to Rochester 
of the present Eastern New Hamp- 
shire Turnpike, which now runs 
from Portsmouth to Seabrook. 
* * * 

Ne JERSEY — The New Jersey 

Highway Authority has sold to 
an investment banking syndicate a 
total of $150 million in serial bonds 
to finance construction costs to the 
end of this year on the 165-mile 
Garden State Parkway now under 
construction in 16 sections from 
New Jersey to Cape May. The pro- 
ject is scheduled for completion 


next year at an estimated cost of | 


$285 million. 

NEW YORK — New legislation 
enacted in New York this year 
authorized a $40-million bond 
issue for a parkway construction 
and improvement program in 
Nassau County and provided for 
imposition of a 10-cent toll on the 
Southern State Parkway from 
the Long Island State Park Com- 
mission to the independent Jones 
Beach State Park Authority. 

Also, a State Thruway Authority 
official said his body will need at 
least $150-million in additional fi- 
nancing to complete its 535-mile toll 
superhighway network. The official 
said nearly all of the $500 million 
previously authorized for the pro- 
ject will be needed for constructing 
the main 427-mile route from New 
York to Buffalo. The authority is 
committed by law to construct four 
feeder routes totaling 108 miles as 
well as a five-mile link from the 
throughway interchange at Nyack 
to the northern terminus of the 
New Jersey Turnpike. 

” * x 


KLAHOMA — Enactment of a 
law authorizing construction of 
three more toll roads in the state 
was followed by organization of a 
drive by opponents to obtain suffi- 
cient signatures to initiate petitions 
to force a referendum on the bill. 
The new act broadens the 
powers of the present Oklahoma 
Turnpike Authority to finance 
and construct an extension of the 
recently-opened Oklahoma City- 
Tulsa toll superhighway from 
Tulsa northeast to the Missouri 
line, the new turnpike from 
Oklahoma City southwest to the 
Texas line, and from Oklahoma 
City north to the Kansas line. 
Ohio, meanwhile received per- 
mission to pave a northern Ohio 
turnpike with cement. The State 
Supreme Court reversed a decision 
by the Appellate Court which had 
directed the State Turnpike Com- 
mission to take bids on both 
asphalt and cement for the 241- 
mile toll highway now under con- 
struction. The high court ruled 
that Ohio law does not require the 
commission to take alternate bids. 


Skinner Names Weaver 
E. E. Weaver has been appointed 
service manager for Paul Skinner 
Pontiac, of Wichita. Before joining 
the Skinner firm, Weaver was con- 
nected with General Motors’ insur- 
ance division, 


-are expected to} 








MEWA Contest Theme 
Is Hidden Profits 


57 


three best essays will be $100, $50 
and $25 bonds plus a roundtrip 
ticket to the MEWA convention in 


CHICAGO.— The Motor Equip-| Chicago Dec. 7-10. 


ment Wholesalers Assn. has an- 
nounced its annual essay contest. 
The theme of this year’s event is 
“Finding Hidden Profits.” 

Rules have been prepared for the 
young executive group and include 
these: Length, 500 to 2,000 words. 


Essays must be postmarked before 
midnight Nov. 1. 


Prizes for the 





Caldwell Named by Wright 


Gene Caldwell has been appointed 
used-car manager for Larry Wright 
Motors (Studebaker), Monrovia, 
Calif. Caldwell operated his own 
used-car business in Alhambra from 
1946 to 1951. 








Write Today: 





- « . The PRACTICAL Safety Device 
That Is WINNING Public Accept- 
ance! This Is Your Opportunity To 
Put Safety In The Family Cars of 
America. YOU Will Be Helping To 
Stop The Slaughter In The Battle of 
The Highways. Lets Give Them Real 
Life Assurance! 


KARBELT MFG. C0., Mason, Mich. 








DISTRIBUTORS WANTED! 


LOAD LIFTER, hydraulic electric push button controlled. Fits stake or van type trucks. 
Lifts up to 800 Ibs. Simple installation, low in price. 





Write for details on open iecdibesine 


EZ-DUZ-IT LOAD LIFTER fis-.ci inde toe 
440 ILLINOIS AVE., DETROIT 1, MICH. 
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... to INCREASE 
SHOP PROFITS 


and assure customer 
satisfaction through 


better repair work 


That's why 70% of the units of this 
type in use among car dealers are Sun built. 
The Sun Line is complete—offering scientific 
testing equipment of every size and type. 
This enables any car dealer, regardless of 
size, to have the units that best fit his shop 
needs. Newly engineered 6-12 volt equipment 
is now available—or your present equipment, 
through the Sun Modernization Plan, can be 
quickly converted to serve vehicies of both 
voltages. Talk to your nearest Sun Repre- 
sentative or write direct to SuN. 
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CHARGER BC 


Ay 
ST: 
AIA 
115 


6327 Avondale Ave., Chicago 31, Illinois 
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Illinois Dealers Win Point 


All Detrimental Bills Sidetracked by Legislature, 
Chicago Association Reports 
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CHICAGO.—No legislation deteri- | from CATA’s general counsel, Sey- | 
|mental to auto dealers was passed 
| by the recently adjourned Illinois 


Legislature, according to Edward 
L. Cleary, manager of the Chicago 
Automobile Trade Assn. 

Cleary said at least 154 bills di- 
indirectly affecting the 


automobile industry were intro- 


| duced at the last session. 


He quoted as follows a report 





Education Drive 
Announced by 


Brand Council 


NEW YORK.—The newly ap- 
pointed executive committee of the 
Brand Names Foundation’s retail 
advisory council has announced 
plans for a year-around program 
of brand education and service for 
retailers. 

Under the chairmanship of Frank 
O. Wilking, president of Wilking 
Music Co., Indianapolis, the execu- 


| tive committee is composed of last 


year’s top Brand Name Retailer-of- 
the-Year winners. 

Wilking said at a recent meeting 
of the council he felt the 1953 retail 
program, most intensive in the 
foundation’s history, would reach 
most of the nation’s two million 
retailers. Wilking said this would 
be accomplished through close 
working relations with manufac- 
turers’ sales representatives, whole- 
salers, newspapers, radio and tele- 
vision stations, trade magazines, 
chambers of commerce, trade asso- 
ciations, ad clubs and business 
groups. 

The foundation will shortly make 
available to retailers a new brand 
booklet, “Dividends from Brand 
Selling,” which covers advertising 
and promotional techniques. 





Dodge Picks Ely 
For Detroit Post 


DETROIT.—Appointment of Fos- 
ter D. Ely as Detroit regional man- 
ager for Dodge has been announced 


by L. F. Desmond, 
general _ sales 
manager. 


Ely, who first 
joined the divi- 
sion in 1947, for- 
merly was truck 
manager for the 
western zone with 
headquarters in 
San Francisco. He 
also served as ej 
Portland regional * Bee 
manager, city Foster D. Ely 
manager for Los Angeles and dis- 
trict manager in the Memphis re- 
gion. 

Ely succeeds C. J. Jefferson, who 
has assumed the newly created po- 
sition of Dodge training coordi- 
nator. 


Obituaries 


Otis E. Mercer, 65, 


N. H. Ex-President 

NASHUA, N. H.—(UTPS)—Otis 
E. Mercer, 65, who served two terms 
as president of the New Hampshire 
Automobile Dealers Assn., died in 
Manchester July 7 after a long 
illness. 

A Nashua dealer, he was a World 
War I veteran, had served as head 
of the American Legion’s 40 and 8, 
was a member of the State Library 
Commission and had been a major 
on the governor's staff. 

«© x 7 


Sidney F. Stallings Sr. 

GREENVILLE, Miss.—Sidney F. Stall- 
ings sr., 64, manager of Foster Motor Co., 
was found dead July 10 of a self-inflicted 
wound, a coroner’s jury reported. He en- 
tered the auto business with his brother. 
Church Stallings, in Greenville in 1927. 

* * * 


Fred Breznik 

PARAGOULD, Ark. — Fred Breznik, 
Studebaker dealer, died July 12 of head 
injuries suffered two days earlier in an 
auto collision. A native of Austria, he 
was a member of the City Light Plant 
Commission. 

* * * 


Albert C. Schettig 

CRESSON, Pa.—Albert C. Schettig, 83, 
founder of an auto dealership here, died 
July 9 in Altoona. One of the pioneer 
dealers in the county, he started Schettig 
Motor Sales in 1915. For about 15 years 
prior to that, he operated a livery stable 
in Cresson. 











mour M. Lewis, concerning the as- | 
sociation’s efforts during the) 
Illinois General Assembly: 

“From the very beginning until 
the very last week of the session, 
the industry was bedeviled with 
extremely detrimental legislation 
introduced both in the House and 
the Senate. 


“Besides those bills affecting 
business generally, such as mini- 
mum wage, workmen’s compen- 
sation, unemployment compen- 
sation, equal pay for women, 
fair employment practice, appro- 
priations, amendments to occupa- 
tional tax act, increase in property 
taxes and highway taxes, there 
were a considerable number of bills 
directly affecting automobile 
dealers, particularly with reference 
to the installment sales of auto- 
mobiles. 


“Practically all the bills affecting 
automobile dealers had to do with 
licensing, regulating, restricting 
and fixing finance and other 
charges, regulating defaults and 
repossessions, prepayments and 
everything incidental to retail in- 
stallment sales. 


“These bills had to be watched 
for when they were introduced, 
then carefully checked for ob- 
jections and for determination as 
to their effect upon the industry 
and then the legislators had to be 
advised so that they would realize 
the effects that passage of legis- 
lation would have upon the in- 
dustry.” 


Legislation was passed requiring 
a use tax on new cars purchased 
outside Illinois and brought into 
the state. This would not harm 
Illinois dealers in any sense, Cleary 
said, but would only require all 
purchasers to meet equally the 
burden of the so-called sales tax. 

A statewide compulsory car-in- 
spection law was passed, but vetoed 
by the governor because of the cost 
of administration, 

“It was fortunate the Legislature 
acted as it did,” Cleary said, “for 
many bills detrimental to both 
dealers and the buying public were 
defeated.” 


4 Credit 


(Continued from Page 1) 


credit as it affects the nation’s fi- 
nancial structure.” 
7 + * 


E SAID that NADA finance 

companies and consumers alike | 
“feel very keenly” that consumer | 
credit regulations serve no useful | 
purpose. 


“New-car dealers see no need 
for credit regulations,” Bell said. 
“We believe there is no cause for 
alarm. It is our hope that the | 
July 22 meeting will lead to the | 
accumulation of facts which will 
be of mutual benefit to both new- | 
ear dealers and to the nation’s 
lending organizations.” 

Among conferees representing fi- | 
nance organizations will be E. C. 
Wareheim, president of Commercial 
Credit Corp., Baltimore; John J.| 
Schumann jr., president of General | 
Motors Acceptance Corp., New| 
York; Edward P. Latimer, presi- | 
dent of the American Finance Con- | 
ference, Chicago; Paul M. Welch, 
chairman of the installment credit 
commission of the American Bank- 
ers Assn., New York. 

* * * 


Aso: George A. Bigley, execu- 
tive vice-president of the Pa-| 
cific Finance Conference, Los An- 
geles; William W. McCarthy, vice- | 
president of the National Shawmut 
Bank, Boston; L. Walter Lundell, 
president of Universal C.I.T. Credit 
Corp.; Lloyd Mazzera, vice-presi- 
dent of the Bank of America, San 
Francisco, and William Gaunitz, 
president of Associates Investment 
Corp., South Bend. 


Several other finance organiza- | 
tions also are expected to take 


} 


part, i¢ 


Besides Bell, NADA will be repre- 
sented at the meeting by Robert S. 
Armacost, Kansas City, president; 
J. M. Sanders, Washington, treas- 
urer; Foster W. Talbott, Baltimore; 
Alton M. Costley, East Point, Ga., 
and Harold J. Moye, Newton, Mass. | 











35-Year Tenure Brings Ford Tribute— 

Allen D. Hardenbrook (right), who started working for Ford Motor Co. as a clerk in 
the purchasing department in the Highland Park plant in July, 1918, is presented with 
a gold watch by L. W. Smead (left), general sales manager of the Ford division, in 
honor of his 35 years of service. Hardenbrook is now supervisor of the car distribution 
section. Looking on is Joseph Bara, national Ford distribution manager. 





New Kind of Minn. Tags for Antiques 


ST. PAUL. — Mrs. Mike Holm,| was made at the last session of 
Minnesota secretary of state, has|the Legislature. The new plates 
begun dispensing a new kind of | need not be renewed, cost $6 and 
Minnesota lictnse plate for antique| are for owners of seldom-used 


cars. Provision for the new plates | antique cars only. 





ADVERTISEMENT 


ALLIGATORS, BuT 
THAT. STIFF HOSE 1S 


THERE GOES WALTZING WILLIE 

STILL TRYING TO RUMBA A 

STIFF VACUUM HOSE W THE 
BAck SEAT OF A couP 


HE'LL NEVER GET THAT +08E 
mw A CORNER- WHY Dont THE 
CHIEF GET IM A FLEXIBLE 
PULLMAN ACCORDION HOSE. 
STRETCHES “To 14 FEET REACHES 
FRONT AND REAR SEAT 


“Mr. Dealer, a powerful, no-outside bag Pullman Auto-Vac with flexible 
Accordion® Hose, 35’ cord and tools is surprisingly low priced; will 
save you dollars, hours and get cars really clean. See your jobber for 
a five-minute demonstration.” Pullman Vacuum Cleaner Corp., Boston 


19, Mass. 


~ New Sinelair 


Motor Oil 
$0 GOOD 


ITS GUARANTEED! 





The Buffalo 
Courier - Express 
carries more 
Women's Store 
(and Men's Store) 
Advertising 
than any other 
Paper in 
Western New York 


WOMEN’S STORE 
LINEAGE 1952 


1,324,375 lines 
665,562 lines 





Daily 
Sunday 


ROP Full Color available 
both Daily & Sunday 








GUARANTEED to keep engines in 
top operating condition for 100,000 
miles, provided the oil is changed 
regularly as recommended by the 
car manufacturer. 


BUFFALO 
COURIER 
EXPRESS 


CUTS OIL CONSUMPTION IN HALF dur- 
ing the life of an engine in good 
working condition. 


ENDS HYDRAULIC VALVE-LIFTER 
TROUBLE 


NATIONALLY-ADVERTISED in Life, 
Look, Saturday Evening Post and 
Collier's, in hundreds of newspa- 
pers, on radio and television. 


Western New York’s 
Only Morning and Sunday Newspaper 


REPRESENTATIVES: 
SCOLARO, MEEKER & SCOTT 


ER 5000 DEALERS 


SPECIFY STEMAC PERSONALIZED 


NAME PLATES For complete details, ph i 
ASK FOR DETAILS inchendietacieenmnae 


STEMAC 1281 $O. CHEROKEE SINCLAIR REFINING COMPANY 
DENVER, COLORADO 600 Fifth Ave., New York 20, N. Y. 
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Car, Truck Output Estimates | 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week Week Jan, 1 
Ended Same Ended duly, to to 
July 18, Week, July 11, 1953 July 19, July 18, 
1953 1952 1953* to Date 1952* 1953* 
CHRYSLER. ..... . 27,460 2,065 25,043 54,985 526,853 764,127 
Chrysler 3,358 601i 2,721 7,466 71,998 108,730 
DeSoto ..... 3,194 201 3,063 7,814 54,616 81,787 
Dodge ........... «as =Gyeee 1 462 4,347 13,496 141,116 195,739 
Flymouth. .... ... 15,112 801 14,912 26,209 259,123 377,871 
a seedenseesvecive, GD 4,093 37,213 98,574 484,155 751,511 
I Metaseveseversevei ‘ . 28,104 vow... «= 28,608 = 71,505 =9=371,716 + 576,212 
NS. cesivisesuventveissscats 958 785 1,083 2,596 17,420 30,547 
MICRCUPY  ........0000...000050. . 7,804 °° 8,308 7,521 19,473 95,019 144,752 
GENERAL MOTORS .. 64,413 12,622 62,444 151,904 989,154 1,693,386 
SEE Lhedevesni vvdsbovsbicrionces . 11,626 3,128 10,457 26,624 179,737 303,779 
SINE = dciuveaonscuncconeesens¥i 2,556 2,234 2,436 5,928 52,878 68,779 
CIEE es ccbisbescsvctiverens 31,774 , 2,621 31,379 75,753 479,419 850,017 
Oldsmobile ............. 8,508 2,259 8,285 19,962 126,288 216,734 
DD iivcrcusersecieeessses» . 9,949 2,380 9,887 23,637 150,832 254,077 
KAISER MOTORS .. 1,197 1,547 1,142 2,815 66,086 47,186 
E> cath odd xabancunsiecieeey orca EOL. (Asta wagieneind 35,530 19,562 
PIT cansesasnisscesseoniseoseees 1,197 106 1,142 2,815 30,556 27,624 
RIEETE, sicasivevsscesvissssicsedtccnutee aicland. <Vieideds  dlngenieals VUE csxrntrcees 
NEE. siciucossternsasdsisciions 1,012 1,618 1,321 2,602 45,340 52,746 
SN is dle tdcsivrsvoxtSeversxeceisensas SVecnileds ee - tivaevenes 920 76,701 107,107 
PAAR «sisi BOO , 247 1,539 4,261 35,576 64,184 
STUDEBAKER. ............... 5,228 430 4,467 11,648 92,127 108,752 
Total Cars, U. S. ...... 138,174 23,022 133,169 322,709 2,317,483 3,588,999 
*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended duly, to to 
duly 18, Week, July 11, 1953 July 19, July 18, 
1953 1952 1953* to Date 1952* 1953* 
CHEVROLET . 6,258 14 6,166 14,932 175,431 /228,504 
CROSLEY eeeaey ee Snnekes “Sons MD ssapivsensas 
DIAMOND T .................. 175 165 180 426 4,393 4,726 
IE: iii sitesatisdiesocsvsducices teaidedate ouaniiian veokstoheete 30 1,810 1,395 
IIE atnibusdinsehicieb stvasteres 1,666 1,416 1,603 4,117 92,472 64,068 
FEDERAL. ................ 64 50 59 135 907 1,141 
EE: sicivinsdescnsescrs disks ooaviienys 8,716 935 7,053 18,464 122,867 146,611 
IES. ck sansenitiasiatinasansnntaics ee 2,106 4,791 62,719 75,677 
INTERNATIONAL ...... 2,982 10 2,792 6,278 78,382 68,484 
IL, saicccsicbctadsasveniasztencesive WR  eisntanes 213 636 6,184 6,683 
EE nindsisisaivasbiiesesocoonitehsoncscs 284 344 227 600 10,161 10,108 
STUDEBAKER .............. EE. cece 430 1,045 33,191 26,377 
EEE, iccvecnsesviasdiesvis 290 222 286 700 7,409 8,526 
ME skdcccassasivectariasias 2,048 316 1,562 4,074 58,761 43,799 
MISCELLANEOUS ...... 272 232 284 701 8,492 8,543 
Total Trucks, U. S, .... 25,597 3,704 22,961 56,929 663,382 694,642 





Total Cars, Trucks 








BR nas sca cateoes toda evi 163,771 26,726 156,130 379,638 2,980,865 4,283,641 
Total Cars, Trucks 

eis anc cipbicscncs 11,414 4,929 9,726 27,152 214,570 299,227 
Grand Total 

Cars and Trucks 

U. S. and Canada ...... 175,185 31,655 165,856 406,790 3,195,435 4,582,868 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. 8S. totals include cars and trucks for military orders. 





Week’s Car Production 
Mounts to 138,174 


(Continued from Page 1) 


Ford had already pared Chrys- 
ler’s car output lead to less than 
13,000. It appears probable that 
Ford’s overtime and Saturday 
car-building activity will overtake 


MEWA Gratified 
By Response to 
‘S.0.S.’ Campaign 


CHICAGO.—The “S.O.S.—Sell on 
Sight” sales promotion program of 
the Motor & Equipment Whole- 
salers Assn. is “going great guns,” 
the organization reports. 

Orders for the badge inserts that 
make up the program are flowing 
in, and the response thus far as- 
sures the necessity for a re-run, 
MEWA says. 

The recently announced program 
utilizes 24 lapel badges worn by 
outside salesmen and countermen. 


Several of the badges feature the 
profit potential of selected resale 
products to the dealer. Others point 
up the convenience and time-saving 
values of service items. 


The face of each badge carries a 
statement or question designed to 
get the attention of the dealer and 
cause him to ask what it is about. 
The reverse side of the badge an- 
swers his inquiry. For example, the 
face of a typical badge reads, 
“How’s Your Creeper?” The reverse 
side states: “Comfortable working 
position produces greater efficiency. 
Your time is money. Why not be 
more efficient with a comfortable 
creeper?” 


Chrysler by the end of this 
month. 

Meanwhile, Studebaker has al- 
ready regained top spot in car pro- 
duction among the independent 
makers, a ranking that Nash had 
held all year. 

* x 


* 
auce production was a high- 
light of last week’s U. S. pro- 
duction performance, with volume 
in the commercial vehicle category 
hitting the highest point since 
April. 

Both last week’s car and truck 
production totals assumed 
enormous proportions when com- 
pared to volume in the like week 
of 1952. In the 1952 week, U. S. 
plants were able to produce but 
23,022 cars and 3,704 trucks, totals 
which reflected a strike in the 
steel industry. 

So far in 1953, U. S. plants have 
built 3,588,999 cars and 694,642 
trucks, a total of 4,283,641 vehicles. 
At the same point in 1952 there had 
been 2,317,483 cars and 663,382 
trucks produced—a total of 2,980,865 
units. 





Auto Stocks 


| 


duly duly 1953 

15 8 High Low 
Chrysler 70% 72% 96% #170 
GM 58% 60% 69% 58 
Hudson 11% 12% 17 11% 
Kaiser 33% 3% 5% 3% 
Nash 20% 21 253%, 20% 
Packard 5 5% 6% 5 
Stude. 30 31 431%, 29% | 
Average 28.59 29.30 


Compiled from reports of trading on the 
American and N, Y. Stock Exchanges. 








City-by-City Reports .. . 





(Continued from Page 51) 


dan. | | take battered models, but definitely 


are purchasing clean models, even 

paying top dollar for the auto, 
Summing up: Dealers say stocks 
of good, clean cars are down; junk- 
ers are up; prices below a year ago; 
margins are off as against last 
year; used-car dealerships are not 
“going out of business” although 
mortality rates might pick up later 
in the year, and there is a growing 
tendency for new-car dealers to 
move into the used-car field.—(San- 
ford Markey.) 
+ 


* , 
Portland, Ore. 
NE word, “poor,” summarizes 


the used-car situation in this 
metropolitan center and throughout 
most of the state. 

There is, of course, a limited 
number of exceptions. For some the 
market is “rotten,” while at the 
other extreme there are a few 
dealers who say they need cars. 

But the great body of used-car 
outlets, both new-car dealer and 
independents, report sales in- 
creasingly hard to make. Buyers 
are daily becoming more 
“choosey.” And those who do buy 
are looking for a little lower price. 

Insofar as the Portland market 
is concerned, it would appear that 
new-car receipts from the factory 
are nearing the saturation point. 
This is true especially for most of 
the independents and for others 
merchandising cars in the higher- 
priced brackets. In the larger vol- 
ume lower-priced brackets, current 
sales are about even with factory 
deliveries. But all expect to be 
overstocked soon. 

Some dealers say a mistake 
was made last May in setting the 
local used-car price list too high. 
This resulted in many cars com- 
ing on this market from points 
as far south as Los Angeles, and 
east as far as Omaha. This has 
proved a disadvantage, as_ this 
market is producing all the used 
cars needed from its own new-car 
sales, 

In fact, it is an open secret along 
automobile row, that long trade-in 
allowances are being given by quite 
a few new-car dealers. 

While profit margins are down 
in the used-car departments, most 
dealers say they are still operating 
in the black. But lower prices ap- 
pear very definitely in the not too 
distant future. This probably will 
affect dealer mortality. While no 
used-car dealer has closed his doors, 
the concensus is that if local prices 
slide seriously, a limited number of 
independent firms will be forced to 
suspend. 

Some new-car dealers, who report 
their used-car operations in the) 





black, confess this is due to side 
operations, such as insurance and| 
financing of sales, rather than| 
actual profit on sales. 

While local used-car stocks are) 
reported at the highest level of | 
record since resumption of sales at 
the close of World War II, dealers 
who have connections or close} 
friends in the automotive business | 
in other centers throughout the! 
land, advise that from a compara- 
tive standpoint, Portland is in 
much better shape than many other 
centers throughout the country.— 


(Ernest W. Peterson.) 
” * * 


Oklahoma City 


OTH new and used-car dealers 

say profit margin is way off, 
market has been slow but has 
shown recent signs of strength. 

Market on clean cars is good, 
stocks are low and some dealers 
would like to buy clean units today. 
But no one wants mediocre or 
rough cars. 

Dealers here look to the future 
calmly, one remarking: “Autos 
are here to stay; they will always 
sell.” 

A dry spell was blamed for lack 
of shoppers until last week when 
the rains came and traffic picked 
up. 

Dealer estimates are that 15 to 
25 used-car dealers have gone out 
of business this year.—(Mary Lou 
Risen.) 

* * * 
Detroit 


SED-CAR sales in Detroit for 
the first 10 days following July 
4 have been fairly good, according 


to a survey of dealer used-car de- 
partments by Automotive News last 
week. 


With some, sales were reported 
better than the previous 10 days} 
before the Fourth, while others 
reported steady sales to down 50 
percent. 

Joe Friery, used-car manager of 
Southwestern Motor Sales (Ford), 
Fort St., declared business was up 
since the holiday. 

“We do a shopper’s business 
here,” he said, “and shopping has 
been heavier recently. Profit mar- 
gins appear to be unchanged on 
a per unit basis so far, but that 
picture may change soon. Prices 
are falling, and the public knows 
it.” 

At the Fort Pontiac Sales used- 
car lot, the manager said that 
retail activity had been steady to 
slightly better recently, but that 
wholesale activity has cooled off 
considerably. Profit margins, he 
added, are apparently unchanged, 
but he added that it was necessary 
to acquire stocks at the lowest pos- 
sible price. 

Buster Tompkins, used-car sales 
manager of Prince Motor Sales 
(Dodge) used-car lot, said that sales 
have slacked off some since July 4. 

“Work layoffs, which are seem- 
ingly headed this way, are doing the 
situation no good, either. You can’t 

get ’em to buy ’em unless they’re 
working on ’em.” 

Tompkins said that the firm 
brought down used-car stocks be- 
fore the holiday, and intend to 
keep them as low as possible in 
the future, 

Used-car volume has dropped off 
nearly half since the holiday at 
Fort Park Motor Sales (Chevrolet), 
according to the used-car manager 
there. 

A few shoppers are showing up 
looking for bargains, the manager 

said, but deals are hard to close. 
Stocks were down there, he said, 
since sales were very active just 
before the Fourth. 

He added that work layoffs would 
make the situation worse in the 
Detroit area, and it may become 
increasingly hard to move used cars 
in August and September. 

At the smaller dealerships out- 
side the Detroit area, dealers are 
finding about the same picture on 
used cars. 

Petraskey Chevrolet, at Romu- 
lus, Mich., has a large stock of 
used cars at the present, but is 
readying plans to pare them down. 

“Deals are harder to close in the 
area since Kaiser- Frazer closed 
down,” Petrasky declared. 

Jay Williams, at Bunnell 
Brothers Ford, Romulus, said that 
used-car business has remained 
steady there since the holiday. 
Prices, however, are slipping in 
the area, and sales are harder 
to get. 

In addition to the K-F layoff, 
Williams said another blow was 
Navy cancellation of a contract to 
build jet planes at a new plant 
nearby. 

“Our stocks of both new and used 








Takes Third Deal— 

Art Frost signs papers for a new De- 
Soto-Plymouth dealership in Culver City, 
Calif., while A. H. Langridge (left), DeSoto 
regional manager, and Walter Meyer, 
Frost's general manager, look on. Frost 
has other dealerships in Highland Park 
and Glendale, Calif. 


Dealer Views of Used-Car Market 


cars are low now,” Williams said, 

“and we hope to keep them there. 

We're going to continue business 

as best we can.”—(Sam Sampson.) 
* * * 


Denver 


. . dealers report the out- 
look for used cars fairly good 
for the remaining summer months. 
Especially is this true of late-model 
cars. At the same time there is a 
much larger stock of used cars on 
hand now than there was a year 
ago. 

There has been more new cars 
sold in Denver this year than dur- 
ing the same period of last year, 
and this, of course, means more 
trade-ins. While there is still profit 
in used-car sales, prices have 
dropped some since the first of the 
year and profit margins are off 
around 15 percent. 


New-car dealers are getting more 
choosy in selecting trade-ins. One 
dealer said his used-car stock was 
at its limit and until it was re- 
duced no more trade-ins would be 
considered. Others say they are 
overstocked on certain makes and 
models and are not interested in 
trades on those models. Demand 
for new cars remains such that this 
policy can be adhered to in the 
Denver market. 

There has been some little slow- 
ing up noted in the used-car mar- 
ket since July 4, but not enough as 
vet to cause any undue alarm. 
Used-car lot managers report traf- 
fic in shoppers fairly good, but pros- 
nective buyers are taking more 
time in selecting their cars. Stocks 
are large and they know they have 
vlentvy of time to make up their 
minds in selecting a car to fit their 
needs, 


More care is necessary at this 
time in merchandising, dealers 
voint out. It is a buvers’ market. 


—(Tra Alexander.) 
. . s 


Albuquerque 


HE used-car market in the Al- 
buauerque area is reasonably 
stable this month and dealers ex- 
nect it to remain so until fall. 
Stocks of used cars are higher than 
usual, but sales are holding un well. 
Considerably more merchandising 
effort has been necessary to main- 
tain the turnover. 
The profit margin has fallen, but 
some dealers are turning more 
units this year than in 1952. 


Traffic on the used-car lots gen- 
erally is lighter than in the pre- 
vious year and there is more shop- 
ping and pricing than before. 

Bidding on trades has also un- 
dergone a stabilizing influence in 
recent weeks. Bids are less er- 
ratic and this is reflected in the 
prices of the cars on the lots. 

There has been little consolida- 
tion or closing of independent used- 
car lots in this area, The new state 
law requiring licensing and bonding 
discourages fly-by-night or tran- 
sient operators in this field, since 
area-marking and adequate per- 
manent buildings are required. 

The used-car market is now more 
competitive, less profitable; but less 
chair-warming and more bell-ring- 
ing has kept the turnover on the 
lots reasonably high in relation to 
new-car sales. 

Albuquerque dealers see a stable 
used-car market till fall. They say 
the market is more competitive and 
less profitable, but that more bell- 
ringing has kept cars turning over. 
—(E. S. Harris.) 


Emmert to Head 
Detroit Gear 


CHICAGO.—A. P. Emmert, 
former president of the Warner 
Gear division of Borg-Warner 
Corp., has accepted the general 
managership of the Detroit Gear 
division, it was announced last 
week by Roy C. Ingersoll, president 
of Borg-Warner. 

Emmert resigned from the presi- 
dency of Warner Gear because of 
illness last year. He had served 
with the division for 25 years, in- 
cluding eight as president. 

In the top Detroit Gear post, he 
succeeds A. J. McAllister, who has 
retired to devote his attention to 
personal business interests. 
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States Provide More for Highways .. . 


| 


Road Taxes, Bond Issues Climb 


{XTENSION of the widespread 

4 trend of recent years toward in- 
creased highway - user taxes and 
highway bond issuance resulted 
from state legislative sessions 
throughout the nation this year. 

New increases in gasoline tax 
rates were enacted in California, 
Iowa, Maryland and Nebraska, 
with such a measure expected to 
be approved in Ohio, Similar bills 
were vetoed in Utah and killed in 
Connecticut, Delaware, Idaho, In- 
diana, Kansas, Massachusetts, 
Michigan, Minnesota, Montana, 
New Mexico, North Dakota, Ok- 
lahoma, South Dakota, Texas, 
West Virginia and Wisconsin. 
Legislation extending added gaso- 

line taxes imposed on a “tempor- 
ary” basis were enacted in Colo- 
rado, Kansas, Nevada, Oklahoma, 
Pennsylvania and South Carolina. 

Truck operators will pay higher 
taxes in a number of states but 
were spared, at least temporarily, 
from a threatened general wave of 
new ton-mile taxes. 

* * + 

LTHOUGH the ton-mile tax is- 

sue and variations of it are still 

pending in Ohio at this writing, 
proposals for such taxation were 
rejected by at least 18 other states 
—Arkansas, California, Colorado, 
Connecticut, Illinois, Indiana, 
Kansas, Maryland, Massachusetts, 
Minnesota, Montana, Nebraska, 
New Jersey, North Carolina, Okla- 
homa, South Dakota, Utah and 
West Virginia. 

Bills providing for replacement 
of ton-mile tax laws with new sys- 
tems of truck taxation were en- 
acted in Idaho and Wisconsin, but 
New York’s weight-distance tax 
statute was broadened. 

Other types of truck taxes or 
registration fees were boosted in 
California, Maryland, Montana, 
Nebraska, North Dakota and 
South Dakota, and reduced in 
Illinois and New York. 

States in which higher registra- 
tion fees for passenger cars were 
enacted include California, Mary- 
land, Nebraska and South Dakota, 
with such a bill pending in Ohio. 

Proposals for new bond issues or 
other forms of borrowing to finance 

free highway construction were 
given legislative approval in Mary- 
land, New Hampshire, North Da- 
kota, Oregon, Tennessee and Wash- 
ington; killed in California, 
Colorado, Idaho, Oklahoma and 
Vermont, and await final legislative 
action at this writing in Delaware, 
Ohio and Pennsylvania. 
* * *# 


. providing for new 
studies of highway financing and 






PHILADELPHIA. — “High-level 
activity in the industrial field, in 
construction and in _ distribution 
continues to characterize the 
business picture,” the Federal Re- 
serve Bank of Philadelphia ob- 
serves in a review of current 
trends. 

“With it all, price levels remain 
steady,” the review adds. “Whole- 
sale prices are a few percentage 
points below those of a year ago, 
and consumer prices are only 
slightly higher. 

“Whether consumer resistance 
and strong competition will re- 
strain the possible efforts of re- 
cent pressures is too early to say. 
For example, steel price increases 
averaging $9.30 a ton may raise 
the nations’ annual steel bill by 
more than $800 million. 

“With increases in crude oil 
prices, prices of most petroleum 
products seem to be headed for 
higher levels. Wages, too, have 
gone up for construction, steel and 
automotive workers.” 

Active business is reflected in a 
money supply in the form of de- 
posits and outstanding currency 
measurably above the early sum- 
mer of 1952, and in bank loans for 
both business and consumer pur- 
poses at higher levels, the bank 
said. Corporate and municipal 
borrowing through the _ security 


markets continues heavy and to 


|ing in several other states. 


Business at High Level 


Reserve Bank Says Industrial Activity Holds Up, 
But Notes New Price Pressures 


related problems were enacted in a} 
number of states, including Ari- 
zona, Florida, Minnesota, New Jer- 
sey, West Virginia and Wyoming, | 
while similar studies are progress- 


On a state-by-state basis, de- 
velopments include: 
CaLirorNia—Legislature enacted a 

compromise highway financing pro- 
gram which increases the state 
gasoline tax and other highway- 
user levies to raise an estimated 
$692 million over a 10-year period. 

Principal provisions of the pro- 
gram are an increase of 1% cents 
in the gasoline tax, which went 
into effect July 1; a 2%-cent in- 
crease in diesel fuel taxes; and a 
33 percent increase in other high- 
way-user taxes, except that the 3 
percent gross receipts tax for for- 
hire trucks will be unaffected. 

* + + 
ELAWARE-—A bill to authorize 
a $12 million highway bond 
issue was defeated but was left in 
position for possible reconsidera- 
tion. 

IpAHo — Legislature replaced the 
state’s 1951 ton-mile tax law with 
a new truck licensing act combin- 
ing a mileage use tax and a flat 
license fee. It is expected to add to 
highway revenue, plus another 
$600,000 from a provision reinstat- 
ing a tax of five cents per gallon 
on diesel fuel. 

ILLINOIS—A bill was enacted 
to eliminate an $8 million annual 
increase in truck license fees 
which had been scheduled to go 
into effect next January. 

Iowa— An increase in the state 
gasoline tax rate, from four to five 
cents a gallon, went into effect July 
1, with the anticipated $7.5 mil- 
lion in additional revenue to be 
used on primary highways now im- 
proved only with gravel or crushed 
rock. The measure calls for expira- 
tion of the tax boost in two years. 

Maine—Legislature passed a $46.5 


NASCAR Bids 
For Detroit Race 


DETROIT. — The cancellation of | 
two auto racing dates for the State 
Fairgrounds track here by the AAA 
contest board last week may lead to 
the presentation of the 3rd annual 
NASCAR 250-mile late model stock 
zar race, it was learned last week. 

Following a 100-mile champion- 
ship event here on July 4, the 
scheduled events for Sept. 5 and 13 
were canceled because of difficul- 
ties in getting the track in suitable 
condition for big car racing, James 
H. Lamb, AAA secretary, said. 







cap it all the Federal Government 
has been in the market to supple- 
ment revenues. In the fiscal year 
ended June 30, budget expenditures 
ran ahead of receipts by $9.4 billion 

-a peacetime record—and the cash 
deficit is estimated at $5.2 billion. 

Steps taken during the last 
three months of the fiscal year 
to help finance the deficit in- 
cluded an increase in treasury 
bills outstanding of $1.7 billion, a 
$1.2 billion issue of 30-year 3% 
percent bonds and $800 million of 
tax-anticipation bills due in Sep- 
tember. 

“Estimates for fiscal 1954 indi- 
cate that the Treasury will again 
be forced to enter the market to 
help finance its operations,” the 
survey reported. “Under the Presi- 
dent’s tax program, the budgetary 
deficit will total about $6 billion 
and the cash deficit about $3 billion. 

“Requirements for the first half 
of the fiscal year (July 1 to Jan. 1) 
are augmented by seasonally low 
tax receipts. The treasury may 
have to raise between $9 billion 
and $12 billion during this period. 

“About half of the amount re- 
quired will be obtained through the 
sale of about $5.5 billion of tax- 
anticipation certificates dated July 
15. The certificates bear 2% percent 
—the highest rate paid on such 
an issue since 1933 — and mature 
next March.” 





million general highway allocation 


| bill. 


* * + 


ARYLAND—A new highway 
+ financing law provides for a| 
one-cent gasoline tax rate increase, | 
higher motor vehicle registration | 
fees and bond issuance to help pay | 
for a 12-year, $568 million highway 
improvement program. 

MassacHuseTts—State officials 
have announced plans for a $300 
million network of state highways 
that eventually will extend to all 
sections of the state. 

MISSOURI—A new law in- 
creases state matching grants for 
the construction of rural roads 
from $750 per mile to $1,000 per 
mile. 

Montana—The legislature enacted 
bills expected to produce $1,160,000 
in annual road funds from new 
levies against trucks. The new laws 
include a 25 percent increase in 
large truck fees, tightening of the 
gross vehicle weight tax, an in- 
crease in logging truck fees, a re- 
quirement for registration of out- 
of-state truck fleets, and an in- 
crease in farm pickup truck fees. 

* + * 

EBRASKA~—Legislature enacted 

a bill increasing the state gaso- 

line tax rate from five to six cents 
a gallon, to raise an estimated $4.5 
million for highway construction. 
Also enacted was a bill increasing 
motor vehicle registration fees, to 
raise an estimated $3,123,000. 

New Hampsuire — Legislative au- 
thorization was given for the issu- 
ance of $5 million in bonds for state 
and local highway improvements. 

New York —A new law has the 
effect of reducing truck license 
fees by permitting payments on the 
basis of declared loads vehicles will 
carry during the year, instead of 
on the maximum load the vehicle is 
capable of carrying. Also enacted 
was a law increasing the weight- 
distance tax for trucks on a pro- 
gressive scale for vehicles weigh- 
ing more than 64,000 pounds. 

NORTH DAKOTA—Legislature 
raised registration fees for trucks 
having a gross weight of six tons 

or more, effective next Jan. 1, 

with the new increases ranging 

from $3 per ton for vehicles 
weighing six to 12 tons to $5 per 
ton for those over 12 tons. 

Oxn10o—Passed by the Ohio House 
and awaiting Senate action at this 
writing were several bills to finance 
an expanded highway construction 
program, including bills to impose 
a new axle-distance tax on trucks | 
and a one-cent increase in the 
gasoline tax rate. 

* * * 

REGON — Issuance of $32 million 

in additional highway bonds 
was authorized to carry out a five- 
year emergency road construction 
program. 

SOUTH DAKOTA—Motor vehi- 
cle registration fees were in- 
creased with the boost amounting 
to $5 to $10 for passenger cars 
and $5 to $110 for trucks. 

TreENNESSEE—Issuance of $24 mil- 
lion in highway bonds was author- 
ized. 

WASHINGTON—New state highway 
bond issuance up to $18 million was 
authorized. 








50th Anniversary Stamp 
To Honor Trucking 


WASHINGTON.—Postmaster 
General Arthur Summerfield has 
announced approval of a stamp to | 
commemorate the 50th anniver- 
sary of the American trucking | 
industry. The stamp, it was 
stated, will be issued in conjunc- 
tion with the American Trucking 
Assn.’s convention in Los An- 
geles. First day of issue will be 
Oct. 27. 

Petition for the stamp was 
made by Walter F. Carey, presi- 
dent of ATA. His request was 
supported by fellow members of 
the Independent Advisory Com- 
mittee to the Trucking Industry, 
including Dave Beck, president of 
the AFL Teamsters Union and 
committee chairman; Roy Frue- 
hauf, of Detroit, president of 
Fruehauf Trailer Co., and B. M. 
Seymour, of New York, president 
of Associated Transport. 














Dealers News-Reel 





Rowan-Loebell Gets Packard Franchise— 


Immediately after L. M. Loebell (left) and W. H. Rowan (center) had signed their 
new Packard franchise for Zanesville, O., they took the Packard Cavalier for a road 
test. With them is L. S. Schmidt, district manager. A rugged demonstration route was 
laid out as part of a program of intense merchandising. The firm's name is Rowan- 
Loebell. 





Utility Stressed in New Craig Outlet— 


A modern example of utilitarian architectural design is this new Studebaker dealer- 
ship in Gastonia, N. C. The Craig Motor Co., Inc., outlet has offices located so that 
any part of the building can be viewed from any office. Each part of the 12,872 
square foot building is easily accessible to the other parts by doors and hallways. 
A used-car lot adjoins the building. E. R. Craig is president of the dealership. 







Hall Selling Buicks for 30th Year— 

Phil Hall, owner of Phil Hall Buick, Hollywood, Calif., celebrates his 30th year as 
a Buick seller. He started selling Buicks for Howard Automobile Co. in 1923, became 
store manager in 1932 and founded his own firm in 1950. In this picture, Hall and 
Maralou Gray are shown with a model of the first car he ever sold. 





—— 


Doctor Buys 33rd Hudson in 32 Years— 


Dr. R. E. Kriz (second from left), Lynch, Neb., recently bought his 33rd Hudson and 
revealed that in the last 32 years he has driven more than two million miles in 
Hudsons. His first car, in 1920, was a Super-Six touring sedan. Shown (from left) are 
Ben Novak, partner in Rosen-Novak Hudson Co., Omaha; Kriz; Lyle Friend, salesman, 
and Ed Rosen, also a partner in the dealership. 











Hudson Dealership Opens in Miami— 


Housed in this modern building, Hudson Trail Motors, !nc. has been opened in 
Miami. Isadore Tendrich is president, Sam Tendrich is vice-president and C. H. Rumph 
is general manager. 
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AUTOMOTIVE NEWS, 


Boosts in Fuel Taxes 


Studied i 

WASHINGTON. — Legislation to 
increase motor fuel tax rates has 
been introduced in 22 states, a 
survey made by the National High- 
way Users Conference reveals. 
Measures still are pending in 13 
states but finally have been dis- 
posed of in nine others. 

A North Dakota bill providing 
for a two-cent tax hike on gasoline 
and use fuel already has been en- 
acted. 

Other fuel tax increases being 
considered include: California, 1 to 
1% cents on gasoline and 1% to 4% 


lowa Association 
Appoints 7 New 


County Directors 


DES MOI1NES.—The Iowa Auto- 
mobile Dealers Assn. executive 
committee has approved the ap- 
pointment of county directors in 
seven counties to fill vacancies. 

Vacancies still exist in four 
counties. 

New appointments include: Har- 
din County, William Q. Johnson jr., 
of Iowa Falls; Jefferson County, 
William Weber, of Jefferson; Linn 
County, James McDonald, of Cedar 
Rapids; Monroe County, O. J. Duea, 
of Albia; Winneshiek County, E. F. 
Lundberg jr.; Woodbury County, 
Dick Hoak, of Sioux City, and 
Wright County, Cornell Denny, of 
Eagle Grove. 


Buick Rolls 5,000th 


Tank Transmission 


FLINT. — Buick turned out its 
5,000th CD-850 cross-drive tank 
transmission for the Army last 
week, 23 months after the first unit 
came off the assembly line. 

Ivan L. Wiles, general manager, 
declared that Buick could build 
another 5,000 in less than three 
months, if the occasion demanded 
it. 

The CD-850, an automatic trans- 
mission that operates on the same 
torque converter principle as Dyna- 
flow, is said to make it possible for 
the driver to control a tank with 
one hand. It weighs more than 3,000 
pounds dry and is composed of 
some 4,000 parts. 


Accent on Rims 
Goodyear Calls New Coating 


Superior to Galvanizing 


AKRON.—Goodyear Tire & Rub- 
ber Co. has developed a coating 
for tire rims which protects them 
against weather, corrosion, mar- 
ring, discoloration and other ad- 
verse factors. 

Known as Bond-A-Coat, the new 
material has proven by test to be 
superior to commercial galvanizing, 
Goodyear says. 

Rims treated with the new finish 
pass stringent Army tests for 
chalking, color change, loss of pro- 
tective properties, finish adhesion 
and flexibility, Goodyear says. 

Bond-A-Coating has been extend- 
ed to include all of the company’s 
demountable truck rims down to 
6.50 size and rims for farm imple- 
ments and earthmoving vehicles. 





New Rayon Tire Yarn 


Developed by duPont 


NEW YORK.—A new high-ten- 
acity rayon yarn, which is said to 
provide added strength and 
toughness to car and truck tires, 
has been developed by duPont’s 
textile fibers department. 

“Super Cordura is 20 percent 
stronger and has substantially 
greater fatigue resistance than 
existing high-tenacity yarn,” said 
Dr. L, S, Sinness, sales director. 
“It is designed to provide the 


safer, stronger tires demanded by | 


the trend to high-powered auto- 
motive engines and high - speed 
superhighways.” 

Sinness said that first ship- 
ments of the new yarn would be 
made in September. 





22 States 


cents on use fuel; Colorado, 2 
cents on both gasoline and use fuel; 
Connecticut, 1 cent on both gaso- 
line and use fuel; Iowa, 1 to 2 cents 
on gasoline; Kansas, 2 cents on 
gasoline; Maryland, 1 cent on gaso- 
line; Massachusetts, 2 cents on both 
gasoline and use fuel; Minnesota, 2 
cents on gasoline and 3 cents on 
use fuel; Nebraska, 1 cent on gaso- 
line; Ohio, 1 cent on gasoline and 
1 to 3% cents on use fuel; Okla- 
homa, .04 cent on gasoline; Texas, 
1 cent on gasoline and 6 to 7% 
cents on use fuel, and Wisconsin, 
1% cents on gasoline. 

In Utah, two legislative enact- 
ments providing for a one-cent in- 
crease in the gasoline tax have been 
vetoed. Fuel tax increases failed of 
enactment in Idaho, Indiana, Mon- 
tana, New Mexico, South Dakota, 
Washington and West Virginia 
upon adjournment of the legis- 
latures. 

Kansas and Minnesota proposed 
gasoline-tax increases would auto- 
matically become effective within 
varying periods of time after the 
repeal of the Federal gasoline tax. 

In most instances, proceeds 
from the new levies would be ear- 
marked for highway purposes. 
However, the Massachusetts pro- 
posal would allocate its revenue to 
a proposed Liability Insurance 
Fund. One Maryland bill would use 
revenues from a one-cent gasoline 
tax increase for the payment of a 
veterans’ bonus. 

Temporary tax increases are due 
to expire this year in five states. 
Unless extended, these state rates 
will be reduced as follows: Okla- 
homa 6.58 cents to 5.58 cents and 
Pennsylvania 5 cents to 3 cents (on 
May 31); Colorado 6 cents to 4 
cents, Kansas 5 cents to 4 cents 
and Nevada 5% cents to 4 cents 
(June 30). A proposal to extend the 
tax has passed the lower House 
in Oklahoma. Bills have also been 
introduced in Colorado, Kansas and 
Nevada to continue the temporary 
rate, 

Tax decreases of 2 cents on both 
gasoline and use fuel are being 
considered in Colorado and Massa- 
chusetts, while reductions of 1 
cent and 2 cents per gallon of gaso- 
line have been proposed in Minne- 
sota and Texas, respectively. 
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Potter Opens $400,000 Building— 





1953 _ 





Potter Oldsmobile, Inc., Miami, Fla., has opened a $400,000 sales and service build- 
ing at Broad Causeway and Biscayne Blvd., with new and used-car departments located 
on the same property. The service department can handle up to 300 cars a day. 
E. E. Potter is general manager; D. P. Brother, president; Gordon Maas, sales man- 
ager; Web Foster, service manager; Norman Blay, business manager, and Guy Strat- 


ton, car manager. 





WASHINGTON.—The makeup of 
advisory committees, now being re- 
formed by the Department of Com- 
merce, was the subject of consider- 
able controversial discussion at a 
meeting here between Government 
officials and businessmen’s organi- 
zations. 

About 25 executives of national 
trade associations were given a 
picture of 1953-54 plans for business 
cooperation by Walter Williams, 
undersecretary of commerce; 
Stephen Dunn, general counsel, and 
H. B. McCoy, director of the Office 
of Industry and Commerce and act- 
ing administrator of NPA. 

Williams stressed that the new 
leaders of the “businessmen’s de- 
partment” in the Federal Govern- 
ment are men with long experience 





N. C. Dealers List 


Bootlegged Cars 


RALEIGH, N. C.—The North 
Carolina Automobile Dealers 
Assn. reports that in the first 
six months of 1953 the follow- 
ing new cars were sold in the 
state by nonfranchised dealers: 


Chevrolet, 461; Ford, 424; 
Plymouth, 100; Pontiac, 984; 
Oldsmobile, 76; Cadillac, 54; 


Buick, 44; Mercury, 29; Dodge, 
17; Chrysler, 10; Studebaker, 9; 
DeSoto, 6; Nash, 4; Henry J, 3; 
Lincoln, 3; Packard, 3; Hudson, 
2, and Willys, 2. 





Flexibility in Deliveries Set 
For New Chevrolet Plant 


DETROIT. — Fluctuating freight 
rates, giving advantage sometimes 
to railroads and sometimes to 
trucks, are taken into account in 
the planned addition of 64,000 
square feet for modern materials 
handling and processing at the 
Chevrolet commercial body plant in 
Indianapolis, according to T. H. 


Keating, general manager of Chev-| 


rolet. 

The addition will be started this 
summer and is scheduled for com- 
pletion in 1954. 

Steel supplies moving into the 
plant when it was built in 1936 
were carried 75 percent by rail and 
25 percent by truck. The new facil- 
ities will provide for 75 percent 
truck shipments at present and in- 
finite variations which may de- 
velope due to any possible future 
change in freight rates. 

“Indianapolis is in what we call 
a fringe location,” Keating ex- 
plained, “where any rise in truck 
freight rates could very easily 
change the proportion of steel mov- 
ing from the mills by rail and 
highway. 

“In our new addition, trucks will 
move into the plant over a paved 
strip paralleling a new rail siding, 
and new overhead cranes will be 
able to handle the unloading, under 
roof, by whatever means steel is 
received.” 

This change has meant provision 
| for spotting 12 trucks at a time for 
unloading in the new addition, 
compared to two at a time at 
present, over receiving docks. 

There are two parts to the ex- 
pansion program at Indianapolis, 
Keating said. One is the high bay, 





80 feet by 800 feet long, which ad- 
joins the present bay on the south 
side of the plant. 

The other is a 200-foot-by-50-foot 
die storage building with its own 
craneway for loading and unload- 
ing heavy dies as they are moved 
in or out of the building on flatcars. 
The plant must change some heavy 
dies frequently to keep up its man- 
ufacture of service parts for older 
truck models. 

New equipment for the die stor- 
age building will include a 35-ton 
crane, two flatcars and a self-pro- 
pelled car mover, for handling all 
rail equipment within the plant 
yards. 

In the high bay new equipment 
is planned to process and expedite 
steel handling into the manufactur- 
ing area. This includes three 35-ton 
overhead cranes which can move 
along the entire 600-foot length of 
the unloading area of the new ad- 
dition, plus two scales, power slit- 
ters and steel levelers and uncoilers. 





Senate OKs Extension 


Of Excess Profits Tax 


WASHINGTON.—The Senate 
last week passed and sent to 
President Eisenhower a bill ful- 
filling his plea for a six-month 
extension of the excess profits tax. 

The vote gave Mr. Eisenhower 
his biggest congressional victory. 
He and his top aides, including 
Treasury Secretary George M. 
Humphrey, fought for the exten- 
sion after deciding in May that 
the additional revenue was 
needed, 





U.S.-Business Cooperation 


Controversy Develops Over Makeup 
Of Advisory Committee 


in industry and trade. He said he 
believed, therefore, that the present 
conflicts would be soon clarified. 

Williams added that, from his 
practical experience as former 
president of two national associ- 
ations, he felt certain that most 
associations want no connection 
with committees having to do with 
control of materials, such as NPA, 
or control of prices, such as OPS. 

McCoy, who is assisting Under- 
secretary Craig Sheaffer in setting 
up the new Business Services 
Administration, said that Secretary 
Sinclair Weeks plans to have about 
20 industry divisions, one for each 
major field of production. In ad- 
dition, there will be an Office of 
Distribution to serve the wholesale, 
retail and business services needs 
of industry. 

The Automobile Manufacturers 
Assn. was represented at the meet- 
ing by James G. Ellis, of the 
Washington office. 


Dealer-Backed 


Finance Firm 


Selling Shares 


SYRACUSE.—The Auto Dealers 
Credit Corp., a finance company 
owned and controlled by central 
New York shareholders, is extend- 
ing an offering of stock not to ex- 
ceed $100,000. 

Selling at $76 per unit, the stock 
yields 6.1 percent interest. 

Purpose of the issue is to get 
more money to finance more cars, 
as the company is now operating 
at capacity. George Dunbar, presi- 
dent, says the firm did more than 
$1,200,000 in new business in 1952. 
New business exceeding $1,500,000 is 
anticipated in 1953, he says. The 
new stock, when supplied, will form 
a basis for additional bank borrow- 
ing of $350,000. 

Much of the stock is reported 
owned by auto dealers in New York 
state. 


Historic Stop 
Thirtieth Year of GM Buses 


Marked by Show 


PONTIAC.—Aged models of Gen- 
eral Motors coaches, one of them 
still operating after 29 years of 
service, were displayed last week 
at the annual family picnic of GMC 
Truck & Coach at Walled Lake 
Park. 


Philip J. Monaghan, GMC gen- 
eral manager, said the coaches 
were shown as part of a 30th anni- 
versary program, celebrating the 
history of the company’s manufac- 
ture of coaches for city and inter- 
city transportation. 


Oldest of the GM models was a 
YC intercity 29-passenger bus which 
has been operated by Gray Coach 
Lines, of Toronto, since 1924. Two 
double-deck models, built in 1930 
and 1936, were driven from New 
York City, where they have been 
in the service of Fifth Ave. Coach 
Co., a GMC customer for 30 years. 


Contrast for the oldtimers was 
provided by a new GM intercity 
model, the PD-4104, with air-sus- 
pension ride, picture windows, air 
conditioning and deluxe interior. 
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Teachers Attend 
Chrysler Corp. 
‘Shop College’ 


DETROIT. — Seventy-five high 
school teachers are going to college 
this summer in the machine shops 
of Chrysler Corp. in* Detroit. 

A special industrial course gives 
the teachers practical knowledge of 
up-to-date shop techniques for ad- 
vanced college credits and they are 
paid for their work. 


The unique course is a part of an 
educational program jointly spon- 
sored by the company and four 
colleges—the University of Michi- 
gan, Michigan State College, Wayne 
University in Detroit and Kent 
State University in Kent, O. 


Every year since 1942 high school 
teachers and student counselors 
from many parts of the country 
have come to Detroit to take the 
Cooperative Teachers Training Pro- 
gram. The teachers get on-the-job 
training in all phases of machine 
shop operation by Chrysler Corp.’s 
industrial education department. 
Upon completion of the course, they 
receive four hours of graduate 
credit. 

The teacher-students spend 30 
hours a week in the shop and 10 
hours a week in conferences and 
plant tours. They are paid for 40 
hours’ work a week. 

Participating colleges send pro- 
fessors to lecture and lead discus- 
sions. Trainees are given the op- 
portunity to discuss industrial 
management with Chrysler execu- 
tives. 

The program is intended to give 
high school teachers a closer in- 
sight into the opportunities avail- 
able to young men and women in 
industry today. 


C.1.T. Sales Chief 
Named for Detroit 


DETROIT.—Harold Van Dirsten, 
formerly a district manager in 
charge of east side and northeast 
branch office op- 
erations here, has 
been named De- 
troit area sales 
manager for Uni- 
versal C.i.T. 
Credit Corp. 

The post, a new 
one in the firm’s 
Detroit metropoli- 
tan division, was 
4 created in an ef- 

, fort to bring 
H. Van Dirsten = financing facili- 
ties closer to auto dealers and their 
customers, company officials said. 
It is the only one of its kind in 
the nation. 

Peter Potterpin has been ap- 
pointed district manager to replace 
Van Dirsten in C.LT.’s east side 
branch, and Joseph C. Bradley, of 
the Dearborn office, will succeed 
Van Dirsten as district manager of 
the northeast branch. 


Wening Heads C. of C. 


Herbert Wening, Renton (Wash.) 
Chevrolet dealer, has been named 
president of Renton Chamber of 
Commerce. 
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Testing Sporty Kaiser— 


James Hanway, mayor of Fairmont, W. 
Va., tries the driver's seat of an ad- 


vance model of the Kaiser-Darrin fiber 
glass sports car in the showroom of Bar- 
rick Kaiser Motors. Travis Barrick (right) 
and Mrs. Barrick gave the mayor special 
attention at an open house featuring the 
forthcoming Kaiser sports model, 
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2,000 Dealerships 
Adopt New-Used 
Warranty Plan 


DETROIT.—More than 2,000 Ford 
and Lincoln-Mercury dealers are 
now using a program known as the 
S.E.I. Warrartty, which covers both 
new and used vehicles. 

The warranty plan was developed 
by sales Engineering Institute, Inc., 
Detroit Lakes, Minn., headed by C. 
H. LaFleur. It is used by Ford and 
L-M dealerships exclusively, 

On used cars, the plan provides 
the buyer with a six-month or 6,000- | 
mile guarantee, during which time 
he may buy parts and labor on his 
ear, for cash only, at a 15 percent 
discount from the selling dealer’s 
established prices. 

The selling dealer’s obligation to 
furnish parts and labor at a dis- 
count under the warranty is lim- 
ited to 25 percent of the car’s sell- 
ing price. However, there are no 
exclusions as to parts or labor that 
may be required. 

On new cars, this warranty picks 
up where the manufacturer’s war- 
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CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 
California. Low Rates: TWENTY CENTS (20c) PER WORD for each in advance. Position 
Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing 
tie ee PM ee) a ee le ed | 
. in care of Automotive News, Detroit 26, Mich." add 


insertion. Cash 


address at regular rates, but if signed ‘Box No. 
One Dollar ($1) 
same day received. Display Ads: $11.20 per inch, per insertion. 

WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


per insertion for address and extra service as replies are forwarded, unopened, the 








ranty leaves off, giving the owner 
a nine-month guarantee. 

Each S.E.I. Warranty costs the 
dealer-client 75 cents. No charge is 
made to the car buyer to whom the 
warranty is issued. 
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HELP WANTED 


ONE OF THE COUNTRY’S LBADING 
automobile dealers has openings for ex- 
perienced service salesmen with sales 
ability to manage new departments. Men 
selected will receive guaranteed salary 
plus bonus on sales with opportunity to 
make excellent income. No investment 
required. If you have successful con- 
sumers selling record, you owe it to 
yourself and family to investigate this 
opportunity. (Present openings include 
Chicago, Detroit and Cleveland areas.) 
Our present employes know of this ad. 
If interested write Box 2717, c/o Auto- 
motive News, Detroit 26 for interview. 


MONTANA AUTOMOBILE DEALERS as- 
sociation is now taking application for 
a@ secretary. State all qualifications and 
references together with photograph in 
first letter. Address application to Harry 
M. Henricksen, P. O. Box 78, Kalispell, 
Mont. 


BRITISH AUTOMOBILE DISTRIBUTORS 
urgently require service representatives, 
reception engineers, cost clerks and store 
personnel. Previous training in retail auto 
industry and military services essential. 
Good salary and working conditions with 
excellent prospects. Reply in confidence, 
giving full details of age and salary re- 
quired to Box 2808, c/o Automotive 
News, Detroit 26. 


1. WELL FINANCED DEALER. 2. 26 
years in the same location. 3. Salary and 
high commission rate, 4. Demonstrator 
provided. 5. Nine separate branches in 
fastest growing cities in southern Cali- 
fornia. 6. Managers promoted only from 
our own employes. 7. Sold over 4,500 
new used units in 1952. If you are 
young, willing to work and would like 
to work for an organization like this, 
contact us immediately. J. R. Townsend 
Co., 1156 State St., San Diego, Att: 
Jeff Townsend, Jr. 


SERVICE MANAGER for Chrysler product 
dealer—New York state. Thirty — forty 
shop employes, two assistants. Starting 
salary at least $5,200 plus new car fully 
maintained and many benefits. Final 
salary depends on you. Send full details 
explaining why you are the man we 
should put in full charge of this im- 
portant department, also snapshot (not 
to be returned) to Box 2795, c/o Auto- 
motive News, Detroit 26. 





Thirty-Year Old 
Chemical 
Manufacturer 


Seeks Geographical 
Distributors 


For an established product 
used in automobile paint- 
ing and body work. The 
product is a logical supple- 
ment to any line which you 
now offer to this market. 
We will grant satisfactory 
long time territorial fran- 
chises and will offer cus- 
tomary introductory aids 
in establishing market. 


Write Reply to Box 2814, 
c/o Automotive News, 
Detroit 26 


IE SAE ATIO ERT REIL ELLOS IT SEER 

NEW CAR SALESMEN for Ford dealer in 
Los Angeles, California, Send references. 
Box 2792, c/o Automotive News, De- 
troit 26. 





ONE OF THE SOUTH'’S largest chain 
automobile dealers has openings for 
salesmen and sales managers. Must have 
men who can fully qualify from stand- 
point of experience in automobile 
business, honesty and integrity and a 
willingness to work hard for extra com- 
pensation. This is an unusual opportunity. 
The right man will be allowed to 
purchase up to 50% ownership of the lo- 
cations which they manage. We prefer 
men who now have a limited amount of 
capital and are willing to invest it in 
the business they manage and continue 
to invest each year from earnings. Please 
reply in own handwriting, giving all in- 
formation possible. Box 2773, c/o Auto- 
motive News, Detroit 26. 

<ecsssctnienncescetateeseeaea ALEC TCE 

FLEET MANAGER. Take complete charge 
of fleet sales. Must have personal ac- 
counts and able to pick-up new business. 
50-50 split on profit. Very low overhead. 
Every inquiry will be strictly confi- 
dential and answered personally. Tele- 
phone or telegraph Box 2783, c/o Auto- 
motive News, Detroit 26. 


ACCOUNTANT. Large automobile distri- 
butor, Brooklyn, has excellent opportunity 
for capable accountant. Interesting, re- 
sponsible position; attractive salary. Full 
information for quick appointment. Box 
2793, c/o Automotive News, Detroit 26. 


HAVE POSITION OPEN for salesman cap- 
able of selling Packard cars. Must be 
aggressive and have good personal habits. 
Salary and commissions. Best climate in 
cool Colorado. Peak Motor Company, 15 
N. Nevada Avenue, Colorado Springs, 
Colo. 

SALES MANAGER—Experienced in large 
volume for 600 car dealership in southern 
city. Must have ability to train new 
men and obtain maximum effort from 
entire force. Knowledge of modern sales 
methods and prospecting essential. Ex- 
cellent income. Write, giving complete 
qualifications including age, experience, | 
family status, etc. Box 2794, c/o Auto- | 





motive News, Detroit 26. 


DISTRICT SALES 
REPRESENTATIVES WANTED 


To sell and supervise installation and operation of unusual 
merchandising material. No competition; franchise agreement 
available. Dealer contact experience or automotive background 
in sales or service required. Our sales representatives enjoy 
permanent, dignified, high income bracket positions. Product 


approved by major automotive 


manufacturers and sold inter- 


nationally. Expansion program provides immediate opening 
over the entire U. S. Our employees know of this ad. 


Write Box 2817, c/o Automotive News, Detroit 26, giving full 
details and recommendations; appointments will be arranged. 








POSITION WANTED 





POSITION AS NEW or used car manager 


in Detroit area. Can furnish best of 
references with seven years’ experience 
as used car manager for large volume 
dealer. Reply Box 2784, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER. Now employed as 
business manager large metropolitan 
dealer, desires general management po- 
sition with progressive dealer. Reliable, 
hard worker, excellent references. Box 
2785, c/o Automotive News, Detroit 26. 


PARTS SALES MANAGER. MoPar whole- 
saler, experienced in annual million dollar 
volume. Presently employed. References 
exchanged. Box 2775, c/o Automotive 
News, Detroit 26. 


YOUNG MAN, 32, single, experienced, de- 
sires connection with responsible manu- 
facturer of automobile or truck equip- 
ment, parts or related items who needs 
a representative and sales engineer. Will 
travel anywhere. Replies acknowledged. 
Write Box 2796, c/o Automotive News, 
Detroit 26. 


SALES MANAGER, familiar with all 
phases of new and used car merchan- 
dising, appraising, used car recondition- 
ing, training salesmen. Capable of taking 
over entire operation. No job too large. 
aa 2797, c/o Automotive News, Detroit 
6. 


RETAIL SALESMANAGER, now employed. 
Exceptional record of sales production. 
Aggressive and capable of training hard 
hitting sales force. Desires association in 
Florida with established dealer. Box 2798, 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER AVAILABLE with 
an exceptionally successful background 
in management, finance, sales and serv- 
ice. Fourteen years’ dealer and factory 
experience. Young and capable. Personal 
interview only. Box 2809, c/o Automo- 
tive News, Detroit 26. 


SERVICE MANAGER — Fifteen years’ ex- 
perience in the ‘‘Big Three.’’ Capable of 
taking complete charge of service oper- 
ations. Box 2810, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER capable of assuming 
complete responsibility of service. Ex- 
cellent references. Prefer Lincoln-Mer- 
cury-Ford—Detroit area. Box 2811, c/o 
Automotive News, Detroit 26. 


MANAGER-—SALES, GENERAL. Million 
dollar’s worth of ability, honesty and 
loyalty for small fraction. 38, family 
man, good habits, ex-dealer, adaptable. 
Fifteen years in ‘‘Big 3’’ 
operations. Specializing in sales. 
keen ability 
hire, train, supervise quality salesmen. 
Believe 100% that product knowledge, 
planned demonstrations and consistent 
planed selling is the answer to sales. 
Have intense enthusiasm plus shrewd 
‘*know how.’’ Am high type quality man 
who is born sales promoter, not high 
pressure but high human interest in the 
public that creates good will. Good ap- 
pearance, magnetic personality, hard 
driving, key house man. Dynamic energy 
tempered with broad experience, sound 
judgement. A _ specialist in appraising. 
Fast, smooth, efficient closer, represent- 
ing the highest type of fair and square 
business ethics. Seek the same in dealer 
with quality automobile. Availability—30 
days. Write now for summary. Box 2777, 
c/o Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


ONCE IN A LIFETIME. Opportunity for 
a general manager who can qualify for 
such a vacancy now existing with one 
of the ‘‘Big 3.’’ Must be able to invest 
from $10,000 up to $20,000 on a monthly 
pay in, from earning basis, in a deal 
which has a standing cash offer of $57,- 
000 for the entire deal, Your investment 
will entitle you to about 50 percent of 
the assets of the company if you can 
qualify. Only a man with the highest 
ambitions of success should apply. I am 
interested in a man who has proven 
success with other dealers in a similar 
capacity and who doesn’t mind hard 
work. Must be an organizer of personnel, 
sales, service, etc. A man who knows 
the automobile from top to bottom, who 
is not afraid of work, of long hours or 
competition. 
to expect complete return of investment 
in less than one year as present organi- 
zation is completely ready to work with 
you and chances of success are positive to 
the right man. Present owner will not 
sell all interest due to the security af- 
forded by the company but has failing 
health and needs the right assistant. 
Reply to Box 2813, c/o Automotive 
News, Detroit 26 enclosing a photograph 
if available and complete resume for the 
past ten years. No references will be 
contacted until after interview. Must be 
able to locate in the state of Ohio—in 
a city of over 200,000 population. State 
amount you are able to immediately 
invest. 

LAKE FRONT HOME — Central Florida. 
Nine miles west of Orlando on clear, 
sand bottom lake. Newly completed 
masonry home; hardwood floors, radiant 





heat, 3 bedrooms, 2 tile baths, cedar 
closets, fireplace, large kitchen with 
metal cabinets. Priced at $23,500; will 


accept $10,000 of this in one to three 
late model autos and cash. H. O. Haynie, 
Orlando 3-7605 or 3-3556, 


dealer level | 
Have | 
to project salesmanship— | 





Must be aggressive enough | 





























































DEALERSHIP AVAILABLE 


DEALERSHIP, HANDLING Hudson, in 
California. San Francisco Bay area serv- 
ing over a million inhabitants. Gross 
sales over $1,000,000 yearly. Excellent 
modern facilities and attractive lease. 
Parts $17,000, accessories $3,000, shop 
equipment $18,000, bin equipment $4,000, 
furniture and office equipment $4,000— 
service cars, signs and improvements 
$19,000. Total $65,000. Sacrificing for 
$35,000 or best offer to settle partnership 
estate. No used cars, accounts receivable 
or real estate involved in deal. Box 2755, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING LEADING in- 
dependent make. Factory approval as- 
sured. Exceptional location and facilities. 
City of approximately 40,000—60 miles 
from Chicago. Priced at inventory parts 
and equipment only. Unusual opportunity. 
Attractive lease. Retiring due to ill 
health. Box 2799, c/o Automotive News, 
Detroit 26. 


CALIFORNIA DEALERSHIP AVAIL- 
ABLE, handling Studebaker, in large 
metropolitan area -—— doing excess two 
million yearly. Profitable fifteen con- 
tinuous years. Excellent market pene- 
tration. Will keep receivables and used 
cars, Will sell for physical inventory. 
Excellent lease. Factory approval re- 
quired. Eighty-five thousand will handle 
assets. Write Box 2800, c/o Automotive 
News, Detroit 26. 


WEST COAS!I-—British Columbia Canada. 
GM dealership available in thriving com- 
munity. 400/500 cars per year. Estab- 
lished 38 years in excellent down town 
location. Factory approval necessary. 
Estimated volume this year—$3,000,000. 
Excellent buildings with showroom, of- 
fices, parts and accessories department 
and service department occupying 22,- 
000 square feet plus outstanding used 
car lot and storage and parking lots 
covering 40,000 square feet. Machinery 
and equipment up to date. Parts and 
accessories clean and current. Property 
all in one package facing on three main 
streets. A prominent location. Write Box 
2801, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING BUICK, estab- 
lished 20 years. In the best trade center 
of 25,000 in central Michigan, 125 car 
contract. Excellent parts and service de- 
partment, body shop in building adjoin- 
ing. Large used car lot in connection on 
main street. Ten employes. Will sell all 
or part of stock in corporation and take 
balance from earnings to party who can 
qualify with factory. Property under 
lease. State experience, age and amount 
you can invest, Write Box 2802, c/o 
Automotive News, Detroit 26. 





FOR SALE 
AGENCY HANDLING BUICK 
100 Car Franchise 


25 miles from Chicago. Population three ad- 
joining towns—10,000 people. Trade territory 
100,000. New building 10,000 square feet. Best 
building and equipment outside of Chicago. 
Stock and equipment—$40,000. Building extra. 
A real opportunity for a live wire. Must have 
approval Buick Motor Division for franchise. 


Box 2816, c/o Automotive News, Detroit 26 





OLD ESTABLISHED DEALERSHIP 
handling Chrysler-Plymouth, Los Angeles 
area. Selling 150 to 200 new cars. Excel- 
lent location and facilities. Lease build- 
ing, equipment. $50,000 approximate 
capital needed. Factory approval neces- 
sary. Box 2779, c/o Automotive News, 
Detroit 26. 


ONE OF CALIFORNIA’S leading dealer- 
ships, handling Willys-Packard, priced 
for immediate sale. Low rent. Buy parts 
and equipment only. Reply at once. Con- 
fidential. $20,000 to handle. Must sell 
in thirty days to accept larger deal. 
Heart of 4 WD territory. Wire for con- 
tact to Box 2782, c/o Automotive News, 
Detroit 26. 


250 CAR DEALERSHIP, handling Chrys- 
ler-Plymouth. Excellent location just out- 
side Detroit competition. Good used car 
market. Owner retiring. Buy equipment 
and parts, lease building six years old 
on main street. Box 2786, c/o Automo- 
tive News, Detroit 26. 


FLORIDA DEALERSHIP FOR SALE, 
handling DeSoto - Plymouth. Located in 
sea coast city. Numerous military in- 
stallations in county and several large 
industries employing thousands. Will sell 
or lease the new modern air-conditioned 
building. Will sell for approximate in- 
ventory of $70,000. The net profit of this 
operation has been on the average of 
$10,000 per month for 1953. Your original 
investment would be returned in less 
than one year. Reason for selling is 
owner has other. business interests. 
Address inquiries to Box 2812, c/o Auto- 





motive News, Detroit 26. 
ON®& HUNDRED CAR, fully equipped 
dealership. Independent manufacturer. 


Centrally located in north Florida—45,000 
population, Will sell reasonably, Excellent 
opportunity. If interested, write to Mr. 
J. S. Wershow, Attorney-At-Law, 16 W. 
University Ave., Gainesville, Fla. 


MICHIGAN DEALERSHIP, population 70,- 
000, one of ‘‘Big Four,’’ 300 cars, two 
used car lots—$50,000. Four year lease, 
excellent facilities, Investment returned 
in one year, Please do not answer un- 
less you mean business. Factory ap- 
proval. Box 2803, c/o Automotive News, 
Detroit 26. 





DEALERSHIPS AVAILABLE 
DEALERSHIP AVAILABLE, handlin 
Studebaker, in city of 50,000 populatio 
—trading area over 150,000. Located 
fast growing northwestern state. Ney 
75’x150’ brick building, well located an 
one of the most modern and bes 
equipped in the state. Gross over $500 
000 last year. Will sell or lease building 
$50,000 will handle parts, equipmen: 
furniture, etc. Box 2781, c/o Automotiy 
News, Detroit 26. 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


909 Fisher Bidg. Detroit 2, Mich. 











MIAMI DiSI'KRIBUTORSHIP doing $3,000, 
000 annually selling 1,200 new cars 
Modern quarters, excellent used car lot 
adjoining. Desirable lease, factory ap 
proval necessary. Reason for selling 
other interests. Box 2769, c/o Automc 
uve News, Detroit 26. 

DEALERSHIP, handling Lincoln-Mercury, 
consisting of two franchises and ad- 
jacent territories in California. 350 and 
150 cars respectively—total of 500 cars 
per year. Will sell for physical inventory 
of parts, machinery, equipment and im- 
provements. All properties under good 
leases. Sales last year were over §2,- 
000,000. Total price, both deals—$98,500 
Write to P. O. Box 3285, San Fran- 
cisco, Calif, 








250 UNIT DEALERSHIP 

HANDLING CHEVROLET DUAL 
In southeastern city of 2,500. Fine facili- 
ties and excellent profits. Answer by letter 
giving complete qualifications. Will sell at 
inventory and book value which may run 
to $90,000. Box 2818, c/o Automotive 
News, Detroit 26. 


| 


Sonpomee 





CENTRAL FLORIDA DEALERSHIP 
handling Packard-Willys. Rich agricul- 
tural trade area. Large repair shop 
business now netting over $2,000 monthly 
will pay for itself in two years. Box 2804, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING PONTIAC— 
120-150 car. Located in rich Central 
Valley of California. Fine town, no real 
estate. Well established. Owner retiring. 
Jack L. Davis, 701 E. Main St., Visalia, 
Calif. 

ONE OF DENVER’S LARGEST new car z 
franchises for sale. 600-1200 new car ~ 
potential, Good used car lot plus inside 
display space—finest location and excel- 
lent facilities. Parts and service op- 
portunity unlimited. Factory approval 
must be granted. It will take less capital 
than you think. This is not just another 
deal. Inquiries confidential. Box 2805, c/o ; 
Automotive News, Detroit 26. 4% 


DEALERSHIP HANDLING FORD in _ 
Ohio’s richest farm area. Approximately 
150 units per year. Located on one of 
the busiest highways in U.S.A. Gross 
sales nearly $1,000,000 yearly for past 
years. Excellent new building and facili- 
Has netted better than $30,000 a 
year to date. Price—$25,000. Reason for 
selling—owner has larger deal. Details 
to qualified buyer. Write or wire Box 
2806, c/o Automotive News, Detroit 26. | 


DEALERSHIP WANTED 
CHEVROLET — NORTH JERSEY. Factory 


Si? DON a ee mIRtS 





approval assured. Write full particulars. 

Strictest confidence. Box 2343, c/o Auto- 

motive News, Detroit 26. 

Ford or General Motors 

Dealership 

| am at present an automobile dealer with 
a 250 car allotment and | am desirous of 
selling this one and buying a deal with at 
least a 400 car allorment. | am only interested 
in a going concern and will consider only 
Ford or General Motors. | will have available 
approximately $200,000 to invest in your 
proposition. An immediate, personal reply | 
will be sent you upon receipt of any and all 


replies. Being a dealer now, | have been 
assured of the factory okay and will of course 
keep all replies strictly confidential. 163 
Box 2815, c/o Automotive News, Detroit 26 








WANTED AUTO AGENCIES . 


We have qualified buyers for all size auto 
agencies throughout the United States. Ali ‘ 
replies held in strictest confidence. ny 


DAVID JARET CO. la 


Established Over 29 Years 








Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified repo 

Also special buy-sell service. 
organization — in business since 
booklet on Parts Department operation sent 
on request. Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 


150 Montague St. Brooklyn 2, N.Y. | sch 
ULster 2-5600 
bP 
DEALER SERVICES EN 
INVENTORY SERVICE .. 
Parts and Accessories Depts. b te 
f 
. 


wee 





Pe Se 


INVENTORY SERVICE £ 


Inventories taken price extended i. sum- ix 
marized within 24 hours. Expert partsmen i 
do all the work. Accurate, unbiased and § +a‘ 
confidential. Inventories accepted by all ; 
accountants and by the government. Ow 


ALLIED INVENTORY CO., ING. 


1831 E. 79th St. Chicago, Ill. 


and MoPar dealers. service 
eastern half U.S.A. Talbot's Inventory 
Service, 124 8. Woodward, Birmingham, 
Mich. Midwest 4-5855 er 46-4468, 
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CARS FOR SALE 


— 








SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excel! nt Bodies - Good Motors - 
Upholstery New 


EUY NOW — LOWEST PRICES EVER 


1950 


Ply mouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 


Heaters 


“ATTENTION DEALERS!! | 


AUTOMOTIVE NEWS, JULY 20, 1953 





| CARS FOR SALE 


BUYING or SELLING 
Your Greatest Dollar Value’s at 
CARL E. MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Indiana’s Oldest Auction 
One of America’s Best 

Sale Every Tuesday — 11:30 A. M. 
Open All Night Monday 


Phone E-1254 Phone E-5209 
324 West Main Street, Fort Wayne, Indiana 





SARATOGA 7-2300 SHERWOOD 7-1700 





KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 


In Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 


Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541 — Belmont 015! 


IN THE HEART OF INDIANAPOLIS 


USED CAR 
DEALERS 


WE WHOLESALE 
BUY IN DETROIT 


Save Hundreds of Dollars from 
Automotive News’ Average 
Used Car Prices 


SEE HANSON 
CHEVROLET CO. 
Two Lots and 200 Cars 


14601 E. Warren 


13130 Gratiot 
Detroit—Tuxedo 1-5840 


CM tn 


a 


ad PDA PINTS 





AUTO AUCTION 


TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 





USED CARS 
WHOLESALE 


100 CAR SELECTION 
AT ALL TIMES 
Clean and Ready for Sale 
MAKE YOUR OWN DEAL 


H. D. MAGGIO, INC. 


Dodge-Plymouth Dealer 


1637 N. Cicero Avenue, Chicago, 
Phone BErkshire 7-3122 


Illinois 





ATTENTION DEALERS 
200 Fine Cars and Trucks Whole- 
ole, reconditioned and ready for 
le—Tow Bar Service— Storage 
Phone us for motel reservations 
|. Northwest Chevrolet Co. 
*codward at 13 Mile Royal Oak, Mich. 


Lincoln 5-1100 
Home of Michigan's Finest Automobiles" 





“308 NSE 





| SPORTS CAR 
HENRY J 


‘lass par plastic body. Mounted on 


LNs or 


ix cylinder chassis. Overdrive. Foam 





| vatherette seats. Teal green finish. 


ow, fasi and beautiful. 
$2,195 


oe 


/TOM MASANO, INC. 
411 Lancaster Avenue 
Reading, Penn. 





We Guarantee All Checks 
Dealers Only 


WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 


Over Three Hundred Cars 
“New and Used" 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 


Cars - Trucks - Trailers 


BEN FISHEL 
AUTO CO. 


2114 Sycamore Street, Cairo, Ill. 
Phones 652 — 653 — 654 


ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
of low mileage 1951 and 1952 Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans. 


These cars can be seen at— 
ROBINSON AUTO RENTAL, INC. 
Please note change of address 
229 S. HANSON ST., PHILADELPHIA 39, PA. 
1. E. Spatig, Used Car Manager 
Phone: Sherwood 8-1500 





CARS WANTED 


EIGHT PASSENGER CADILLACS, Chrys- 
lers and DeSotos, Only exceptionally 
sharp late models considered. McClin- 
tock-Cadillac, Lansing, Mich. 





FAIR MARKET PRICES 
for 


YOUR LATE MODEL CARS 


Premiums for Caddies and Hardtops 


R. S. HENRY 


Phone 6230 New Brighton, Pa. 


PARTS FOR SALE 


Genuine Oldsmobile Parts — 


Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 


GREBE OLDS 


3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 



















BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 


Quantity Shippers—All GM Parts 
Shipped Same Day 


WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
WAbash 2-1030 





HYDRAULIC WINDOW 
AND TOP PARTS 


Motor and pump assemblies; switches; 
frames; top valves; seat, window and top 
cylinders. Catalog on request. 


MAYFLOWER SALES CO., INC. 
1053B Bedford Ave. Brooklyn 16, N. Y. 
Phone MAin 2-8785 





PARTS FOR SALE 


BUICK 
WHOLESALE 
PARTS 
ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 
Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 


“Buick's Largest Dealership" 











NEW YORK 19, NEW YORK 





EVERY ITEM NEW AND 
STANDARD MAKE 


Includes Ford truck components. Larger items 
are front and rear axles; wheels; hubs-drums 
and brake assemblies; steering gears; drive 
shafts; radiators and springs. Practically any 
part for chassis. 

Various other parts; as hydrovac kits; mag- 
netos, ignition components; direction signals 
and numerous other parts and accessories. 
Prices attractive. Complete list on request. 
Contact surplus parts department. 


HAHN MOTORS, INC. 
Hamburg, Pa. Phone 506 


GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 


Phone—Wire—Write 


FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago 26 
Direct Phone—AM 2-7117 





GENUINE 
STUDEBAKER 
PARTS 


* Large Complete Stock 
*® Ship Anywhere—Same Day 


NORTHSIDE MOTORS 
4232-42 Natural Bridge 
St. Louis 7, Mo. 
LU. 4860 





TRUCKS FOR SALE 


1953 CHEVROLET NEW two ton with 
W45 Holmes wrecker. 1951 Ford F8 with 
W45 Holmes wrecker. 1943 Reo 7%4 ton 
6x6 drive tandem. 1949 GMC 750 diesel 
tandem. Write or call Bill Fishel, Van- 
deventer Auto Sales, 717 S. Vandeventer, 
St. Louis, Mo. Phone Franklin 1750. 


BUSES FOR SALE 


USED BUSES. 1947 Ford Superior, 48 
passenger. 1947 Dodge Superior, 60 
passenger. 1946 Ford, 29 passenger, high 
headroom. 1952 GMC Oneida, 60 passen- 
ger. 1952 Ford, 48 passenger. National 
Bus Sales Co., Inc., 101 N. 33rd St., 


Philadelphia 4, Pa. Phone BA. 2-7605. 
CHEVROLET — 


54 PASSENGER. Been 
used for demonstrator. 1948 Reo, 49 pas- 
senger. 1948 Dodge station wagon—$550. 
Box 2807, c/o Automotive News, De- 
troit 26. 


ANTIQUE CARS FOR SALE 
ANTIQUE CARS FOR SALE. 1918 Dodge 
with special limousine body, good tires 
and in excellent running’ condition. 
Bailey-Smith, Inc., 425 S. Grand, Lans- 
ing, Mich. 


MISCELLANEOUS 


Our New Model 


TOW BARS 


Cannot Be Matched 
At Any Price 
Write Today For 


Illustrated Catalog 
FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone 2-5257 All Dept's. 
“Leaders In The Industry” 
Since 1939 


—— |ENGINE REBUILDING — Crankshaft | — 



















en AROS MISCELLANEOUS 


grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S&t., 
Lynchburg, Virginia. 


ENGINEERED 
DUAL CONTROLS 


DUAL STEERING WHEELS 


For Driving Schools 
Ford, Chevrolet, Plymouth 


ALBRIGHT MOTORS « Prov., R.1. 
119 Snow St. GAspee |-4848 


Don’t Delay— 
PHONE COLLECT 


TODAY 
Automatic Braking 


WITH BRAKE HOOK-UP 


ONLY... $5145 


ATTN. DEALERS 
& DISTRIBUTORS! 


National Concern 
Will Pay All Cash 


LEss 
GUIDE 
CABLES 


for r 
Meets 1.C.C. Strength Requirements You 
a . o 


AUTOMOBILE 
Leasing Contracts 


All replies held in 
strict confidence 


Box 2790 
c/o Automotive News, 
Detroit 26. 


FOR SALE 


1 AND 2 YEAR OLD CHEVROLETS 
ALL COLORS - - - - ALL MODELS 
DELIVERED RIGHT TO YOUR DOOR 
A Year Round Source of Supply 
ALL CARS DRIVEN BY ONE PERSON 
These are not abused Taxis or Fleets 
You Appraise the Units 
If Your Price is a Fair One, They're Your Automobiles 
If Interested Write or Phone 


TRANSPORTATION VEHICLES INC. 


230 Greenpoint Ave. Brooklyn 22, N. Y. 
EVergreen 3-4800 
PLEASE — SUPPLY BANK REFERENCES — PLEASE 


WE ALWAYS HAVE HUNDREDS OF CARS 
TO WHOLESALE 


COMPLETE with 
Guide Cables and $6] 45 
BRAKE HOOK-UP ........ . 
Meets ALL 1.C.C. Requirements! 

e 


TOW BAR SALES CO. 


Exclusive Factory Distributors 

AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 
40 So. Clinton St., Chicago 6, Ill. 














AUTO AUCTION 


CLEVELAND, OHIO 
Every Monday at Noon 


13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 
2% miles from airport 


Phone Winton 1-9911 


Joe E. Johnson, Manager and Auctioneer 
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the 
* 

opportunity 

a 

f °o r s r °o f : y is enjoyed in its fullest measure by the Chrysler- 


Plymouth Dealer. It is an opportunity for volume new-car sales and complete market 
coverage shared by no one else in the industry. 


He is a dual-line dealer in the only genuine sense .. . selling a range of cars from the 
low-priced Plymouth to the Imperial, finest of costlier cars. His market, therefore, 
is literally just about everybody. 

All the cars he sells share the same high quality. They all incorporate the latest and 
newest in driving advances and advantages. They have built an unequaled reputa- 
tion for engineering excellence and inner worth in the minds of American motorists. 
: There are a limited number of Chrysler-Plymouth sales agreements presently avail- 
! able. The qualified man who wishes to know more about them can get full details 


by writing Chrysler Division, 12200 E. Jefferson Ave., Detroit 31, Michigan. 
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Chrysler 222:. 
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